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37th Year—No. 3827 


M Faces Tieup 
fednesday as 


UAW Pay Target 


Profit-Sharing Pact 
At AMC Is First 
In Auto Industry 


By Francis J. Gawronski 
Staff Writer 
= United Auto Workers has 
ked General Motors as _ its 
target and has set 10 a.m. 

Wednesday (Sept. 6) as the strike 
deadline. 

The union said it would strike 
GM at that time if there was no 

settlement or real 
progress on a new 
contract. 
The UAW also has 
asked Ford Motor 
Co. and Chrysler 
Corp. to extend their contracts on a 
day-to-day basis after Wednesday. 

The contracts between the Big 

Three and the UAW were due to 
re at midnight last Thursday 
(Aug. 31). They were extended six 
days at the request of the Federal 
government. a 
At HIS press conference last 
week, President Kennedy indi- 
cated concern over the danger of 
er auto prices in connection 
labor negotiations. 

Asked what steps the Administra- 
tion was prepared to take to pre- 
yent a breakdown in auto negotia- 
tions, the President said: 

“Well, they are being carried 
on at the present time, between 
the auto workers and the auto- 
mobile industry, in the hope that 

(Continued on Page 42, Col. 1) 


Top Cars 


*—New-car registrations for 
seven months: 


Make 
Chev. 
Ford 
Pontiac 
Rambler 
Olds. 
Plymouth 
Buick 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Stude. 
Lincoln 


1960 
Pos. 
1,025,283— 1 
826,590— 2 
238,690— 5 
255,098— 4 
202,700— 7 
274,374— 3 
153,626— 8 
225,927— 6 
68,381—11 
86,440—10 
91,829— 9 
46,565—13 
66,945—12 
13,086—14 
15— 6,167 Imperial 9,351—15 
226,866 Misc. 331,873 
Total All Makes 
3,349,311 3,916,758 
Further details on Page 38. 


*—Connecticut not included, April 
through July. 


1961 
Pos. 


1—920,321 
2—767,909 
3—208,765 
4— 205,686 
5—177,611 
6—173,744 
1—163,304 
$131,544 
9—106,281 
10— 82,001 
Li— 69,248 
12— 52,075 
13— 40,881 
1M— 16,908 


Inside Automotive News... 


@ Chevrolet General Manager E. N. Cole introduces 
Chevy II intermediate series, projects 1962 sales 
of 1.9 million cars and 400,000 trucks—a com- 
bined division record. Page 2. 


Studebaker-Packard President Sherwood Egbert 
raises sights. Page 46. 


Pontiac General Manager S. E. Knudsen gives 
dealer profits a big boost. His goal: 500,000 


sales. Page 4. 


The Newspaper of the Industry 


Published Weekly at 965 E. Jefferson. 
Copyright, 1961. All Rights Reserved. 


Happy Ending at AMC— 


Negotiations over, Edward L. Cushman, left, executive vice-president, American Mo- 
tors Corp., and Walter P. Reuther, president, United Auto Workers, walk into the press 
conference where they announced details of economic provisions to be -included in a 
new three-year contract between the corporation and the union. The agreement in- 
cludes the first profit-sharing plan in auto history. (Detroit Free Press Phofo.) 


3-Week Carryover of 61s Seen 


PRAMCeED dealers are likely 

to enter the ’62-model selling 
season Sept. 21 with carryover in- 
ventories averaging between two- 
week and three-week supplies, an 
AUTOMOTIVE NEWS survey indicates. 


This forecast is based on a 
steady rate of cleanout sales com- 
bined with absence of a strike at 
General Motors. 


Because of the early production 
closeouts of ’61 cars, the national 
inventory stood at a 20-month low 
Sept. 1 of an estimated 675,000 units. 
This included about 100,000 ’62 cars. 
A total of 212,000 domestic cars was 
whittled from the 55-day stockpile 
which confronted dealers Aug. 1. 

* * od 





T= 44-day inventory at the out- 
set of the Labor Day weekend 


was 24 percent below that of a 
month ago, 23.4 percent above the 
566,467 cars counted on Jan. 1, 1960, 
the previous 1961-60 nadir for the 
stockpile level. 

With August sales paralleling 
those of July, most dealers reported 
that supplies of standard-sized ’61 
models: did not fall as much as ex- 
pected last month. 

Compacts, on the other hand, 
were extremely tight as the result 
of rising sales momentum 
through August. The estimated 
185,000 compacts left in dealer 
stocks marked a spinoff of 150,000 
last month. 

Hence, with the 10 compacts near 
40 percent of total sales, little 
more than a month’s supply of the 
junior sizes remain to be retailed, 


Car Output Continues Rise 
As Strike Showdown Nears 


By Martin L. Whitmyer | 
Staff Writer 
c= output in the United States 
rose to its highest level in six 
weeks last week as all makers 
began stepping up production with 
public showings less than a month 
away. 
With a threat of a strike hang- 
ing overhead, however, it’s im- 
possible to make predictions on 





American Motors unveils a clutchless shift trans- 
mission—the E-Stick—for ’62 Rambler Ameri- 


cans. Page 30. 


how many Cars dealers will have 
in stock by announcement day. 
A strike at General Motors, for 
instance, would severely hamper 
GM efforts to supply dealers, and 
possibly could have an effect on 
other makes if it continued over 
a long period. Several GM divi- 
sions.supply parts for other auto 


Last Week’s car output totalled 
an estimated 89,779 units, compared 
with 60,746 units turned out a week 
earlier» and 51,510 cars assembled 
during the week ended Sept. 2 last 
year. 

A loss in output iseforecast for 
this week, however, with all mak- 
ers down for the L@bor Day holi- 
day. Some makers, however, may 
work this Saturday (Sept. 2) to 
make up for the losses resulting 
from the holiday shutdown. 

* * * 


Witt all makers now in produc- 
tion, ’62 model output through 
last Saturday stood at an estimated 
127,400 units. The only maker with 
61 models still in its lines was Ford 
at its St. Louis plant. 
Approximately 1,500 of the ’61 
line are scheduled to be produced 
when a strike at that plant is 
ended. Checker Motors began reg- 
(Continued on Page 45,*Col. 1) 
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More Gains Awaited 


As GM Announces 


'Aid on Inventories 


By Maynard M. Gordon 
News Editor 

HE chairman of the National 

Automobile Dealers Assn. Task 
Force Committee is “greatly en- 
thused” over the specific dealer 
benefits being instituted by General 
Motors on ’62 models and foresees 
similar gains at other factories. But 
he wants it understood that the 
Task Force campaign will be in- 

tensified, not lessened. 

H. L. Galles jr., who has direct- 
ed efforts of the National Auto- 
mobile Dealers Assn. to obtain 
inventory and discount improve- 
ments, commended the GM an- 
nouncements last week as factory 

(Continued on Page 43, Col. 1) 


compared with 55 days a month 
ago. 
* * . 

PaaS on the compacts, in 

lieu of higher-priced standards, 
is no surprise. Cleanup deliveries 
traditionally are easiest for stripped 
lines, and the latter-day attention 

(Continued on Page 4, Col. 1) 


Compacts Climb 
To Peak 34.7 Pet.; 
July Sales Dip 


By Robert M. Lienert 
Associate Editor 

OMPACT cars, by accounting 

for 34.7 percent of all new-car 
registrations in July, continued 
their record-smashing spree in the 
marketplace. 

While total compact-car vol- 
ume of 170,759 units was down 
from the alltime high established 
a month earlier, the setback 
for standard makes was even 
greater. 

July registrations for all types of 
cars, according to R. L. Polk & 
Co., amounted to 492,279. This com- 
pared with 562,653 a month earlier 
and 537,765 a year earlier. All fig- 
ures omit Connecticut, where reg- 
istration reports have been inter- 
rupted. 

ok * * 
AGAIN leading the compact en- 

tries was Falcon, with 45,732 
registrations, Rambler returned to 
second place with 32,181, pushing 
Corvair back to third with 29,831. 

Other totals were: Comet, 17,- 
350; Valiant, 10,088; Special, 
9,761; Tempest, 9,633; F-85, 6,437; 

Lancer, 5,226, and Studebaker, 
4,520. 

Valiant was the only compact 
with more registrations in July 
than in June. 

Tempest, which outregistered 
both Valiant and Special a month 
earlier, trailed both makes in July. 
The month marked the first time 
that Special was the leader of the 
B-O-P entries. 

OK * ok 

EGISTRATIONS ior Studebaker 

were the lowest recorded by 
that make since Lark’s introduc- 
tion. 

A year ago in July, compact- 

(Continued on Page 4, Col. 3) 








By John K, Teahen Jr. 
Associate Editor 

ENERAL MOTORS notified its 

dealers last week that the hold- 
back on dealer discounts will be 2 
percent on ’62 carg and trucks and 
that a 15-day delayed billing pro- 
cedure will be adopted on all new- 
vehicle shipments. 

Dealers also have been inform- 
ed that a heater and defroster 
will be standard equipment on all 
’62 models and that the parts al- 
lowance in connection with war- 
ranty and policy transactions is 
being increased to dealer net, plus 
20 percent. 

The current parts allowance is 
dealer net, plus 10 percent, The 
higher rate becomes effective Oct. 1. 

ok * * 

N ADDITION, Chevrolet dealers 

have been told that the discount 
on the new Chevy II line will be 21 
percent (including the 2 percent 
holdback). Thus, Chevy II carries 
the same discount as do Corvair, 

Tempest, Special and F-85, 

Factory-installed optional equip- 
ment on the Chevy II also will fol- 
low the pattern of other GM com- 

pacts—20 percent dealer discount 
on automatic transmission, 24 per- 
cent on other items, 

Letters signed by the divisional 
general sales managers stressed 
that the changes in holdback, bill- 
ing and parts procedures should 
contribute importantly to dealers’ 
profit opportunities. 

During the last two model years, 
GM has had a one percent holdback 
on Chevrolet, Buick, Oldsmobile 
and Pontiac. Most other domestic 
makes have also used the one per- 
cent setup. 

oe * 

HE holdback is based on the 

list price of the vehicle, not in- 
cluding Federal tax, freight or op- 

tional equipment. On the ’62 GM 
models, the holdback becomes 2 
percent of list price. 

There has been no change in 
GM’s basic dealer discounts. They 
remain at 21 percent on compacts, 
25 percent on standard Chevrolets, 
Buicks, Oldsmobiles and Pontiacs 
and 26 percent on Cadillacs. 

Taking the holdback into con- 
sideration, the ’62 structure is 19 
and 2 on compacts, 23 and 2 on 
Standards and 24 and 2 on Cad- 

(Continued on Page 4, Col. 5) 


Sales Score 
For July 


*—-New-car registrations for July: 
1961 I 
Pos. 
1—136,218 
2—116,254 
3— 32,181 
4— 29,291 
25,806 
24,902 
23,892 
18,409 
17,350 
10,344 
9,695 
7,438 
4,520 
1,746 


Make Pos, 
Chevrolet 145,249— 1 
Ford 106,738— 2 
Rambler 38,565— 3 
Pontiac 32,477— 6 
Plymouth 38,146— 4 
Buick 19,029— 8 
Olds. 25,871— 7 
Dodge 34,470— 5 
Comet 14,020— 9 
Mercury 10,856—10 
Cadillac 10,618—11 
Chrysler 5,962—13 
Studebaker 8,652—12 
Lincoln 1,264—14 

733 Imperial 1,117—15 
33,455 Misc. 44,731 
Total All Makes 
492,279 537,765 
Further details on Page 38. 


*—Connecticut not included, April 
through July, 
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How Chevy Analyzes Auto Demand... 


Cole Bids for Economy Market 


By Robert M. Finlay 
Editorial Director 


Wie still betting most of its 
chips on the full-sized car for 
1962, Chevrolet sees a growing de- 
mand for smaller cars and is aim- 


ing a nine-model 
new entry, the 
Chevy II, at that 
market. 

Edward N. Cole, 
general manager, 
said last week at 
the annual press 
preview in De- 
troit that Chevro- 
let expects to 
sell next year 1,- 
300,000 full - sized 


cars, 400,000 E. N. Cole 
Chevy IIs, 200,000 Corvairs and 
400,000 trucks. 


This would set a new record for 


any make of 2,300,000 vehicles, well 
ahead of the previous record of 
2,066,000 Chevrolet vehicles sold in 
= * ok a 


a. erage have tagged the Chevy II 
as a super compact. Chevrolet 
is thinking of it as the basic trans- 
portation car, enough for a family, 
conventional, economical, 275 
pounds heavier than the Corvair 


Chrysler Setup 
‘Not Stopgap’ 


Love Denies Reports 
Of Temporary Status 


By Maynard M. Gordon 
News Editor 

DETROIT.—George H. Love, Ex- 
ecutive Committee chairman at 
Chrysler Corp., told shareholders 
last week that the new manage- 
ment setup “is 
not a stopgap ar- 
rangement.” 

In a letter to 
stockhold- 
ers, Love expres- 
sed confidence in 
Lynn A, Town- 
send, who was 
promotedto 
Chrysler presi- 
i dent July 27 when 

the board of di- 
George H. Love rectors created a 
committee system of management 

and accepted the resignation of L. 
L. Colbert. 

Failure of the board to name a 
chairman or chief executive of- 
ficer, also succeeding Colbert, 
prompted reports that the Town- 
send-Love regime was a tempo- 
rary plan. But Love denied this 
last week, saying the new setup 
made it unnecessary to designate 
a chief executive or chairman. 
Love said he would preside at 

board meetings and the Executive 
and Finance Committees “will meet 
regularly.” 

“Personally,” Love added, “I have 
spent a good deal of time in Detroit 
in recent weeks meeting with the 
officers and with larger manage- 
ment groups seeing the new cars 
for 1962. 

“It is a pleasure to report both 
obvious enthusiasm for the new 
setup on the part of management 
people and extraordinary enthusi- 
asm reflected from dealer com- 
ments for the ’62 models.” 

Love said there were no new 
developments in the lawsuits that 
have arisen since the ouster in 
June, 1960, of W. C. Newberg as 
Chrysler president. 

The litigation “certainly will not 
interfere with the efforts of man- 
agement and the directors toward 
making this corporation realize its 
great potential for progress and 
profits,” Love said. 

It was Love’s first communication 
outside Chrysler management since 
he became Executive Committee 
chairman in July. He has declined 
to meet the press, but Townsend 
will hold his first press meeting 
since becoming president this Wed- 
nesday morning (Sept. 6) at the 
start of the corporation’s new- 
model preview in Detroit. 

Chrysler directors have not met 
since the July 27 meeting at which 
Townsend was named to replace 
Colbert. They will meet again 


Sept. 21. 





and some 1,000 pounds lighter than 
the standard Chevrolet. 

Cole said the outlook for next 
year is for an expanding new-car 
market and a shortage of good 
used cars. He went along with the 
prediction voiced previously by 
GM executives that the auto mar- 
ket for 1962 could run as high as 
7,250,000 cars and 1,150,000 trucks. 
He expects the import share to 
decline to 400,000. 

Part of the expanding market is 
expected to be among young cou- 
ples and retirees on restricted 
budgets. These were seen as factors 
favoring the functional and eco- 
nomical Chevy II, which will offer 
four- and six-cylinder models. Both 
engines are in-line, and new. The 
nine models include a station wag- 
on, a convertible and a hardtop 
sport coupe. 

Incidentally, the long-awaited 
Corvair convertible is slated for 
March, 1962. 

* Bo * 
K E. STALEY, genera! sales 

* manager, relates the new 

Chevrolet lineup to the market this 
way: 

1. The Corvair, fun car for the 
driver, offering 
the buyer some- 
thing different 
and intriguing. 
But the Corvair 
is not the econo- 
my concept, for 
56 percent of Cor- 
vair production i is 
now in the luxury 
Monza model. 

2. Chevy II, the 
basic transporta- i 
tion car which K. E. Staley 
challenge the Falcon for leadership 
in this area of the market. 

3. The standard Chevrolet, full- 
sized and offering luxurious, big 
transportation. 

“Frankly,” said Staley, “I see 
no need for any other car. We 


Dodge Truck Pays 
No-Quota Rebate 


DETROIT.—Dodge is paying a 
no-quota buildout bonus to dealers 
on ’61-model half-ton, three-quar- 
ter-ton and one-ton trucks deliv- 
ered during the balance of the 
model year. 

Dealers will receive $60 for the 
first retail delivery, $80 for the sec- 
ond and $100 for each additional 
sale. Demonstrators licensed and 
titled to salesmen and company- 
owned demos delivered to retail 
customers are included in the re- 
bates. 

Eligible models are D-W-P units 





in the 100-200-300 categories, “D” 
refers to conventional drive, “W” 
means four-wheel drive and “P” 
means forward-control. The 100- 


200-300 designation refers to half- 
ton, three-quarter-ton and one-ton 
models, respectively. 


This Week in Summary .. . 





cover the whole range of the 
market.” 

The Corvair went into a market 
already established by the import 
cars. The imports demonstrated 
that there were many buyers look- 
ing for a car more maneuverable 
and more fun to drive. 

Incidentally, Cole said that when 
the wholesale staff heard of, the 
200,000 projection for Corvair pro- 
duction next year, many protested 
that it should be higher. 

“And I wouldn’t be surprised to 
see us sell 300,000,” Cole said. 

* * « ~ 


OLE said that Chevrolet dealers 
were in much better shape on 
inventories this year, have 93,000 
fewer standards and 15,000 fewer 
Corvairs than at the corresponding 
period last year. 

Asked about the strike possibility, 
Cole said that by the end of this 
Thursday Chevrolet will have pro- 
duced 65,000 1962 model cars and 
20,000 trucks, sufficient to go ahead 
with the new model announcement 
on Sept. 26 and the dealer display 
on Sept. 29, whatever happened. 

While the design of the Chevy II 
is along conventional lines, the car 
includes several mechanical fea- 
tures differing from standard mod- 
els: 

1. Tapered plate rear springs, 
exclusive to the U. S. auto indus- 
try. 

2. New four- and _ six-cylinder 
economy engines developed specifi- 
cally for the new line. 

3. Integral body and frame con- 
struction with bolt-on front end. 

A long-time objective of auto en- 
gineers, the tapered plate spring is 
a five-foot steel bar which varies 
in thickness and width to provide 
uniform stress distribution. Coil 
springs are used in front. The new 
springs give a quiet, smooth, fric- 
tion-free ride, Cole said. 

* a CJ 

HEVY II offers two new in-line 

engines designed to give a 
combination of good performance 
and maximum economy in opera- 
tion, he said. Larger of the two is 
a six-cylinder, 194 cubic inch en- 
gine rated at 120 horsepower. The 
other is the first four-cylinder en- 
gine offered by Chevrolet since 
1928 and has 153 cubic inch dis- 
placement and develops 90 horse- 
power. 

Both three-speed manual and au- 
tomatic transmissions will be avail- 
able. 

The body-frame integral design 
used by Chevy II provides unusual 
strength and torsional rigidity 
along with weight savings. The 
highly functional design of the en- 
tire car allows maximum conver- 
sion of exterior size to interior 
roominess, Cole said. In addition, 
the unitized front-end structure 
with bolt-on fenders provides easier 
access to components and parts for 
repair or replacement, he said. 

The standard Chevrolet for 1962 
has new styling which produces 

(See Chevy II, Page 4, Col. 3) 








Automotive News Review 


Dealer Benefits— 








General Motors has given its dealers a three-part package of bene- 
fits, including 2 percent discount holdbacks, 15-day billing and war- 
ranty parts allowances of net plus 20 percent. Task Force 
H. L. Galles jr. lauds GM but pledges intensified — for deater 


reforms. Page 1. 


Labor— 





General Motors faces a Sept. 6 strike deadline, imposed by the 
United Auto Workers after American Motors and the union reached 
final agreement on a profit-sharing contract, Page 1. 


Model Run— 












Only gainers were Ford and General Motors in 1961-model output. 
Industry total is 10 percent below year ago. Page 8. 


Production— 











A total of 89,779 cars were scheduled last week for the highest level 
since mid-July. Labor Day will cut back this rate, and any strike call 


will make deeper inroads. Page 1. 
Management— 










How to calculate profit on a dealer’s investment. Page 27. 


Trucks— 







Dealers expect 25 percent rise in second-half market. Page 16. 









is greater. 


created “progress-sharing” fund. 


actuarially reduced basis. 


compensation benefits. 


er falls short of 40 hours. 





Dealer Profits Turn Up, 
Midwest Survey Finds 


By L. H. Houck 


Staff Correspondent 


A HIGHLIGHT of the closing 
months of the model year, 
noted in a 2,500-mile swing through 
Northern Missouri, Iowa, Nebraska 
and South Dakota, is the fact that 
most dealers have made more prof- 
it on fewer sales. Volume in almost 
all cases was reported slightly 
under to equal that of past years, 
but gross profit is definitely up. 
One dealer reported that to 
the dissatisfaction of his factory, 
he had been insisting on ship- 
ments of only what he ordered 
rather than basic groups. This 
practice, he said, had resulted in 
higher gross profits and fewer 
sales, but an inventory of new 
cars at least one-third less in 
dollars than he usually was re- 
quired to carry. 

Other dealers reported similar 
situations, which were summed up 
by one retailer who said he had 
better selections on smaller inven- 
tories. 

In virtually all cases dealers have 
been buying a 45-day supply or 
less. In many cases they have lost 
a few sales because of lack of stock 
but the general result has been 
good. Some dealers reported their 
best profits in years. 

There were many complaints 
from dealers on the low discount 
on compacts. Some dealers are ap- 
prehensive that eventually the fac- 
tories will cut the discount on all 
models to the 20 percent bracket. 

Dealers in the area have been 
cutting overhead, advertising ex- 
penses and otherwise trimming 
costs throughout the year, and 
are now reaping the benefits. 

Economic conditions vary widely 
throughout this area. In Iowa, rec- 
ord corn and soybean crops are ex- 
pected. More money will be in the 
hands of growers in time for new 
models, providing excellent pros- 
pects for Iowa dealers. This holds 
true for the corn areas of Nebras- 
ka, and the Eastern edges of South 


and North Dakota, Iowa hog prices 
also were the highest in history. 


Travelling west from this area, 
the picture rapidly changes. The 
wheat has been harvested with sat- 
isfactory results, but the Western 
sections suffered drought and this 
has affected auto sales, 

From the wheat areas into the 


Hishlights of AMC Agreement 


Following are highlights of the 1961 national economic agreement 
between American Motors Corp. and the United Auto Workers: 

1. A profit-sharing plan that makes available in cash or benefits 19 
percent of profits before taxes after deduction of 10 percent of the 
stockholders’ equity, plus an additional 5 percent to be made available 
to employes in AMC stock already authorized. 

2. Continuation of the annual improvement factor clause which 
provides for annual raises of 6 cents hourly or 2% percent, whichever 


3. Continuation of the cost-of-living escalator clause, with 12 cents 
of the present 17-cent “float” factored into the base pay rate. 


4, Transfer of $3 million from the joint insurance fund to the newly 


5. For employes retiring after Jan. 1, 1962, pension benefits will be 
computed on a basis of $2.80 a month for each year of service, 

6. Benefits for early retirement and permanent disability aiso are 
hiked and employes are given an option of converting their pension 
rights to enable a surviving husband or wife to receive benefits on an 


7. Supplemental unemployment benefits (SUB) were increased to 
62 percent of gross pay plus $1.50 per dependent, up to four depend. 
ents, with a maximum of $40 per week. 

8. A 65 percent SUB benefit will be paid for short work weeks which 
are scheduled as such for production purposes by the company, 

9. Duration of SUB payments are increased to a possible 52 weeks, 
SUB payments only will be made after expiration of unemployment 


10. Short work week benefits of one-half the base hourly rate for 
each hour by which the amount of work or pay available to the work. 


11. An improved hospital-medical insurance program under which 
the portion of costs now borne by the workers will be financed out of 
the “progress-sharing” fund, instead of being deducted from the 
workers’ weekly earnings. The plan will include payment of one-half 
the cost of coverage for present and future retirees. 

12. Life insurance maximum is increased from $5,000 to $9,000, and 
the maximum sickness and accident weekly benefit is increased from 
$45 to $100, with reduction in employes contribution. 

13. Jury duty benefits are improved. 

14. Moving allowances have been agreed upon, 

15. A joint statement of policy against discrimination on the basis 
of color, race, creed or national origin will be included in the pact, 

16. A clear, unchangeable management rights clause. 




































































































Badlands and the Black Hills, 
Rapid City is doing a thriving busi- 
ness with a good harvest in the 
tourist crop. This season closes be- 
fore the new models arrive, leaving 
this area with its industrial and 
ranch buyers. 

The tourist business seems to 
get better each year, but this has 
never produced any new-car busi- 
ness of consequence and few 
used-car sales. However, it has 
been an important factor in serv- 
ice business, which is heavy dur- 
ing the summer and slow during 
the winter. 

There is a steady but rather slow 
growth in industry in this area, 
which is helping to even up busi- 
ness throughout the 12 months. 

This Western area is a region of 
heavy hauling—grain, livestock, 
propane, oil, machinery. The dis- 
tances are so great that large trac- 
tor-trailer combinations are needed 
for the haulers to make a profit. 

But here the weather makes busi- 
ness conditions more sensitive than 
elsewhere. Last winter, for instance, 
the weather was milder than usual, 
with the result that propane haul- 
ers’ volume was cut almost in half. 

The drought has caused cattle 

(Continued on Page 44, Col. 4) 


Pierson Retires 


At International 


CHICAGO.—Loui's W. Pierson, 
formerly sales manager of the 
Motor Truck Division of Interna- 
tional] Harvester 
Co., has retired 
after an extended 
illness. 

Announce 
ment of Pierson’s 
retirement was 
made by R. M 
Buzard, vice-pres- 
ident of the divi- 
sion. D. F. Kuntz 
assumed Pierson’s 
responsibilities in 
November, 1960, 


Louis W. Pierson 
when he was named divisional sales 
manager. 

Pierson’s retirement follows 39 
years of service with IH. He began 
his career with IH in 1922 at Bill- 
ings, Mont., and was ap pointed 


manager of sales for the Motor 


Truck Division in 1957. 
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VISITING newsman was tell- 
A ing how a particular make left 
a bad taste in the mouth of cus- 
tomers in his town, even though 
it has a local assembly plant and 
js a major employer in the area. 

It seemed that a dealer in this 
make used a system familiar to 
the con men of the business, A 
prospect would come in to see what 
kind of a deal he could make. The 
salesman would say: “Let me have 
the keys to your car, and I'll have 
our appraiser look it over.” 


When the prospect finally asked 
for his keys back, he would be 
told that the salesman “had mis- 
understood” and that the car had 
peen placed on the used-car lot 
and sold. 

Some prospects, caught in the 
squeeze, thereupon made a deal. 
Others called the sheriff to re- 
cover their cars. The word got 
around, yet the deal went un- 
touched for three years. 

How come? 

You will find, said the newsman, 
that whenever a deal is obviously 
blackening the name of a make 
and yet goes untouched by the fac- 
tory field man, the relationship 
reaches back to headquarters in 
Detroit. This one was operated by 
the husband of a relative of the 
high command. Its dirty fingers 
smeared this make in three im- 
portant trading centers. 

And the smear lingers on. It will 
take a lot of cleaning up before 
the stain is removed. 

*~ * ok 


Used-Car Values 


ROBABLY no item in the auto 

business offers more of a prob- 
lem and more of an opportunity 
than the used car, for its value is 
as uncertain as anything in life. 

One used car may offer excellent 
transportation and yet be worth 
little on the local used-car market. 
Another may be a rusted out shell 
and still command a price fantastic 
in relation to value. 

And the man who knows the 
car best, the owner, may be the 
least able to appraise its value. 
New-car dealers who operate 

well with used cars rarely find 
themselves in a squeeze on new 
cars, for they are courted rather 
than coerced by manufacturers. 

Essentially, as Martin Bury, 

Philadelphia veteran, suggests, 
what the used-car buyer is buying 
is not the used car but the unused 
transportation still left in the car. 
But often the dealer’s or the buy- 
er’s imagination makes a great 
deal of difference. 
* * * 


Living Dangerously 
DEALER friend is fond of 
dealing in an exotic and tem- 

peramental beast called the Mor- 

gan which, to the unsympathetic 
owner, deserves to be taken out 
and shot. Yet to the man with 
empathy for the Morgan there is 
no more desirable beast. 

So you buy the car and hope 
to find a screwball driven by the 
desire to master it. 


But this is getting a bit far 
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afield. Ralph E. Caverlee, manager 
of the Dayton Area Auto Dealers 
Assn., has a few words to say 
about the used car which may be 
of interest to you. 

Caverlee points out that the 
dealer who retails used cars is in 
touch with a much broader por- 
tion of the public than the dealer 
who confines his efforts to wooing 
the new-car buyer. 

“No advertising media,” says 
Caverlee, “igs quite so effective or 


convincing as the goodwill in-|) 


spired, customer word-of-mouth 
variety. So, it necessarily follows 
that the more satisfied customers 
the dealer has created through 
sound merchandising practices, the 
more walking and talking ads 
there will be extolling his virtues 
to their friends and acquaintances.” 


This also works in reverse, Cav- 
erlee points out. 
* * Ke 


Handling Comebacks 


OME dealers are concerned 

about comebacks on used Cars. 
This is mostly a problem in com- 
munications. If the dealer makes 
it clear what he will do and won’t 
do in advance, little difficulty de- 
velops. 

And there is a world of differ- 
ence in how the comeback is han- 
dled. 

One of the old masters would 
let a customer tell of his troubles 
and then take him by the lapel 
and ask in a confidential tone: 

“Don’t you know what hap- 
pened?” 

“No,” the customer would say. 


“You were gypped,” the dealer 
would assure him, 


And to this dealer, this was a 
very efficient method of handling 
the problem, for the customer 
would go away and never come 


back. 
* ok * 


The New Day 


yal times have changed, Dealers 
have found that there is just 
as much money to be made selling 
honest transportation, and it’s a 
lot safer. 

Our favorite practitioner of this 
method insisted on wearing a hat 
that made him look like a con man. 
When a customer had a beef and 
reached the dealer, he found it dif- 
ficult to believe him when he said: 

“What can we do to make you 
happy?” 

The dealer patiently explained 
that the policy of the house was 
to have only satisfied customers. So 
the customer could have his money 
back, he could have any mechan- 
ical difficulty fixed or he could 
apply the full purchase price on 
another car. 

This so floored the customer that 
he was easy to deal with. The rare 
customer who asked for his money 
back, got it at once. He rarely 
kept it for long, for where could 
he find a fairer house with which 
to do business? 

This dealer really communicated, 
and the public understood him, and 
spread the message. 

Incidentally, he used to provide 
free pop to school kids who passed 
his dealership. When the mothers 
complained, he would smile like a 
cherub, and ask: 


“OK if I give ’em milk?” 


Four Directors 


Named in Colo. 


DENVER. — The Colorado Auto- 
mobile Dealers Assn. announces 
election of four new members of 
the board of directors. They are: 

Robert Wimbush (Ford), Denver, 
president of the Metropolitan Den- 
ver Automobile Dealers Assn.; John 
Baldwin (Chevrolet-Buick), Holy- 
oke; Vince Baker, W. K. Hurd Pon- 
tiac Co., Pueblo, and Wesley Ten- 
brook (Plymouth-V aliant), Glen- 
wood Springs. 












SBA Offices to Accept 
Unfair Trade Complaints 


WASHINGTON.—In an attempt 
to speed up action on complaints 
of unfair trade practices, small 
businessmen can now file their 
complaints at the 59 Small Busi- 
ness Administration field offices 
located throughout the country. 

Under an arrangement made 
between SBA Administrator John 
Horne and Federal Trade Com- 
mission Chairman Paul Rand 
Dixon, the SBA field offices will 
forward the complaints directly 
to FTC in Washington. 





Lead Colorado Dealers— 


Despite Orderly Market .. . 





Hard Sell Intensified 
In Cleanup Ads 


By John K. Teahen Jr. 
Associate Editor 
— from throughout the 

United States assert that the 
cleanup of ’61 models is going 
smoothly. Dealers, it is said, are 
disposing of their cars in orderly 
fashion and are even managing to 





Newly elected officers of the Colorado Automobile Dealers Assn. are, from left, 
Harold Koonce (Chevrolet), Eagle, secretary; Hayes Holloway (Chevrolet), Sterling, pres- 
ident; W. A. Wills jr. (Cadillac), Colorado Springs, vice-president, and Carl Bartz (Stu- 


debaker), Denver, treasurer. 


Reserve Ruling 


Upholds Quick Tax 


Lower Court’s Decision 


Reaffirmed in Appeal 


WASHINGTON.—A ruling under 
the 1939 tax code concerning the 
taxability of dealers’ reserves has 
been made by the United States 
Court of Appeals for the Fifth Cir- 
cuit. Though the case concerns an 
appliance dealer, the principle 
would appear to be applicable to 
auto dealers. 

Affirming an earlier decision of 
the U. S. Tax Court, the appeals 
tribunal held that a dealer who 
keeps accounts on an accrual 
basis must report loss reserves 
held back by finance companies 
from payments for purchasers’ 
notes in the year that the notes 
are discounted, and even though 
the notes are turned over to the 
finance companies without re- 
course. 

The court disagreed with the 
dealer’s contention that no part of 
the reserve account is taxable in- 
come “so long as it stands as a 
mere credit on the books of the fi- 

nance company.” 

The court cited a Supreme Court 
ruling (Commissioner V. Hansen) 
holding that “it is the time of the 
acquisition of the fixed right to re- 
ceive the reserves and not the time 
of their actual receipt that deter- 
mines whether or not the reserves 
have accrued and are taxable.” 

The court rejected an attempt to 
distinguish this case from that in- 
volved in the Supreme Court de- 
cision on the basis that notes were 
sold “with recourse” by Hansen, 
while the notes in the current case 
were sold “without recourse.” The 
court said “this distinction is not 
significant.” 

The opinion asserted that even 
though it is true that the dealer 
had no direct personal liability, 
the reserve account was liable for 
all customer defaults, losses from 

repossessions, payment of the 
finance company’s 7 percent in- 
terest charge, and all other lia- 
bilities of the dealer arising under 
the financing contract. 

Consequently, the court observed, 
the dealer “receives full financial 
benefit from the entire amount of 
these reserve credits. It receives in 
cash the cumulative reserve in ex- 
cess of the 30 percent limit and, 
of course, will eventually receive 
the entire amount remaining to its 
credit. To the extent that charges 
are made against its reserve for 
note defaults and the like, they con- 
stitute offsets against, and hence 
payment of, liabilities incurred by 
the dealer under the financing 
agreement.” 








Mr. Colorado Dealer— 


Al Will, left, a Buick-Rambler dealer, 
and mayor of Longmont, receives the 
Walter B. Cooper Memorial Award as ‘Mr. 
Colorado Dealer of 1961."’ The presenta- 
tion was made by Forest Knox sr. during 





make a few dollars on some of 
them. 

But a survey of dealer adver- 
tising indicates that the water 
may not be as calm as it appears. 
Dealers haven’t dropped the hard 
sell—in many cases they’ve inten- 
sified it in their cleanup efforts. 


There are plenty of “overstocked” 
and “must go” sales. Prices are 
falling, and buyers are being 
tempted to “save up to $1,000” on 
new cars. 

* * * 

OWEVER, this year’s advertis- 

ing seems to carry a note of 
confidence that was lacking last 
summer. Psychologists may ques- 
tion whether a merchant’s attitude 
can be reflected in his advertising, 
but there is little doubt that to- 
day’s dealer is a happier business- 
man than he was a year ago. 

Last year, dealers were sur- 
rounded by the largest midsum- 
mer inventory in auto history. 

They knew they weren’t going to 

get out from under by announce- 

ment day, and they didn’t. They 
carried several hundred thousand 

60 models into the ’61 season. 

This year, inventories are more 
manageable. Many dealers expect 
to be out of cars when the new 
models go on sale, and their ads 
seem to convey that feeling. Last 
year’s frenzy is missing. 

In the ’61 cleanup, most dealers 
are working without benefit of 
buildout bonuses. Nearly every 
make had some kind of program 
last year, but only Plymouth, 
Dodge and Chrysler dealers are re- 
ceiving rebates this summer. 

* * 
pe is king in cleanup adver- 
tising, but there’s nothing new 
about that. It has been the most 
popular theme in dealer advertis- 
ing all year long. 

Compacts were available for less 
than $1,700 in some areas. In Louis- 
ville) Perkins Chrysler-Plymouth 
advertised a Valiant for $1,698; 
Burns Ford offered a Falcon for 


the convention of the Colorado Automo-| $1,688, and Hull-Dobbs listed a Fal- 


bile Dealers Assn. in Boulder, Colo. 


License-Plate Data 
Again Stolen 


CHICAGO.—For the second time 
within a year, thieves broke into 
the offices of the Chicago Automo- 
bile Trade Assn. and took approxi- 
mately 121 books containing 1961 
license-plate registrations. 

Last October the 1960 license- 
registration books were stolen. In 
both thefts nothing else was taken. 

Police said a stolen-car ring prob- 
ably is responsible for the theft, 
and asked the CATA to alert its 
members to notify the office if any- 


con at $1,697. Hull-Dobbs said its 
price included a heater. 

Valiants were $1,699 at Gate 
City Motor Co., Greensboro, N. C., 
and City Rambler, also in Greens- 
boro, quoted an American two- 
door sedan at $1,695. S & S Auto 
Sales, Charleston, S. C., adver- 
tised a Rambler American for 
$1,595. 

Smith Chevrolet, Gastonia, N. C., 
offered new cars at “giveaway 
prices,” while White-Allen Chev- 
rolet, Dayton, admitted that “we 
got carried away and ordered hun- 
dreds of extra cars late in the 
model year.” 

“We're overstocked on many 
models, especially convertibles,” 
White-Allen said. “We must un- 
load. Profit is no longer a factor. 


one attempts to sell them an incom-| You’ll find the savings almost un- 


plete set of 1961 books. 
The state provided another set of 


the books to the CATA so that it 


was not forced to discontinue giv- 
ing members license information. 





sor series... 









Wemhoff 


smirch that good name 


referral selling plans. . 


fornia women’s school... Bill 


Iowa dealers. 


On the House . . 


Chrysler-Plymouth will 
price in its 1962 national ads, declares Clare E. 
Briggs, general manager. Price will be missing in 
early national ads because it could not be deter- 
mined before the long lead time required for the 
ads. Medium-priced cars are here to say, believes 
Briggs, who cites the sizable sales increase chalked 
up by Chrysler division this year. The sports-type 
300 series, expanded for 1962, will replace the Wind- 


“It’s unfortunate that some dealers are so 
weak,” says Billy Mitchell, NADA’s Public Re- 
lations committee head, “that when business picks 
up they forget about their long-range problems.” Mitchell feels 
that the factories have a right to protect the good name of their 
products and therefore have a duty to see that dealers don’t be- 
... Did you know that the Federal gov- 
ernment owns 383.8 percent of all the land in the U. 8? ... 
Minnesota’s attorney general warns against the illegality of chain- 
. Oregon association is putting a staff man 
in the field to contact dealers regularly ... Oklahoma City dealer 
Fred Jones has been named regional trustee of Mills College, Cali- 


believable.” 
ok oe * 


N NASHVILLE, Palmer-Hooper 
Motors took advantage of the 
(Continued on Page 45, Col. 5) 





continue to advertise 



















Boshart heads 1962 convention of 






—Pete Wemnuorr, Editor, 
Automotive News 
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Relations ‘Excellent’ .. . 
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Knudsen Cites Gains 
In Dealer Profits 


By John K. Teahen Jr. 
Associate Editor 


ACTORY-DEALER relations at 
Pontiac are excellent, and the 
dealers’ profit position is contin- 
uing to improve, General Manager 
S. E. Knudsen told newsmen who 
gathered in Detroit last week to 


preview Pontiac’s ’62 models. 

“One of the most important 
benefits to come to both factory 
and dealers has been the growth 
of confidence in one another,” 
Knudsen said. “And the continu- 
ing growth of this confidence is 
what characterizes a secure and 
profitable working arrangement. 

“Our interest in the business 
health of our dealers has been mu- 
tually profitable,” he continued. 
“Each succeeding successful new 

model, coupled with our policies 
aimed at creating stronger dealer 
relations, has improved the profit 
position of our dealers and greatly 
enhanced the value of the Pontiac 
franchise.” 
* * * 
ee Frank V. Bridge, general 
sales manager, added an en- 
dorsement of dealer profits as a 
necessary adjunct to auto mer- 
chandising. He told Automotive 
News: 

“In the 5% years I have been 
Pontiac general sales manager 
(longer than any other sales chief 
of a General Motors car division), 
dealer profits have always been up- 
permost in my mind. 

“Pontiac has never cancelled a 
dealer in that period, and we have 
always striven to equate volume 
with profits.” 

Bridge took exception to a recent 
charge by a former Pontiac dealer 
that Pontiac was engaged in a 
third-place sales drive which was 
squeezing many of its dealers. 

“Sure, we’re happy to be third,” 
he declared, “but we don’t hold it 
against any dealer who falls short 
of third. But I can’t help feeling 
that if more Pontiac dealers had 


3-Week Carryover 
Of 61s Expected 
As Stocks Wane 


(Continued from Page 1) 
to compact makes has made them 
a particularly hot item. 

Lack of buildout bonuses from 
GM and Ford has aggravated the 
cleanup problem for standard 
makes. Moreover, dealers have tak- 
en shortage talks seriously enough 
to turn selective on many standard- 
model deals in the cleanup period. 
This has meant extra profits in 
many instances, though it has 
slowed the disposal rate. 

“We'll have a goodly supply of 
standards at introduction time, 
but I’m not worried,” said an 
Oklahoma GM dealer. “There are 
so few changes in the standard 
models between ’61 and ’62 that 
many shoppers will take the ’61s 
at lower prices.” 

Leftover ’61s will be priced below 
62s because of the 5 percent rebate 
which factories will apply to cars 
in inventory. For the first time, 
some makers will include dealer- 
owned demonstrators in the rebate. 
And there is no reason to rule out 
the prospect of price boosts on ’62s 
should the new auto-worker con- 
tracts bring sharp cost increases. 


Late Report... 




































profits would be higher, too.” 
* ok ok 
NUDSEN also alluded to third 
place, taking pride in Pontiac’s 
1-2-3 sales position—first in the me- 
dium-priced field, second in GM and 
third in the industry. 

He has set a lofty sales goal for 
Pontiac in 1962. Knudsen expects to 
sell a “minimum” of 500,000 cars. 
Pontiac’s best year was 1955, with 
554,000 retail deliveries. Registra- 
tions were 530,007 that year. 

For the industry as a whole in 
1962, Knudsen said a rising econ- 
omy could lead to 7,250,000 new-car 
sales. This is the figure mentioned 
by other GM general managers. 

Knudsen was referring to re- 
tail deliveries, not registrations. 
He did not predict that registra- 
tions in 1962 would exceed 1955’s 
record total of 7,169,908. 

For ’62, Pontiac has dropped its 
two Ventura hardtops and has 
added a Grand Prix model, a sporty, 
bucket-seat two-door hardtop that 
is rated at 303 horsepower. 

It will be priced in the vicinity 
of the Bonneville series, but Knud- 
sen wouldn’t say whether it would 
be above or below the Bonneville. 
He declined to comment on the 
prices of other Pontiac and Tem- 
pest models. : 

* * co 

LTHOUGH observers feel that 

the Grand Prix (like Oldsmo- 

bile’s Starfire) is aimed at the 
Thunderbird market, Knudsen de- 
clared that it is not a Thunderbird- 
type vehicle. 

There will be a Tempest con- 
vertible for ’62, available in stand- 
ard and deluxe versions, The de- 
luxe convertible and a deluxe 
sport coupe (bucket seats) will be 
merchandised as the LeMans. 

In all, there will be 14 standard- 
sized Pontiacs and seven Tempests 
for ’62. The ’61 lineup listed 15 
standards and four Tempests. 

Knudsen noted that the ’62 styl- 
ing “reflects the success of our ’59, 
’60 and ’61 models.” The cars are 
1.6 inches longer, and Catalina 
wheelbase has been increased from 
119 to 120 inches. 

Other features include 35,000-mile 
lubrication and 4,000-mile oil- 
change interval. 

* bd * 

HE four-cylinder engine again 

will be standard in the Tem- 
pest. An aluminum V-8 will be con- 
tinued as an option, but it is an 
item that few buyers snapped up 
in 1961. Of 100,783 Tempests built, 
only 2,000 were ordered with the 
aluminum V-8. It costs $216 extra. 

The ’62 Tempest will have two- 
ply tires. The larger cars will not. 

Knudsen said about 15,000 ’62 
models have been shipped to Pon- 
tiac’s 3,525 dealers. About 30 per- 
cent of them have been Tem- 
pests. Public announcement day 
is Sept. 21. 

Questioned about the British- 
built Vauxhall, which Pontiac has 
been distributing since the fall of 
1957, Knudsen said importation has 
ceased and there are only about 
200 Vauxhalls in the hands of 
United States dealers. 

He said Pontiac dealers sold 
about 60,000 Vauxhalls and that the 
division will live up to its obliga- 
tion to service them. Some 2,500 
Vauxhall franchises currently are 
in effect in the U. S. 


a higher sales penetration, their 







Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $6 last week to $1,021, according to Automotive News’ 
index. It had been $954 a year earlier. 

All models moved downward, although most adjustments were of 
modest nature. It was the first time since last November that losses 
hit every model indexed. Setbacks amounted to $1 on ’59s, ’56s and 
54s; $3 on ’57s; $5 on ’60s and ’55s; $10 on ’58s, and $20 on ’61s. All 
models, however, held above previously established lows. 

At a group of representative auctions last week, the sales ratio 
rose to 75.9 percent from 68.4 percent a week earlier. It was the 
highest percentage of sales recorded in a month’s time. 


Auction reports begin on Page 28. 











Each Maker's Share... 





Pet. of Pet. of 

Regis., Regis., 

JULY JUNE 
Chevrolet. .................... 27.67 28.96 
IE Faire cckisbeevayesiinavinds 23.62 23.12 
Rambler ...................... 6.54 6.19 
MONET isiccudces coveteitvdisate 5.95 6.04 
PEYRROUG 6...0:..605c5i00.000 5.24 4.62 
NN iitesaysinsts Seva ndeiencs 5.06 §.07 
Oldsmobile _................ 4.85 5.15 
Dodge 3.64 
Comet 3.48 
Mercury 2.04 
Cadillac - 2.11 
GEE cs cvievsecossresoeve 1.52 150 
Studebaker ................ 92 1.02 
EEE. sipheichssionseovievesie 35 Al 
Re 15 15 





GEN, MOTORS 


FORD MOTOR ........ 29.59 29.05 
CHRYS. CORP. ...... 10.65 9.91 
AMER, MOTORS ..... 6.54 6.19 
BURT 5s ives veers cttiiendsvbeesseeess 92 1.02 
CERI sleieiys Wosssddioseses 6.80 6.50 


.*—Miscellaneous figures include imports. 
a ee 


Compacts Climb to 34.7%; 


JULY vs. JUNE 








SEVEN MOS.—’61-’60 












Pet. Pt. Pet. of Pet. of 
Change Regis., Regis., Pet. Pt. 
During 7 Mos., 7 Mos., Change 
Month 1961 1960 61 vs. 60 
—1.29 27.48 26.15 +1.33 
+ .50 22.93 21.07 +1.86 
+ 35 6.14 6.53 — 39 
— .08 6.23 6.09 + 14 
+ .62 5.19 7.02 —1.83 
— Ol 4.88 3.91 + 97 
— .30 5.30 5.17 + .13 
+ .10 3.93 5.77 —1.84 
+ .04 8.17 1.76 +1.41 
+ .06 2.07 2.35 — 28 
— 14 2.45 2.20 + .25 
+ .02 1.55 1.19 + 36 
— .10 1.22 1.71 — 49 
— .06 50 33 + 17 
<ongiens 18 24 — .06 

posduenest 42 —. 






43.52 









+ 54 28.67 25.51 +3.16 
+ .74 10.85 14.64 —3.79 
+ .35 6.14 6.53 — 39 
— 10 1.22 L71 — .49 
+ .30 6.78 8.09 —1.31 







July Sales Decline 


(Continued from Page 1) 


car registrations totalled 138,958 
and accounted for 25.4 percent 
of total sales. 

Imported-car registrations num- 
bered 32,932 in July, compared with 
36,079 a month earlier and 42,386 
a year earlier. 

* * * 
N TERMS of unit volume, five 
makes chalked up more regis- 


CHEVY II 


(Continued from Page 2) 


a crisp, tailored look. A number 
of mechanical changes and modi- 
fications will improve perform- 
ance, durability and economy of 
all models, Cole added. 


Among the major changes are a 
new 327 cubic inch V-8 engine, a 
new weight-saving Powerglide 
automatic transmission and tires 
with advance two-ply design. 

The new V-8 engine is rated at 
250 horsepower. It replaces the 348 
cubic inch engine except for use 
in heavy trucks. Its performance 
equals the 348 but fuel economy 
and engine operating efficiency are 
both improved. 

The redesigned Powerglide will 
be used on the new V-8 engine as 
well as the two engines of the 
Chevy II line. Extensive use of 
aluminum helps save 85 pounds of 
weight. 

The new two-ply tires contribute 
to improved fuel economy and ride 
quality while retaining load-carry- 
ing abilities, strength and durabili- 
ty of four-ply tires, Cole said. 

* a * 


as Corvair styling will have a 
new appearance for 1962 
through new twin ornamental 
grilles in front, restyled emblems, 
taillights and rear exhaust grille. 
As a result of the strong public 
demand for the Monza models, a 
new Monza station wagon with op- 
tional bucket seats will be added. 

Corvette for 1962 will display a 
different look through a new body 
side cove treatment, as well as new 
radiator grille and emblems. The 
higher powered 327 cubic inch V-8 
will replace the 283 cubic inch en- 
gine used in the Corvette. 

In trucks, power is the news. 

Chevrolet will offer as its first 
diesel engine, a four-cylinder unit 
having 212 cubic inch displace- 
ment and 130 horsepower. Later 
this year, a V-6 diesel will also be 
added. In conventional piston 
power plants, Chevrolet trucks 
will introduce two V-8s of 327 and 
409 cubic inch displacement 
which develop 185 and 252 horse- 
power. 
_In discussing market potential, 
Cole believes the Chevy II will rep- 
resent “substantially plus business 
for Chevrolet in the same manner 
that Corvair has added to our mar- 
ket penetration during the past two 
years.” 


trations in July than they did in 
the year-ago month. They were 
Ford, Buick, Comet, Chrysler and 
Lincoln. 

Buick’s showing was good 
enough to put it ahead of Olds- 
mobile—the first time since No- 
vember, 1958, that Buick had out- 
sold its GM running mate. 

Plymouth ranked fifth in July, 
as compared with No. 7 a month 
earlier. It was the first time in 
three months it had risen that high 

in the standings. 

Mercury made the Top Ten for 
the first time since September, 1960. 
Cadillac, on the other hand, fell 
out of the Top Ten for the first 
time since that month, 

CJ * * 


ENERAL MOTORS and Stude- 

baker-Packard were the only 
corporate makers to show a month- 
to-month decline in penetration. 

GM skidded 1.83 percentage 
points to sink to its lowest level 
of the year and settle for the 
shallowest penetration since last 
November. 

S-P was off 0.10 points and, like 

GM, sank to its lowest level of 
1961. It was the first time S-P had 
accounted for less than ‘one per- 
cent of industry sales since the 
bleak days prior to the introduction 
of the Lark in recession-ridden 
1958. 
All other corporate makers show- 
ed gains in market shares during 
July with Ford Motor Co, and 
American Motors rising to the 
highest level of the year. Chrysler 
Corp.’s month-to-month increase 
was the largest in the industry, but 
it failed to reach levels attained 
earlier this year. 

On a make-by-make basis, July 
turned out to be the best month 
of the year, in terms of market 
shares, for Rambler and Comet. 
Gains from the previous month 
also were counted by Ford, Plym- 
outh, Dodge, Mercury and Chrysler. 











3 GM Moves Ai 


New-Car Sales Analysis, 1961-1960 At Dealer Profits 


Holdback Hiked to 2%, 
15-Day Billing OK’d 
(Continued from Page 1) 


illacs. There formerly was no 
holdback on Cadillac. 

Here’s how it works: Take qa GM 
car with a $3,000 list price and a 95 
percent discount. Dealer cost would 
be $2,250. The dealer will pay $2,310, 
with the other $60 (2 percent og 
list) going into his holdback ae. 
count. That amount is paid to the 
dealer in a lump sum at the eng 
of the calendar year. 

* * * 
_ dealers have advocated an 
increased holdback, but some 
have complained that it would 
weaken their working capital posgj- 
tion. The delayed billing feature of 
the GM program is designed to 

answer that objection. 

The finance company or bank 
which floor-plans a GM dealer 
now will not be required to pay 
for the vehicle until the dealer 
sells it or until 15 days after the 
dealer receives it, whichever 
comes first. 

Transit time, therefore, is not in- 
cluded in the 15-day grace period, 
The 15-day interval does not begin 
until the dealer receives the car, 
This should prove especially bene- 
ficial to dealers located far from 
assembly plants—West Coast Cad- 
illac dealers, for example. : 

According to GM, the savings in 
floor-plan charges will be several 
times greater than the interest a 
dealer would pay if he borrowed 
money to replace the additional] 
amount which the corporation has 
in his holdback fund. 

aK * * 

INANCE companies and banks 

are being advised of GM's de- 
layed billing plan. In their letter to 
dealers, the sales managers noted 
that a dealer with satisfactory cred- 
it rating should be able to arrange 
for interest-free floor-planning for 
15 days in addition to the present 
transit time. 

The sales managers also felt 
that this should improve dealers’ 
scheduling and ordering prac- 
tices. 

The new parts setup increases the 
allowance on parts used in war- 
ranty work from dealer net plus 10 
percent to dealer net plus 20 per- 

cent. 

The sales managers observed that 
it will enable dealers to “maintain 
and enhance the reputation of the 
product and strengthen customer 
goodwill.” 

* * * 

N DECIDING to make a heater 

and defroster standard equip- 
ment, GM is recognizing the fact 

that 97 percent of its dealer orders 
call for this item. A defroster is 
mandatory in some states. 

There will, of course, be a price 
adjustment on the ’62 models be- 
cause of heaters becoming stand- 
ard. 

On ’61 Chevrolets, Buicks, Olds- 
mobiles and Pontiacs, heater 
prices ranged from $74 to $102. 
Cadillac charges $128.70 on vol- 
ume models and $178.50 on Series 
75 units. . 
The standardization will simplify 
dealers’ ordering procedures slight- 
ly—there will be one less box to 
check on the order form. 

Heaters will be standard on GM 
cars going to all states except Ha- 
waii, which is served by the Over- 
seas Operations Division. 


In Next Week's Issue of AN... 








Car Imports Reevaluated 


New things are coming into auto imports which will stimulate 
the U. S. auto market. For the benefit of its readers, Automotive 
News will take a fresh look at imports in its Sept. 11 issue. Here 
are a few of the features slated for that issue: 

e@ New offerings from the imports. 

Census of imported car dealers. 
Reports from major import markets. 
Solving the service problems. 

Cars in operation and sales per dealer. 
Role of the sports cars. 

Handling the used imports. 

Major changes in distribution setups. 








there is nothing harder to stop than a trend 


Z with 4 shows in the top 10: 77 Sunset Strip, SurfSide 
6, Adventures in Paradise, My Three Sons. 

We should also like to point out in reporting this, 
that we have successfully resisted referring to our 
success as the bald facts, as given by Nielsen. 


Consistent with its consistent summer rating pattern, 
ABC-TV walked off again this week with the largest 
share of audience—where such share means most: in 
places where people have a 3-way choice in network 
programming.* In doing so, ABC topped Nets Y and 


ABC Television 


*Source: Nielsen 24-Market TV Reports. Average Audience, week 
ending Aug. 6, 1961; 7:30-11:00 P.M., Monday through Saturday; 


6:30-11:00 P.M., Sunday. 
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And Sees Bright Future... 


Investigator Eyes the Auto Business 


he might claim that your work 
was not satisfactory. You can 
create bad public relations by forc- 
ing collections. A dissatisfied cus- 
tomer can also tell his friends how 
hard you were on him. Yes, make 
those credit arrangements at the 
beginning of service work.” 

Means does not usually lend 
another car to a customer while 
repairs are in progress, believing 
that people have a certain amount 
of responsibility of their own. 

“If a customer’s washing machine 
broke down, you wouldn’t give her 
the use of another during repairs, 
would you? Quite often people 
don’t take as good care of your car 
as they do of their own.” 

But the Means organization gives 





auto title law, Means worked as 
his assistant. 

Next he bought a Ford dealership 
in Montgomery, Ala. Three years 
later Means sold this and purchased 
another in Decatur. At this time 
he introduced his widely advertised 
slogan: “By all means see Al 
Means.” 

“Being located beside Atlanta, 
Decatur has all the advantages 
of a large city,” Means said. 
“This gives you more prospects 
and, certainly, more competition 
with an unlimited number of cus- 
tomers. DeKalb County is one of 
the fastest growing counties in 
the South and, perhaps, in the 
nation.” 

Means does very little selling, 


By Sally Pfeiffer 
Staff Correspondent 

DECATUR, Ga.—To anyone who 
doubts that there is a good future 
in the auto business, the words of 
Al Means (Ford) give sound reas- 
surance. 

In 1953, Means resigned as FBI 
agent in charge 
at Memphis to 
enter the auto 
world. 

“I did not enter 
this field by ac- 
cident,” he said. 
“I felt there 
could be good 
money and a good 
living in the au- 





















Ford Dealers Discuss Ad Plans— 


Ford dealers of the Newark (N. J.) district were briefed on local sales and advertis. 
ing problems at a recent Ford Dealers Advertising Assn. zone meeting in Saratoga 
Springs, N. Y. Among those attending were, front row, from left, David B. Sklaire, gs. 
sociation executive secretary; Owen Cartwright, Troy, N. Y.; Art Berdais, President; 
Russ Frantz, secretary; Carl King, Ballston Spa, N. Y.; Ben Selkis, Latham, N. Y., ang 
John Horak, J. Walter Thompson Co., New York. Back row: Ed Tobin, East Greenbush, 












tomobile business 
if anyone would 
apply himself to 





Al Means 
it. And in 1961 I still believe there’s 
a good future for a young man 
here. 

“The automobile business is not 


unique. Anyone with _ executive 
training can run it if you employ 
sound principles. A young man or 
a salesman with a large corporation 
must be extremely lucky or talented 
to get ahead quickly. 

“It would require years to ac- 
complish what can be done in this 
field if you apply yourself,” Means 
said. “There are always one or more 
salesmen who can make $25,000 a 
year. Eighty percent of the business 
is done, generally, by 20 percent of 
the employes. 

“Through lack of integrity in 
trying to make a fast buck, a 
few dealers have created a feel- 
ing about us on the part of the 
public that has hurt all automo- 
bile dealers,” he continued. 

“Yet today, anyone willing to go 
into this competitive market and 
work will be successful. The auto- 
mobile business has been good to 
me. I anticipate staying in it. Some 
years or days or months are better 
than others, but that is true in all 
lines.” 

Means grew up in Athens, Ga., 
and joined the FBI after gradua- 
tion from the University of Georgia 
law school in 1937. After 16 years, 
he resigned to go with Hull-Dobbs- 
Oakley Supervision Co. in Mem- 
phis, When Gov. Frank Clement 
had trouble with the Tennessee 


Greater Dealer Control 
Of Factory Councils Urged 


INDIANAPOLIS.—Greater dealer 
control and more uniformity in the 
rules or bylaws under which they 
operate are “crying needs” of fac- 
tory-dealer councils, according to a 
report by the Automobile Dealers 
Assn. of Indiana. 

William Grawemeyer (Ram- 
bler), ADAI president, met re- 
cently with a number of council 
members for a three-fold purpose 
—to learn whether the associa- 
tion could: 

1. Aid dealer councils. 

2. Strengthen and make them 
more productive and to make deal- 
ers on the National Automobile 
Dealers Assn. Industry Relations 
Committee more representative and 
effective. 

3. Develop greater dealer support 
to both their dealer councils and 
their state and national associa- 
tions. ss 

Grawemeyer said the meeting 
also found a need for continuity 
of representation to assure that 
planned objectives will be pursued 
and not lost along the way. 

“At least one dealer council, at 
the national level, has a different 
chairman at every meeting,” he 
added. “This could be corrected 
by making the necessary changes 
in the rules or bylaws governing 
the councils. 

“Too many such councils lack 
continuity of leadership and pro- 
grams, as members cannot succeed 
themselves and are elected for a 
single year. Also, too frequently 
council objectives are stopped at 
the national level and are sloughed 


though he makes many outside 
contacts. 

“Selling should be by salesmen 
and by sales managers,” he said. 
“All businesses are people. You 
succeed or fail with the people you 
have with you. I couldn’t make a 
success by myself. 

“Our firm has a manager, Frank 
Vego. He and I confer every day. 
He executes our combined decisions 
as two heads are better than one. 
We do a better job as a team. He’s 
on salary plus a portion of our 
profits. In fact, most of our em- 
ployes are on a commission or in- 
centive plan.” 

Al Means Ford is operated by a 
staff of 60. Twenty are in sales, six 
in the office and the remainder in 
service. 6 

“We believe in top service to 
customers, trying to be a little 
bit different from the type where 
@ man in a white coat drives your 
car away at the service entrance,” 
said Means. 

“We prefer informal service 
where we stay close to a customer 
and confide in him. We don’t be- 
lieve in driving his repaired car 
back, without explanation, and 
leaving him wondering. Arrange- 
ments should always be made about 
the bill before the repairs are done. 
For example, an average person 
can’t always come in and pay $200 
for a repair bill. 

“All credit service business should 
be kept to a minimum, One of the 
best ways to lose a customer is to 
have him run up a bill with you 
and then take his cash work else- 
where, Three to six months later 


off as contrary to corporation pol- 
icy.” 
He said dealers on several coun- 

























and the work satisfactory. 


“You can’t stay in business today 
unless you keep your name before 
the public,” Al said. “If your adver- 
tising is solely for the purpose of 
promoting one day or one car, it 


would be too expensive in today’s 
market. I believe in a promotion 


that lends itself to a chain reac- 


tion. 
“Lots of dealers think I spend 


more than I do on advertising but 


30 billboards are not expensive. We 
change them every 60 days, but try 
to keep the same general theme 
connected to our catchy slogan: ‘By 
all means see Al Means.’ We em- 
phasize this coordinated advertising 
on billboards, TV, radio and news- 
papers. 

“It’s better to have people think 
of you and come to see you to 
buy a car than to create adver- 
tising that causes only shopping. 
You are not going to sell a car 
any cheaper than you have to. If 
you advertise a car at cut rates, 
all you do is create that shopper. 
In addition, this creates a sales- 
man’s desire to sit on the floor 
and wait for customers to come 
in.” 

Al believes in the dignity of sales- 
men. He said he wants each man 
to develop his own technique, 
whether it is birddogging, cold 
spearing or telephoning. This belief 
must have paid off, Before he 
bought the dealership, it sold an 
average of 30 cars a month. Now, 
the average is 90 to 100 new cars 
and 60 to 65 used ones. 

Finally, Means said he often 
is asked another question: Does 
your FBI training help in this field? 


“Of course,” he answers, “but it 


also gives excellent training for any 
type of business. When you get into 
executive positions, the majority of 
executive work is in talking to 
people and selling them on telling 


a personal followup to all repair 
service. They check later to see if 
the car was ready on time, if the 
service department was courteous 











JEFFERSON CITY, Mo.—James 
A. Gorman, who resigned as execu- 
tive vice-president of the Missouri 
Automobile Dealers Assn. to join 
the Motor Car Dealers of Southern 
California, had some advice for 
Missouri dealers in a “farewell ad- 
dress.” 

“If you want to be sure to sur- 
vive another year,” he said, “you 
had better start taking a closer 
look at the true cost of doing 
business.” 

As a guide in increasing the cost 
vigil, Gorman sent each member a 
























Group Ad Ethics 
Adopted on Auto 
Air Conditioning 


DALLAS.—D. A. Brown, presi- 
dent Automotive Air Conditioning 
Assn., Inc., has issued a statement 
of policy regarding the association’s 
stand for “truth in consumer adver- 
tising.” 


















air conditioners. 






form showing the figures compiled 


Backed by 11 of the largest man- 
ufacturers of custom automotive 
air conditioning equipment, and 24 
of the country’s top component 
manufacturers—all with national 
distribution, Brown said that the 
consuming public had every right 
to expect retail advertising to be 
factual when describing an engi- 
neered product such as custom auto 


Brown mentioned these seven 


you what you want to know.” 





points of retail advertising practice 
that would not be condoned by the 
association: 

False statements; misrepresenta- 
tion in writing or in pictures; offen- 


cils reported that their groups were 
“ineffective, factory controlled or 
dominated and generally unsatis- 
factory and nonproductive of bene- 






3 Cincinnati Dealers 
Earn Ford Award 









fits.” 

The Ford Motor Co. and Ameri- 
can Motors councils were singled 
out as groups “currently operating 
effectively and quite satisfactorily,” 
Grawemeyer said. 

The dealers urged that where 





CINCINNATI.—Three Cincinnati- 


area Ford dealers were presented 
Ford “distinguished achievement 
awards” by E. R. Carter, district 
sales Manager. 

Recipients were Dan Bauer, Lou 
Bauer, Inc.; Ralph E. Rockenfield, 









advertising; 





“price” 








nonauthentic testimonials. 





sive statements; pointing up weak- 
nesses of one or two products as 
typical of all; misleading prices or 
pseudo-scien- 
tific advertising and claims, and 
















Through this policy, Brown said, 
it is hoped that the automotive air 
conditioning market will be able to 
avoid the many conflicting claims 
and consumer confusion that once 
beset the early days of the room 
air conditioner industry. 

Present annual sales for custom 
auto conditioners now ranges in the 
200,000 plus area. Design and engi- 
neering on these units is of a very 
high order, attested by the 12,000 
mile/12 month product guarantee 
sponsored by the members of the 
association, Brown said. 





Ralph E. Rockenfield Ford, Inc., 
and Paul Wilson, Glaser-Wilson 
Motor Co. 


councils are operating effectively 
ADAI-sponsored line groups be- 
come inactive. 




















Chevy Management Grads 
Hold Reunion in Seattle 


SEATTLE.—Forty Pacific region 
Chevrolet dealers gathered in Se- 
attle for an annual conference and 
reunion of graduates of the Chev- 
rolet Postgraduate School of Mod- 
ern Merchandising and Manage- 
ment. 

The school was founded in 1938 
to develop a quality-dealer pro- 
gram. Most graduates are sons or 
close relatives of Chevrolet dealers. 












Doubleheader— 


Motorists driving along State Highway 4, Paramus, N. J., smile when they see these 
two outdoor displays, unintentionally posted side by side. Esso, product of the Humble 
Oil & Refining Co., has been “on the boards" for many years. Hambro Automotive 
Corp., importer of MG, entered the medium this spring. 





N. Y.; A. Bigsbee, Saratoga Springs, N. Y.; T. B. Ryan, assistant district manager; 
Frank Touhey, Albany; J. W. Mendel, district manager; Ed Schaefer, treasurer; A, J 
Laurie, vice-president, and Harold Galloway, vice-president. 


Close Vigil on Costs Held 
Key to Survival in ’62 





by a “quality dealer” on his costg 
involved in the sale of each vehicle, 

“One of the most serious prob- 
lems facing dealers today is a sity- 
ation of their own making—not 
knowing and/or running their own 
business,” he said. 

“The manufacturer pressures 
only the dealer known to be a soft 
touch—afraid to say no and stick 
with it.” 

He urged the dealers to “play 
it smart like your supplier and 
guard car costs as you would 
and should guard your life and 
treasured securities.” 

If you must share factory-invoice 
information with employes, Gor. 
man suggested, “tell them the ful] 
story—tell them your true cost, that 
is if you know it.” 

Growing sentiment among legis- 
lators for full-disclosure laws in- 
creases the threat to dealer re- 
serves and insurance commissions, 
he continued, and makes a know}]- 
edge of true costs even more im- 
perative. 

Gorman said “1962 promises to be 
a terrific year for car and truck 
sales. With all things being equal 
—gross based on true cost—you 
stand a chance to prosper from this 
rejuvenated market.” 

Gorman has been named to suc- 
ceed Charles H. Elmendorf, who is 
retiring as executive secretary of 
the Southern California dealer as- 
sociation. 


Nabs Fugitives 
Rambler Dealer Is Hero 
In Wis. Manhunt 


WISCONSIN DELLS, Wis.—A 
fugitive, wanted for questioning in 
the slaying of a policeman, was 
nabbed near here by a Rambler 
dealer and another member of the 
posse which had been combing the 
area. 

Don Schleicher, 32, whose dealer- 
ship is in Baraboo and who has 
been a special deputy for the last 
five years, was searching with 
Jerry Coughlin, a volunteer, in a 
woods near Lyndon Station. 

As they came into a clearing, 
Schleicher spotted the fugitive who 
later identified himself as Larry J. 
Fletcher, 27, Chicago. After his ar- 
rest, there was some question 
about his true identity. 

Just after the fugitive was nab- 
bed, he got a hand on Coughlin’s 
gun. Schleicher said, “There was 
a tussle and I put the muzzle of 
my gun right in his mouth because 
I couldn’t shoot for fear of hitting 
Coughlin.” 

The fugitive was placed in jail 
but not until he made several other 
attempts at escaping. In one, 
Schleicher had to shoot at his feet 
to keep him in custody. 

The man nabbed was one of 
three sought and later captured 
after one policeman was killed and 
- ga wounded in Lake Delton, 

is. 
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ONO MS DE HEE A OO CRETE 


Aluminum bumpers log 7,500,000,000 miles of bus travel 


a 


Here’s the bumper that’s been making a big splash with the cross-country bus people for 15 years and 
7,500,000,000 miles. 

It's made of anodized Alcoa® Aluminum. 

Aluminum baffles corrosion. Road salt, sea air and industrial fumes can’t dim its luster. An occasional 
hosing down keeps it clean. 

Aluminum is light—weighs only half as much as competitive metals. Along with the aluminum side 
panels, roof, crossmembers, interior applications, functional parts, aluminum bumpers cut over-all weight. 
Give the driver better maneuverability, faster pickup and quicker stops as an added safety factor. And, 
the bus costs less to operate and maintain. 

Aluminum bumpers are strong, have tremendous impact-absorbing capacity. Because they soak up shock 
they protect the bus from ugly dents and premature repairs. 

Aluminum is truly an amazing metal. It sparkles for beauty—withstands the ravages of time and corro- 
sion—reduces costly dead weight for more economical performance in every automotive application. 


ALCOA ALUMINUM 


ALUMINUM COMPANY OF AMERICA 


WORLD’S LEADING PRODUCER OF ALUMINUM 


For complete sports coverage listen to “SPORTS SHOW”’ with Bob Reynolds, 
6:15 to 6:30 p.m. every weekday on WJR, Detroit 
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Ford, GM Only Gainers from ’60... 


Model Run Totals 5.4 Million 


By Martin L, Whitmyer | 

Staff Writer 
ESPITE a decline that saw car 
output slump to its lowest level 
since 1958, several high points were 
in evidence in the 1961 model run, 
which rolled to a close last week. 

Total output for the recently- 
completed model run was 5,408,- 
410 units, or 10 percent below a 
year ago, when the manufactur- 
ers turned out 6,011,482 cars. 

On a corporate basis, Ford Motor 
(2.45) and General Motors (1.17) 
showed percent-of-industry gains 
over 1960, while Chrysler (2.09); 


Studebaker-Packard (0.88), and 
American Motors (0.65) showed de- 
clines. 

On an individual basis, six mak- 
ers—Falcon (1.80); Comet (1.72); 
Corvair (1.34); Chrysler (0.40); 
Cadillac (0.19), and Lincoln (0.06) 
—showed percent-of-industry 
gains; 15 makes showed declines, 
and Studebaker Hawk remained on 
par with its percent-of-industry 
penetration in 1960. 

Losers included standard Pontiac 
(2.17 points); Dodge Dart (2.00); 
standard Oldsmobile (1.29); stand- 
ard Chevrolet (1:08); Studebaker 


Lark (0.88); standard Buick (0.71); 
Valiant (0.65); standard Ford 
(0.51); Dodge Polara (0.45); Mer- 
cury and Plymouth (0.37); DeSoto 
(0.34); Thunderbird (0.20); Imperial 
(0.06); Edsel (0.05). 
* * * 

Most of the highlights of the 

1961 model run involved‘ the 
compacts, whose total production 
climbed 20.8 percent from 1,570,182 


units in ’60 to 1,896,774 last year. |° 


Some of the bright spots of the 
model year included: . 
1. The capture of 35.1 percent of 


total industry production by the 
compacts, which was a 9.0 percent- 
age-point gain over 1960, when the 
six makers then in production— 
Comet, Corvair, Falcon, Lark, 
Rambler and Valiant—took 26.1 
percent. 


2. Falcon’s capture of 25.8 per- 
cent of compact-car production. 

3. The combined production of 
the two Ford Motor compacts— 
Comet and Falcon—accounting for 
36.1 percent of total compact-car 
output, or 102 percent more cars 
than were produced by the most 
recently introduced compacts—the 
Buick Special, Dodge Lancer, Olds- 
mobile F-85 and Pontiac Tempest. 


4. Falcon’s climb to first place 
among the compacts and to third 
place among all classes of cars 
turned out by the industry. Ram- 
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i 
bler previously was in the No, 4 
spot among the compacts. 
* * * 


N AN individual basis, only 

three compacts showed numer. 
ical gaing over 1960—Falcon from 
436,676 to 498,322; Comet from 116. 
330 to 197,263 and Corvair from 
250,007 to 297,881. 

Losing numerical ground were 
Rambler, off from 458,841 to 377, 
902; Valiant from 187,814 to 133. 
487, and Lark from 121,514 to 
61,525. 

Tempest was tops among the 
compacts introduced in 1961 with 
100,783 assemblies; Special was gee. 
ond with 87,444; F-85 third with 
76,394, and Lancer fourth with 74. 
773. , 

The class that showed the big- 
gest deficit from the previous year 
was the medium group, which de- 
clined 30.1 percent from 1,387,945 
assemblies in 1960 to 969,568 last 
year, 

Only Chrysler showed a numeri. 
cal gain over the previous year ag 
four changes took place in the 
class standings. 

* * * 
Pa was replaced by Olds. 
mobile as the medium price 
group’s biggest producer; Thunder. 
bird fell from fifth to sixth place 
and Chrysler climbed from sixth 
to fifth place. 

Individually, standard Oldsmo- 
bile was on top with 242,156 as- 
semblies in 1961, compared with 
347,141 a year earlier; standard 
Pontiac was off from 396,716 to 
239,852; Buick was down from 
253,999 to 189,982; Mercury was 
off from 155,000 to 120,089; Chrys- 
ler rose from 72,951 to 87,372; 
Thunderbird dipped from 92,843 
to 73,051; Polara fell from 42,517 
to 14,032; DeSoto dipped from 
23,832 to 3,034, and Edsel, which 
was in production in 1961, had 
2,846 assemblies in 1960. 

In the low-price standard class, 
all makes showed declines in nv- 


merical output. 
ok * eS 





End of Run... 
Model Production 
For '61-'60 by 
Price Groups 





Compacts 
1961 1960 
Pos. Make Pos, 
1— 489,322 Falcon 435,676— 2 
2— 377,902 Rambler 458,841— 1 
3— 297,881 Corvair 250,007— 3 
4— 197,263 Comet  116,330— 6 
5— 133,487 Valiant 187,814— 4 
6— 100,783 Tempest ........ 
i— 87,444 Special... 
8— 76,394 F-85 9 ono 
9— 74,773 Lancer _....... 
10— 61,525 Lark 121,514— 5 
1,896,774 Total 1,570,182 
Standards 
1961 1960 
Pos, Make Pos, 
1—1,203,793 Chev. 1,404,095— 1 
2— 791,528 Ford* 911,034— 2 
38— 198,444 Plym. 242,725— 4 
4— 167,678 Dart 306,603— 3 
— 3,709 Hawk 4,287 5 
2,366,276 Total* 2,868,744 
Mediums 
1961 1960 
Pos. Make Pos, 
1— 242,156 Olds. 347,141— 2 
2— 239,852 Pontiac 396,716—1 
38— 189,982 Buick 253,999— 3 
4— 120,089 Mercury 155,000—4 
5— 87,372 Chrysler 72,951—6 
6— 173,051 T-Bird 92,843— 5 
j— 14,032 Polara 42,517— 1 
3— 3,034 DeSoto 23,832— 8 
oe Edsel 2,846— 9 
969,568 Total 1,387,845 
Highest-Priced 
1961 1960 
Pos. Make Pos, 
1— 138,379 Cadillac 142,184—1 
2— 25,164 Lincoln 24,820—2 
3— 12,249 Imperial 17,707—3 
175,792 Total 184,711 
Grand 
5,408,410 Total* 6,011,482 
*—Estimated 1,500 cars in standard Ford 
and grand total are still in line at 
St. Louis and will be built wher 


strike at that plant ends. 
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Heavy-Duty Hauling Jobs Are Easy With Timken-Detroit’ 


SAAN 


Timken-Detroit balanced hypoid-helical double- 
reduction gearing is unequalled for top perform- 
ance and dependability. Outstanding advantages 
that make it the choice of heavy-duty equipment 
manufacturers and operators are: big, husky 
gears... greater flexibility in gear ratios .. . bal- 
anced gear set loadings... long life and low main- 
tenance costs. The hypoid first reduction is 30% 
stronger than spiral bevel, and works in series 
with the second reduction to take an equal share 
of the load. In the helical second reduction, 
strong helical gears with a wide range of ratios 
insure balanced double-reduction gearing. 


240 SERIES 
SINGLE-SPEED, HYPOID-HELICAL 
DOUBLE-REDUCTION 


Two full-sized gear sets form a balanced power train—with 
each gear set accomplishing a substantial reduction. This 
combination of husky hypoid first reduction gears coupled 
with rugged, wide-faced helical second reduction gears pro- 
vides a double-reduction gear set that outperforms all 
others. Because the ratios of each reduction may be varied, 
you get a balanced power 
train with the larger selec- 
tion of axle ratios for maxi- 
mum operational versa- 
tility and performance. 
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INTERCHANGEABLE BALANCED 


DOUBLE-REDUCTION cet 


DRIVES 


ROCKWELL-STANDARD 


HYPOID-HELICAL 
DOUBLE-REDUCTION 
AXLES 


ab Aael ie) 
ea 
REDUCTION 


HELICAL 
SECOND 
cael ona ie)) 





340 SERIES 
TWO-SPEED, HYPOID-HELICAL 
DOUBLE-REDUCTION 


A true two-speed axle which provides two separate gear 
ratios through the use of two full-size helical gear sets... 
a “fast” ratio for maximum speeds and a “slow” ratio for 
greatest pulling power. Pick the most efficient gear ratio to 
meet your requirements of speed, load and road. Spring-flex 
power shifting provides simple, positive shifting with either 
air, vacuum or electric actuation. 
Timken-Detroit two-speed hypoid- 
helical double-reduction axles give 
a versatility and economy to truck- 
ing operations that is unmatched 


by other axle gear designs. 
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CORPORATION 


Transmission and Axle Division, Detroit 32, Michigan 
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AUTOMOTIVE NEWS PLATFORM 

11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 





Capsule Comment 


Factory executives are forecasting a 10 to 25 percent gain 
in new-car sales during 1962. 
These men are born optimists, but this time it looks 
bonafide. 


* 


Washington observers see little chance that Senator Doug- 
las’ so-called “Truth-in-Lending” bill will come to a vote 
this year. 

Good news so far, but watch out for it in 1962. 
* * * 


Plymouth, Valiant and Imperial will make their ’62 debuts 
early in Los Angeles and Denver, beating Ford and Chev- 
rolet. : 


Looks like a mixed-up introduction season. 
7 * * 


Number of 1962 Rambler models is reduced at the same 
time other makers add more body styles. 
Leading the way again? 


* 


























* * 


Relatively smooth cleanup reflects dealer determination to 
order only what can be sold, field reports find. 
The rediscovered backbone has brought another bless- 
ing: Profits. 


* * 


AUTOMOTIVE NEws headline: ‘“Wheel-and-Deal Foe Hits 
Jackpot.” 
Proof of the quality-dealer approach. 


* * * 


Oldsmobile General Manager Jack F. Wolfram says cus- 
tomers want Oldsmobiles to “look bigger, but not be bigger.” 


That’s sizing things up. 
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offered cars in color—black, maroon and green—with no increases 
in price. 


for 1942—the Deluxe and Special Deluxe... 
cars and trucks in the United States during July totalled 431,464 units. 


tion for permission to increase car prices from 9 to 10 percent. 












Coming 
Events 


%& Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


16— Maine Automobile 
Poland Springs Hotel, 












Dealers 


Sept. 
Poland 


Assn., 
Springs, Me. $ 
Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 
Sept. 19-20 — Federation of Automobile 
Dealer Assns. of Canada, Queen Eliz- 

abeth Hotel, Montreal. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago, 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


N.Y. 

Oct, 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

% Nov. 5-6—Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 






































“Ask him to buy, Willard. | think he’s ready." 
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Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

ner 6-7 — South Dakota Automobile 
Dealers Assn., Sioux Falls, S. D. 

% May 6-8—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 


* * * 


Auto Shows 


Sept. 21-Oct. 1 — Frankfurt International 
Auto Show, Frankfurt, West Germany. 
Oct. 5-15—Paris Auto Show, Paris, France. 
% Oct. 10-14— West Essex Lions Club 
Auto Show, West Orange Armory, West 

Orange, N. J. 

Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee. 

Oct. 18-22— New England International 
Auto Show, Commonwealth Armory, 


Letterbox 


‘Customer Always Right...’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich, 




































Salesmen Vanished?” in the July 31 
issue. If this is crudely done, please 
forgive me, because for the last 12 
years I have been an auto sales- 
man, not a writer, 

First, let me say that the authors 
of these articles should analyze 
themselves as customers a bit more 
closely. I feel that when a person 
enters into a car deal with a sales- 
man, he has, in a sense, hired that 
salesman to negotiate his transac- 
tion with the dealer. 

How much of a sales job the 
customer can expect depends 
largely on the customer himself, 


Kohn Says Thanks 


My article, “Have Auto Salesmen 
Vanished?” in your July 31 issue, 
brought me so many letters, tele- 
grams and telephone calls that the 
only way I can acknowledge them 
is to ask you to publish my thanks 
in your Letterbox. 

An overwhelming percentage of 
my correspondents agreed with 
what I said. This is, of course, 
gratifying. 

To the many eager salesmen 
who responded by trying to sell 
me one of their cars—many of 
them from hundreds of miles 
away—lI can only say thanks for 





























































































Boston. 
Oct. 16:28—London Auto. Show, London, your fine efforts. Had you read A chiseler or a professional tire 
ngland. : » kicker generally would be follow- 
a S my article carefully, you’d have g y 
“J. sen ok te found I’m not in the market now. | ed up only by a green salesman. 


Pine Avenue, Long Beach, Calif. 
Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 


geles. 
Oct, 28-Nov. 5—Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 


N.C. 

of. 28-Nov.8—Turin Auto Show, Turin, 
taly. 

% Nov. 9-12—Autoworld Auto Show, Pub- 
lic Hall, Cleveland. 

Nov. 11-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. 11-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 

13-18—Denver Auto Show, Denver 








Yes, we do miss some this way, 
but it may be surprising how much 
more time we can spend on persons 
with whom we may be able to make 
a decent deal. 

So much emphasis is placed on 
the deal these days that too many 
“T’ve-never-had-an-a u t o-salesman- 
call-on-me” folks can get pretty 
disgusting to the salesman. 

I’m referring to the person who 
praises the salesman who calls on 
him as the only auto salesman ever 
to do so, but when he buys, said 
salesman is just another one of the 
boys. 

My latest example, a whale of a 
nice guy, compliments me as the 
only salesman ever to call on him. 
He’s ready to buy, but not until he 
shops all over town. 

A few months earlier, an execu- 
tive of our leading newspaper even 
went to the trouble of telling my 
boss about my calling on him, that 
I was the first ever to do so. 

Guess who didn’t even get to 


And to the two lone dealers who 
disagreed with me and blamed the 
customers for the conditions I 
complained about, let me say that 
American retailing was built on 
the theory that the customer is al- 
ways right. And that I hope their 
attitudes won’t lose them any sales. 
— Wa ter F. Koon, marketing 
counsel, Croton-on-Hudson, N. Y. 

* of * 


Another Brickbat 


The next time you’re tempted to 
publish a letter like Kohn’s, do the 
industry a favor: Wad it up and 
see if you can hit the trash can.— 
King Motor Co. (Oldsmobile), Fort 
Lauderdale, Fla. 
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Nov. 
Coliseum, Denver. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 


1962 

Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 

Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 
cago. 

March 22-25 — Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April 11-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. 

Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 

ee 


























* * 


Service Article Lauded 


Your article in the July 17 AuTo- 
MOTIVE News on service work 
going to filling stations was most 
interesting, and may I add my 
heartiest agreement with all said.— 
R. E. BicketHaupt (Studebaker- 
Mercedes-International), 127 Sixth 


























General : dcunanttintn to him? He 
= inton, Ia. emonstrate our car to him? 

Sept. II-I4—SAE, Vehicle Meeting and Ave., &., Cl ‘ bese heard where he could get one 

Display, Milwaukee Auditorium, Méil- “nearly wholesale.” als 4 


waukee. 

Sept. 14-15—9th Annual Joint Engineering 
Management Conference, Hotel Roose- 
velt, New York. 

Sept. 16—Quality Control Forum, Angell 
Hall, University of Michigan, Ann Arbor. 


The Big Stories 


36 Years Ago—1925 


Ford Motor Co. introduced its ’26 models and, for the first time, 


One Too Many 

I have just read one too many 
“blame it on the salesman” articles. 
I have to answer your “Have Auto 


nice fellow, though. 

Fortunately most folks are not 
like this, but neither are most 
salesmen like your Kohn would 
have us believe. Considering the 
fact that we have to eat just like 
other folks, his chances of hitting 
that many bad salesmen on one 
shopping tour are especially slim, 
unless his shopping attitude is way 
out.—Ken R. Cuuester, Fred A. 
Carleson Co. (Pontiac), Salt Lake 
City. 



























* * * 




















Gas-Inspired 


Some people die 
Inhaling gas; 
And others burn 
To death, alas; 
But you can put 
This in your bonnet: 
Most folks are kiiled 
By stepping on it! d 
—J. H. Reep, San Antonio: 


20 Years Ago—1941 


With horsepower boosted to 95, Plymouth introduced its two lines 
Retail sales of new 






10 Years Ago—1951 


All automobile manufacturers applied to Office of Price Stabiliza- 
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McCLATCHY NEWSPAPERS 


NATIONAL REPRESENTATIVES ... O'MARA AND ORMSBEE 


The Bees give national advertisers discounts on @ bulk QO frequency; or @ standard pages. Check O’Mara and Ormsbee for details. 





SOMETHING MISSING... 


(like California without the Billion-Dollar Valley of the Bees). If you're hunting for greater product sales 
don’t overlook California’s great inland Valley. Here is a 27-county market with a disposable income greater 
than $4 billion — more than any one of 25 entire states. You're not selling California unless you're selling the 
Valley. And to cover it in depth you need the three Bee newspapers, each the strong local favorite in its section 
of the Valley. Check the three discount plans today. * 

Data Source: Sales Management’s 1961 Copyrighted Survey 








Big DuPont nd campaign 


ae Mec po OF ae WEE 
featuring top s stor n the best viewing night— 
Sun nn arti me Se ptember r 17. C ommercia als on . erex” 
nd “Te . ate ww § n by mi a of customers for Se ecutive 
ti-fre eeks dur ie the peak oe the anti-fre poral 












IT’S NEW...IT’S GREAT...IT’S THE 


Du PODee ed 
— SHOW OF 
TBH: Ga BEBE 


_ DURING THE ANTI- FREEZE SEASON: 
+« GROUCHO MARX x GEORGE BURNS 





+x PEGGY LEE $e PAUL WHITEMAN 
+x VIC DAMONE ~~ ~« STEVE LAWRENCE 
* COUNT BASIE = + « EYDIE GORME 


- ce AND MANY OTHERS 
WILL HELP YOU SELL ZEREX’ and TELAR’ 


r BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 








ito sell TELAR and ZEREX 





THE BIGGEST MAGAZINE PROGRAM RADIO, RADIO AND MORE RADIO! 

in Du Pont anti-freeze history—Life, Reader’s Digest, The nation’s top radio stations 
Look, Post, Time, Newsweek, U.S. News & World throughout the country are 
iphone Holiday, Sports Illustrated! on Du Pont’s radio schedule 


—the biggest, broadest radio 
coverage yet. And commercials 
are scheduled during the 

peak driving hours for 
each market. 
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THE DU PONT DISPLAY KIT 


BILLBOARDS WILL BLANKET THE COUNTRY starts to sell the minute it goes up. Includes window 
. . streamers, banners, protection chart, price bullets, 
sive char ek ‘ine fr Boron 20eeX can. instruction sheet—plus TELAR replacement certificates. 


Get this kit free from your Du Pont anti-freeze supplier. 


OU UD /SUMMER COOLANT 


Telar CEREX 


ANTI-FREEZE ¢ SUMMER COOLANT (EEE with MRR OUTLASTS WINTER! — 
oct 
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Peete sees ete ese eee sae Be eR RR RE ROBO BEB RBC eRe eS eee ee 
we E. 1. du Pont de Nemours & Co. (Inc.), Anti-Freeze Products Section, Dept. M. 
Nemours 2420, Wilmington 98, Delaware 
Send me 1, 2 large posters for TELAR Anti-Freeze 
Ee and Pi Mie Coolant. (Circle number you want.) 


Your name 


Street 





ANTI-PREEZE 
PROTECTION CHART 











Eye-catching A-frame poster, telling motorists you have 
TELAR in stock. You can get one or two of these point-of- 
sale boosters free by filling out the coupon belowand sending 
it in. Do it now! Get a fast start on fall anti-freeze sales. 
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TURNINGS... 





Auto Executives Abroad 
Win American’s Praise 


By Joseph M. Callahan 
Engineering Editor 
(This is the second of two ar- 
ticles on the experiences of the 
head of a Dearborn automotive 
company who recently completed 
a trip around the world.) 
A CANDID and interesting com- 
parison of European and Asian 
automotive Officials with their 
American counterparts was made 
recently by Joseph J. Weyn, presi- 
dent of Thornton Products Co. 
Weyn, who completed his 
39-day tour last June, met with 
transportation people from Japan, 

Russia, England, France, Italy, 

Sweden, West Germany, Yugo- 

slavia and Czechoslovakia, 

His objective was to negotiate 
licensing agreements with these 
foreign manufacturers for the pro- 
duction of the Thornton Hydro- 
Lock locking differential and the 





Rzeppa constant velocity universal 
roller joints. This he did, and the 
royalties from these licenses are 
expected to amount to about $1 
million. 

Commenting on the Soviet engi- 
neers, Weyn said, “Those Russians 
were about the smartest I’ve ever 
met. They only took one hour and 
22 minutes to hear our locking dif- 
ferential presentation and to make 
up their minds that they wanted it. 

oe * * 


7 engineers from Moscow 
met us in Paris. Ignoring my 
sample, they just studied the as- 
sembly print. When my talk was 
completed, I asked if there were 
any questions. 

“The head man said ‘No’ and 
then went through a detailed de- 
scription of the differential, ex- 
plaining it better than I did. 
While this was going on, another 


Russian calculated almost the 
precise pressures in the unit; we 
have to use an IBM machine to 
do this.” 

“Over here, they take a lot of 
time studying the prints. They’re 
more interested in trying to figure 
out ways of getting around the 
patent than in understanding the 
print. The primary question of the 
executives seems to be, ‘Why didn’t 
our thousands of engineers think 
this up.’” 

He then mentioned that his com- 
pany recently spent $150,000 in 
“romancing” one United States auto 
maker in behalf of one of its préd- 
ucts. But after numerous demon- 
strations, after “blowing hot and 
cold” several times and after sev- 
eral administrative changes, their 
engineers finally turned down the 
device. 

a * * 

Japanese Aim High 
eae to the Japanese, Weyn 
said “they are convinced that 
they can only exist by becoming a 
top-notch manufacturing country. 
They’re aiming at the manufactur- 
ing domination of the entire Pacific 
area and I think they’re succeeding. 

“Although the Japanese have a 

reputation for shoddy work, this 

is not so any more. Their work 


Japanese Licensing Talks— 


Joseph J. Weyn, left, president of Thornton Products Co., negotiating with officials 
of Atsugi Motor Parts Co. of Japan for a license that permits them to produce the 


Rzeppa universal roller joint. 
oS. @ 


was just as good if not better 
than anything I’ve seen. They’re 
going to make the Hydro-Lock 
to last 100,000 miles—better than 
it’s made here. Quality and dur- 
ability come first with them, 
then cost is considered.” 

He said an unusual thing about 
the Japanese engineers is that they 


NOW IT’S ALL EATON! 


A NEW TANDEM SUSPENSION 





WITH THE GENEROUS USE OF 


RUBBER! 


This new Eaton suspension takes full advantage of tough, re- 
silient rubber at all points of movement. The result: a smoother 
ride (loaded or empty), long trouble-free service, more pay- 


load and easy, quick servicing when required. 


Springs are long, widely spaced with variable rate. Spring 
ends have rubber cushions and bushings. Rubber inserts 
between spring leaves reduce interleaf friction. Rugged track- 
ing pins are suspended in rubber. All these mean more driver 
comfort, more cargo safety, longer equipment life on or off 


the highway. 
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pin. No lubrication is required. 
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the new Eaton Tandem Suspension— E 
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don’t argue. In contrast, he saiq 
American engineers often argue 
about a device, even before they 
understand how it works. 

“I found the engineers in all these 
countries to be very ethical ang 
above board,” he continued. “On 
one occasion I made a $5,000 error 
but they wouldn’t take advantage 
of it, although I was prepared to 
suffer the consequences. 

“When the deal is set, bingo, you 
shake hands and their attorney 
walks in. He writes the whole thing 
on two pieces of paper. There’s no 
book to study. And there’s no ‘ands,’ 
‘ifs’ or ‘buts.’ In some countries, 
American businessmen have a rep- 
utation for welshing.” 

* * * 

a Weyn also admitted 

that he did encounter corrup- 
tion in some countries, with some 
directors offering to pay a 7% per- 
cent royalty if they would get a 
2% percent kickback, But similar 
offers also have been made in this 
country, he said. 

Weyn, a former accountant, 
said an important factor in deal- 
ing with many European compa- 
nies is that they have three sets 
of books—one for the board of 
directors, one for the stockhold- 
ers and one for the government, 

Asserting that many Americans 
refuse to cope with this situation, 
he said that one American firm was 
on the verge of buying a German 
company but decided to pass it up 
after encountering the multiple- 
book situation. 

“I found loads of American busi- 
nessmen in Japan, working out 
manufacturing arrangements there 
because the Japanese manufactur- 
ing costs are so much lower,” he 
said. “For example, it costs us $5.30 
to build a Rzeppa 4%-inch roller 
joint here. But we can have one 
made in Japan and shipped to De- 
troit for $2.38, and the quality is 
fantastic. 

“There are also a lot of Ameri- 
can businessmen poking around 
from South America, although we 
found very few in Europe.” 

* * * 


Language No Barrier 


een said that some people 
can’t cope with the language 
problem in these countries, al- 
though it’s really no problem, He 
added that the Soviets, Japanese 
and most other people he dealt with 
spoke perfect English, although 
they weren’t familiar with slang 
or colloquial English. 

Commenting on the fine recep- 
tion accorded him in each coun- 
try, he said that some foreign-car 
makers are going to use the 
Rzeppa roller joint in all of their 
vehicles because they greatly re- 
duce drive-line vibration and be- 
cause they’re reportedly cheaper 
than the double Carden joint — 
now used by some U. S. auto 
makers. The Rzeppa joint is now 
used on the Italian Lancia and 
a few other European cars. 

Asked why American makers 
didn’t use the Rzeppa joint if it 
was cheaper than the double Car- 
den joint, Weyn said the Americans 
insist on a bend in the prop shaft 
of 22 percent, but that the new 
Rzeppa joint has a limit of 18 de 
grees. 

“One of these days,” he added, 
“the U. S. car makers will adopt 
independent rear suspension and 
they’ll have to import these joints.” 

Summing up his comparison of 
American and foreign automotive 
companies, Weyn said: “If we don’t 
wake up over here, in 10 years 
we're going to be on the outside 
looking in.” 
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Truckin’ 


by Jack Weed 


Old Times 


HEN I went down to Cobo Hall 

in Detroit to take a look-see at 
the runoffs of the National Truck 
Roadeo whom did I run into but 
Walter Rockwell, of Rockwell- 
Standard Co. He was there in the 
interest of Rockwell Mfg. Division, 
which built the new driving simula- 
tor that is currently being promoted 
by Aetna Life Affiliated Companies, 
Hartford. 

Walter Rockwell is one guy I will 
never forget if I live to be a mil- 
lion, For some reason or other, 
when he and his brother Willard 
were both heading up activities at 
the old Timken-Detroit Axle Co., 
the base company of the current 
Rockwell-Standard empire, our 
makeup men in the composing room 
would invariably get Walter's 
photograph labelled Willard and 
vice versa. 

As things pertaining to Timken 
kinda came under my jurisdiction 
it would be up to me to write and 
run the “skin-back” (correction 
to most of you not in the pub- 
lishing business). 

Well, as an effort to get the 
brothers straightened out once and 
for all, I ran the pictures of both 
with the proper captions, which be- 
spoke our problem with the two 
names. I'll be darned if the proof 
of the squib didn’t come back to my 
desk with the captions reversed. 

Fortunately, I had an opportu- 
nity to correct that one before it hit 
the street or I don’t think either of 
the brothers would have ever spoke 
to me again. 


* 

Invaluable Aid 

HILE Walter still lives here in 

Detroit, I don’t see much of 
him any more since he has for- 
saken the ulcer end of the corpora- 
tion’s activities and puts in his time 
playing around with new develop- 
ments. 

Walter recognizes that there is a 
very much needed and useful de- 
vice in this Aetna Drivotron, as it is 
called, for the grading and training 
of drivers, especially for the over- 
road truck drivers where the oper- 
ating companies have to be very 


C. of C. Group 
On Transportation 


Meets This Week 


ASHINGTON. — The Chamber 

of Commerce of the United 
States has named Walter F. Carey, 
president of Automobile Carriers, 
Inc., Birmingham, Mich., chairman 
of its 1961-62 committee on trans- 
portation and communication. 

The committee will hold its 
first meeting in Detroit this week 
(Sept. 6 and 7). 

The group will study matters re- 
lated to transportation and com- 
munication and the legislation on 
these matters that is considered by 
Congress. The committee also rec- 
ommends chamber policies on these 
topics. 


* * 


*« aK * 


Coan tae members include: 


Frederick W. Ackerman, Grey- 
hound Corp.; Russell B. Adams, 
Pan American World Airways, 
Inc.; George W. Albertson, F. W. 
Woolworth Co.; Marc F. Braeck- 


(Continued on Page 19, Col. 1) 











careful to hire only drivers who are 
safe drivers. , 

The Drivotron produces real- 
istic traffic situations in wide- 
screen movies that are viewed 
from mock-up of a truck cab. It 
makes a continuous graph of the 
driver reactions to these situa- 
tions similar in appearance to a 
cardiographic record of a heart- 
beat. 

The cab is fully equipped with 
standard controls which the driver 
operates as he would those in a 
real vehicle. The cab swings as the 
steering wheel is turned. Pressure 
on the accelerator causes the needle 
of the device to rise corresponding- 
ly and the filmed roadway beyond 

(Continued on Page 34, Col. 3) 
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Roadeo Crowns 
Swept by Two 


From Mason-Dixon 


CRACKERJACK driver team 
from the Mason and Dixon 
Lines captured top honors in the 
1961 National Truck Roadeo, The 
final competition for national hon- 
ors was held in Cobo Hall, Detroit. 
The Mason and Dixon drivers 
took two championships in the 
three-axle and the four-axle tractor 
trailer classes, while capturing run- 
ner-up honors in the straight truck 
class. A fourth driver for the firm 
placed third in the straight truck 
class. 

Remaining three national cham- 
pionships in the straight truck, 
tank truck and five-axle tractor 
trailer classes were won by Cletus 
C. Frank, Thomasville, N. C., with 
Akers Motor Lines; William F. 
Roesel, Winston-Salem, N. C., with 
Rosel Fuel Oil Service, and Arnold 
C. Alcorn, Stillwater, Minn., with 
the Standard Oil Division of the 
American Oil Co. 

The four-axle national champion 
was 41-year-old William J. Klein, 
Philadelphia, who also was the first 
recipient of the five-foot ebony and 
silver “champion of champions” 
trophy awarded on the basis of 
being the national champion with 
the longest safe driving record and 
the greatest number of years of 
service in the trucking industry. 
The trophy is sponsored by the In- 

(Continued on Page 19, Col. 1) 
* * * 


ATA Sponsors Roadeo— 


Cletus C. Frank, Akers Motor Lines, Inc., of North Carolina proved he was the best 
straight truck driver in the world as he maneuvered a White truck to top honors in 


this class at the ATA National Roadeo in 











Dealers See 25% Rise 
In Second-Half Market 


By Jack Weed 
Truck Editor 
OST truck dealers expect the last six months of this 
year to be at least 25 percent better than the first six| "JT 





months, especially on heavy-duty truck sales. This is the 


feeling of 67.4 percent of the 


top truck dealers queried in 
an AUTOMOTIVE NEWS survey. 

Anticipation of increased sales 
was just as evident among exclu- 
sive truck dealers as it was among 
those who also sell cars in their 
line. These dealers anticipated in- 
creases of from 10 to as high as 75 
percent. 

About 24 percent of the deal- 
ers queried said that current out- 
look for the remainder of the 
year was for about the same level 
of sales they had enjoyed to date. 
Quite a few surprisingly said that 
their truck business for the year 
to date had been good and well 
above last year for the same pe- 
riod. 

This seemed to be substantiated 
in that 87 percent of the dealers 
said that they have made good 
profits on their truck business thus 
far this year and deals on which 
they are now working seemed to 
hold out a promise of good profits. 

* * ok 
eae three out of every four 
dealers replying to the ques- 
tionnaire, however, said they were 





was a year ago and that more body 
and equipment distributors had ei- 
ther changed their operations to 
the extent that they were protect- 
ing the truck dealers they were 
working with or perhaps they were 
not as hungry for business as they 


were in the depression period when 
truck and equipment sales were 
down. 
: eS 

HERE also seems to be a trend 
by more truck dealers to try 
and get a profit on the bodies and 
equipment they sell rather than 
pass on these available extra prof- 
its to the truck buyer as the easiest 
way of closing the sale. 

Indications are that more and 
more truck dealers are beginning to 
realize that not only do they need 

(Continued on Page 23, Col, 1) 





finding it difficult to maintain a| Defensive Driving— 

Leland Hellestad, a national champion truck driver, avoids trouble when car ahead 
runs red light in a film used with the Drivotron, new driving simulator for use in 
measuring a driver's skills. Looking on are Joseph Intorre, left, Pennsylvania State 
University safety specialist who is assisting in the device's development, and Paul 
B. Cullen, manager of Aetna Casualty & Surety Co.'s Education Department, sponsor 


reasonable profit on the bodies and 
other equipment which they sold on 
heavy-duty trucks in particular. 

Many of the dealers who were 

able to maintain a reasonable prof- 
it on body and equipment sales said 
they either did not make the sale 
if it wasn’t profitable or hid the 
body and equipment profits in a 
“package deal.” 

Dealers claimed, especially in 
some areas, that some body and 
equipment distributors were still 
selling these products to the re- 
tail buyers at wholesale prices, 
especially to fleet accounts. 

However, the results of this sur- 
vey seem to indicate that this con- 


dition in the truck retailing end of 


the business is much better than it 
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Detroit. 










of the unit. 





3.8 Million Trucks Ripe 
For Early Replacement 


F PARTICULAR interest to 

dealers is the information in 
the 1961 edition of Motor Truck 
Facts about the number of trucks 
in the replacement-age groups. The 
booklet was released recently by 
the Automobile Manufacturers 
Assn. 

According to AMA, the aver- 
age age of the 11,967,688 trucks 
and commercial cars now in serv- 
ice is approximately 7% years. 
However, of prime importance 
from a sales standpoint is that 
the third and fourth largest 
groups of registered trucks are in 
the 9-to-12-year age groups. 

Vehicles five to six years old com- 
prise the largest group, represent- 
ing 8.1 percent of all units register- 
ed. The second largest group (1-2 
years old) accounts for 8 percent of 
all trucks. The third largest group 
(7.9 percent) includes 10-to-11-year- 
old units. 

Other age groups and their share 
of the registrations follow: 

Nine to 10 years, 7.6 percent; four 
to five years, 7.5 percent; seven to 
eight years, 7.1 percent; three to 
four years, 6.7 percent; eight to nine 
years, 6.3 percent; 11 to 12 years, 
6.2 percent; two to three years, 5.8 
percent. 

* * * 


Big Market Is Seen 


NASMUCH as truckers want the 
highest efficiency possible in 
their transportation equipment, 
combined with the lowest possible 
cost of operation, the age break- 


down of the trucks and commercial 
cars should be an incentive to both 
dealers and salesmen to do some 
research in their area as to sales 
possibilities, especially since 318 
percent of all vehicles, or approxi- 
mately 3.8 million of the trucks 
now on the road, are 10 or more 
years old. Approximately 837,000 
trucks are 15 or more years old. 


This information, combined 
with the trends in the upgrading 
in the size of trucks over the 
10,000 GVW classification over 

(Continued on Page 22, Col, 3) 








Top Trucks 


*—New-truck registrations for six 
months, plus 32 states for July: 





1961 1960 
Pos. Make Pos. 
1—157,373 Chevrolet 176,973— 1 
2—151,224 Ford 156,305— 2 
3— 55,610 Internat,  62,209— 3 
4— 35,439 GMC 44,260— 4 
5— 20,904 Dodge 23,659— 5 
6— 14,513 Willys 15,687— 6 
I— %7,044 White 8,608— 7 
8— 4,769 Mack 6,529— 8 
9— 3,032 Studebaker 2,614—9 
10— 1,003 Diamond T  1,536—10 
1l— 458 Brockway 649—11 

18,129 Misc. 24,392 

Total All Makes 

469,498 523,421 

Further details on Page 38. 
*—Connecticut not included for second 


quarter, 
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“Stop at this sign 
for expert service, 





SAYS THIS “PRESTONE” fez: TV COMMERCIAL! 





pal 


PACKAGE DEAL 


al s6d 
© OIL CHANGE 


oe 1): a): 


© COMPLETE COOLING 
SYSTEM CHECK 


© "PRESTONE” ANTI-FREEZE 


ACT NOW! say 


EMO 
AS LOW As “5 ONEY! 


The scene above is one in a series of ‘“‘Prestone” Anti-Freeze commercials. It features the importance of proper winter servicing by experienced and well-equipped dealers. 


Make sure you display the (3/\RUY GREE , 
“Special Package Deal” poster featured on TV! | ge Al 


Again, early this fall, ‘““Prestone” Anti- 
Freeze will reach millions and millions of 
car Owners—your customers—to adver- 
tise your complete winterizing package 
on network TV. You can best cash in on 
this advertising by displaying the new 
EARLY Frost “SPECIAL PACKAGE DEAL” 
poster...and by promoting complete 
winterizing service right now! 

This poster sells your own special 
package deal for ALL FOUR pre-winter 
service jobs, including “‘Prestone” Anti- 
Freeze. Set your own package price in 


Here’s the “‘Prestone” Anti-Freeze TV Network Line-up. Begins September 16th. Biggest ever! 


the circle provided and sell complete 
service instead of just a fill of anti-freeze. PACKAGE DEAL 
Your customers will be seeing the ae 

EARLY FROST “SPECIAL PACKAGE DEAL” 

poster on TV and will be urged to stop Ww 

at this sign for experienced service... Ve 

Oil Change, Lube Job, Complete Cooling ‘ 

System Check and “Prestone” Anti- | \\ 

Freeze. The sign is containedinthe FREE | \ 
\ 


e OIL CHANGE 


e LUBE JOB 


¢ COMPLETE COOLING 
ADIT 134 


e “PRESTONE” ANTI-FREEZE 


ACT NOW! SAVE MONEY! 
AS LOW AS $ 


- 
kit of ‘‘Prestone’’ Anti-Freeze dealer . 
helps that your supplier has for younow. \. 
Remember, for greater all-around profits, whic 


SELL ALL FOUR, NOT JUST ONE! 





SURFSIDE SIX ¢ ROARING 20’s e NCAA PRE-GAME e CAPTAIN OF DETECTIVES ¢ THE CORRUPTERS © ADVENTURES IN PARADISE 


NBC-TV SAT. NITE MAJOR MOVIES ¢ LAWRENCE WELK e NAKED CITY e THE OUTLAWS © LARAMIE © WORLD SERIES SPECIAL 


“Prestone”, “Eveready” and “Union Carbide” are registered trade-marks for products of 


UNION 
CARBIDE 
cat UNION CARBIDE CONSUMER PRODUCTS COMPANY . Division of Union Carbide Corporation - 270 Park Avenue, New York 17, N. Y. 
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Truckin’ 


by Jack Weed 





careful to hire only drivers who are 
safe drivers. Z 
The Drivotron produces real- 
istic traffic situations in wide- 
screen movies that are viewed 
from mock-up of a truck cab. It 
makes a continuous graph of the 
driver reactions to these situa- 

tions similar in appearance to a 

cardiographic record of a heart- 
beat. 

The cab is fully equipped with 
standard controls which the driver 
operates as he would those in a 
real vehicle. The cab swings as the 
steering wheel is turned. Pressure 
on the accelerator causes the needle 
of the device to rise corresponding- 
ly and the filmed roadway beyond 

(Continued on Page 34, Col. 3) 


Old Times 

HEN I went down to Cobo Hall 

in Detroit to take a look-see at 
the runoffs of the National Truck 
Roadeo whom did I run into but 
Walter Rockwell, of Rockwell- 
Standard Co. He was there in the 
interest of Rockwell Mfg. Division, 
which built the new driving simula- 
tor that is currently being promoted 
by Aetna Life Affiliated Companies, 
Hartford. 

Walter Rockwell is one guy I will 
never forget if I live to be a mil- 
lion. For some reason or other, 
when he and his brother Willard 
were both heading up activities at 
the old Timken-Detroit Axle Co., 
the base company of the current 
Rockwell-Standard empire, our 
makeup men in the composing room 
would invariably get Walter's 
photograph labelled Willard and 
vice versa. 

As things pertaining to Timken 
kinda came under my jurisdiction 
it would be up to me to write and 
run the “skin-back” (correction 
to most of you not in the pub- 
lishing business). 

Well, as an effort to get the 
brothers straightened out once and 
for all, I ran the pictures of both 
with the proper captions, which be- 
spoke our problem with the two 
names. I'll be darned if the proof 
of the squib didn’t come back to my 
desk with the captions reversed. 

Fortunately, I had an opportu- 
nity to correct that one before it hit 
the street or I don’t think either of 
the brothers would have ever spoke 
to me again. 


¥* 

Invaluable Aid 

HILE Walter still lives here in 

Detroit, I don’t see much of 
him any more since he has for- 
saken the ulcer end of the corpora- 
tion’s activities and puts in his time 
playing around with new develop- 
ments. 

Walter recognizes that there is a 
very much needed and useful de- 
vice in this Aetna Drivotron, as it is 
called, for the grading and training 
of drivers, especially for the over- 
road truck drivers where the oper- 
ating companies have to be very 


C. of C. Group 
On Transportation 


Meets This Week 


ASHINGTON. — The Chamber 

of Commerce of the United 
States has named Walter F. Carey, 
president of Automobile Carriers, 
Inc., Birmingham, Mich., chairman 
of its 1961-62 committee on trans- 
portation and communication. 

The committee will hold its 
first meeting in Detroit this week 
(Sept. 6 and 7). 

The group will study matters re- 
lated to transportation and com- 
munication and the legislation on 
these matters that is considered by 
Congress. The committee also rec- 
ommends chamber policies on these 
topics. 


Roadeo Crowns 
Swept by Two 


From Mason-Dixon 


CRACKERJACK driver team 
from the Mason and Dixon 
Lines captured top honors in the 
1961 National Truck Roadeo. The 
final competition for national hon- 
ors was held in Cobo Hall, Detroit. 
The Mason and Dixon drivers 
took two championships in the 
three-axle and the four-axle tractor 
trailer classes, while capturing run- 
ner-up honors in the straight truck 
class. A fourth driver for the firm 
placed third in the straight truck 
class. 

Remaining three national cham- 
pionships in the straight truck, 
tank truck and five-axle tractor 
trailer classes were won by Cletus 
C. Frank, Thomasville, N. C., with 
Akers Motor Lines; William F. 
Roesel, Winston-Salem, N. C., with 
Rosel Fuel Oil Service, and Arnold 
C. Alcorn, Stillwater, Minn., with 
the Standard Oil Division of the 
American Oil Co. 

The four-axle national champion 
was 41-year-old William J. Klein, 
Philadelphia, who also was the first 
recipient of the five-foot ebony and 
silver “champion of champions” 
trophy awarded on the basis of 
being the national champion with 
the longest safe driving record and 
the greatest number of years of 
service in the trucking industry. 
The trophy is sponsored by the In- 

(Continued on Page 19, Col. 1) 
+ * * 


* * 


* * * 


Cet Tae members include: 


Frederick W. Ackerman, Grey- 
hound Corp.; Russell B. Adams, 
Pan American World Airways, 
Inc.; George W. Albertson, F. W. 
Woolworth Co.; Marc F. Braeck- 


(Continued on Page 19, Col. 1) 


ATA Sponsors Roadeo— 

Cletus C. Frank, Akers Motor Lines, Inc., of North Carolina proved he was the best 
straight truck driver in the world as he maneuvered a White truck to top honors in 
this class at the ATA National Roadeo in Detroit. 











By Jack Weed 
Truck Editor 
mo truck dealers expect the last six months of this 
year to be at least 25 percent better than the first six 
months, especially on heavy-duty truck sales. This is the 


feeling of 67.4 percent of the 


top truck dealers queried in 
an AUTOMOTIVE NEWS survey. 

Anticipation of increased sales 
was just as evident among exclu- 
sive truck dealers as it was among 
those who also sell cars in their 
line. These dealers anticipated in- 
creases of from 10 to as high as 75 
percent. 

About 24 percent of the deal- 
ers queried said that current out- 
look for the remainder of the 
year was for about the same level 
of sales they had enjoyed to date. 
Quite a few surprisingly said that 
their truck business for the year 
to date had been good and well 
above last year for the same pe- 
riod. 

This seemed to be substantiated 
in that 87 percent of the dealers 
said that they have made good 
profits on their truck business thus 
far this year and deals on which 
they are now working seemed to 
hold out a promise of good profits. 

* * * 

eee: three out of every four 

dealers replying to the ques- 
tionnaire, however, said they were 
finding it difficult to maintain a 
reasonable profit on the bodies and 
other equipment which they sold on 
heavy-duty trucks in particular. 

Many of the dealers who were 
able to maintain a reasonable prof- 
it on body and equipment sales said 
they either did not make the sale 
if it wasn’t profitable or hid the 
body and equipment profits in a 
“package deal.” 

Dealers claimed, especially in 
some areas, that some body and 
equipment distributors were still 
selling these products to the re- 
tail buyers at wholesale prices, 
especially to fleet accounts. 

However, the results of this sur- 
vey seem to indicate that this con- 
dition in the truck retailing end of 
the business is much better than it 
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was a year ago and that more body 
and equipment distributors had ei- 
ther changed their operations to 
the extent that they were protect- 
ing the truck dealers they were 
working with or perhaps they were 
not as hungry for business as they 


were in the depression period when 
truck and equipment sales were 
down, 
HK * * 
ao also seems to be a trend 
by more truck dealers to try 
and get a profit on the bodies and 
equipment they sell rather than 
pass on these available extra prof- 
its to the truck buyer as the easiest 
way of closing the sale. 
Indications are that more and 
more truck dealers are beginning to 
realize that not only do they need 
(Continued on Page 23, Col, 1) 





Defensive Driving— 
Leland Hellestad, a national champion truck driver, avoids trouble when car ahead 











runs red light in a film used with the Drivotron, new driving simulator for use in 
measuring a driver's skills. Looking on are Joseph Intorre, left, Pennsylvania State 
University safety specialist who is assisting in the device's development, and Paul 
B. Cullen, manager of Aetna Casualty & Surety Co.'s Education Department, sponsor 










of the unit. 





3.8 Million Trucks Ripe 
For Early Replacement 


F PARTICULAR interest to 

dealers is the information in 
the 1961 edition of Motor Truck 
Facts about the number of trucks 
in the replacement-age groups. The 
booklet was released recently by 
the Automobile Manufacturers 
Assn. 

According to AMA, the aver- 
age age of the 11,967,688 trucks 
and commercial cars now in serv- 
ice is approximately 7% years. 
However, of prime importance 
from a sales standpoint is that 
the third and fourth largest 
groups of registered trucks are in 
the 9-to-12-year age groups. 

Vehicles five to six years old com- 
prise the largest group, represent- 
ing 8.1 percent of all units register- 
ed. The second largest “group (1-2 
years old) accounts for 8 percent of 
all trucks. The third largest group 
(7.9 percent) includes 10-to-11-year- 
old units. 

Other age groups and their share 
of the registrations follow: 

Nine to 10 years, 7.6 percent; four 
to five years, 7.5 percent; seven to 
eight years, 7.1 percent; three to 
four years, 6.7 percent; eight to nine 
years, 6.3 percent; 11 to 12 years, 
6.2 percent; two to three years, 5.8 
percent. 

* * * 


Big Market Is Seen 


NASMUCH as truckers want the 
highest efficiency possible in 
their transportation equipment, 
combined with the lowest possible 
cost of operation, the age break- 


down of the trucks and commercial 
cars should be an incentive to both 
dealers and salesmen to do some 
research in their area as to sales 
possibilities, especially since 318 
percent of all vehicles, or approxi- 
mately 3.8 million of the trucks 
now on the road, are 10 or more 
years old. Approximately 837,000 
trucks are 15 or more years old. 


This information, combined 
with the trends in the upgrading 
in the size of trucks over the 
10,000 GVW classification over 

(Continued on Page 22, Col, 3) 





Top Trucks 


*—New-truck registrations for six 
months, plus 32 states for July: 


1961 1960 
Pos, Make Pos, 
1—157,373 Chevrolet 176,973— 1 
2—151,224 Ford 156,305— 2 
3— 55,610 Internat. 62,209— 3 
4— 35,4389 GMC 44,260— 4 
5— 20,904 Dodge 23,659— 5 
6— 14,513 Willys 15,687— 6 
I— 7,044 White 8,608— 7 
8— 4,769 Mack 6,529— 8 
9— 3,032 Studebaker 2,614— 9 
10— 1,003 Diamond T  1,536—10 
1l— 458 Brockway 649—I11 

18,129 Mise. 24,392 

Total All Makes 
469,498 523,421 


Further details on Page 38. 
*—Connecticut not included for second 
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“Stop at this sign 








for expert service, 


SAYS THIS “PRESTONE” 





re TW COMMERCIAL! 


el 


PACKAGE DEAL 


at atl 
© Oll CHANGE 
UT): 


© COMPLETE COOLING 
SYSTEM CHECK 


* “PRESTONE” ANTI-FREEZE 


ACT NOW! say 


EMO 
AS LOW As “5 ONEY! 


The scene above is one in a series of ‘“Prestone” Anti-Freeze commercials. It features the importance of proper winter servicing by experienced and well-equipped dealers. 


Make sure you display the [3:\RUY FREY 
“Special Package Deal” poster featured on TV! 


Again, early this fall, “Prestone” Anti- 
Freeze will reach millions and millions of 
car Owners—your customers—to adver- 
tise your complete winterizing package 
on network TV. You can best cash in on 
this advertising by displaying the new 
EARLY FROST “SPECIAL PACKAGE DEAL” 
poster...and by promoting complete 
winterizing service right now! 

This postef sells your own special 
package deal for ALL FOUR pre-winter 
service jobs, including ‘‘Prestone” Anti- 
Freeze. Set your own package price in 


Here’s the “Prestone” Anti-Freeze TV Network Line-up. Begins September 16th. Biggest ever! 


SURFSIDE SIX ¢ ROARING 20’s @ NCAA PRE-GAME e CAPTAIN OF DETECTIVES © THE CORRUPTERS © ADVENTURES IN PARADISE 
NBC-TV SAT. NITE MAJOR MOVIES e LAWRENCE WELK e NAKED CITY ¢ THE OUTLAWS © LARAMIE © WORLD SERIES SPECIAL 





UNION 
CARBIDE 









Fok 


SPECIAL 
PACKAGE DEAL 


OT 
e OIL CHANGE 
e LUBE JOB 


mee) ab ape a) ie 
SYSTEM CHECK 


e “PRESTONE” ANTI-FREEZE 


ACT NOW! SAVE MONEY! 
ASLOWAS ($ 





the circle provided and sell complete 
service instead of just a fill of anti-freeze. 
Your customers will be seeing the 
EARLY FROsT “SPECIAL PACKAGE DEAL” 
poster on TV and will be urged to stop 
at this sign for experienced service... 
Oil Change, Lube Job, Complete Cooling 
System Check and “Prestone” Anti- 
Freeze. The sign is contained in the FREE 
kit of ‘‘Prestone’’ Anti-Freeze dealer 
helps that your supplier has for you now. 
Remember, for greater all-around profits, 
SELL ALL FOUR, NOT JUST ONE! 










“Prestone”, “Eveready” and “Union Carbide” are registered trade-marks for products of 


UNION CARBIDE CONSUMER PRODUCTS COMPANY . Division of Union Carbide Corporation - 270 Park Avenue, New York 17, N. Y. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


in comparison with 36 in June and 


63 in July, 1960. 
—FrRANK HARRINGTON. 
ok * * 


Albuquerque 
New-car registrations for Berna- 
lillo County (Albuquerque), N. M., 
totalled 651 in July, a slight de- 
crease from June’s 681. New-truck 
registrations were 92, compared 
with 88 for June. 

By makes, new-car registrations 
were: Ford, 104; Chevrolet, 89; 
Rambler, 70; Falcon, 43; Corvair, 
35; Cadillac, 29; Mercury, 28; 
Plymouth, 26; Comet, 25; Dodge, 
23; Oldsmobile, 19; Studebaker, 
19; Pontiac, 17; Buick, 15; Chrys- 
ler, 15; Valiant, 7; F-85, 5; Lin- 
coln, 5; Buick Special, 5; Tempest, 
5; Willys, 4; Imperial, 1, and mis- 
cellaneous, 36. 

Truck registrations were: Chevro- 
let, 31; Ford, 26; International, 12; 
Falcon, 10; Dodge, 9; Reo, 2; Cor- 














month earlier and 237 a year ear- 
lier. 

By makes, they were: Ford, 76; 
Chevrolet, 61; International, 41; 
GMC, 16; Studebaker, 10; White, 5; 
Willys, 5; Divco, 3; Diamond T, 2; 
Dodge, 2; Mack, 1, and miscellane- 
ous, 1. 
















Rochester, N. Y. 
New-car registrations in Monroe 
County hit 3,019 in June, compared 
with 2,969 in July last year. This 
was the first month in the current 
year in which registrations forged 
ahead of the corresponding month 
a year ago. Of these 3,019 registra- 
tions, 2,883 were American cars, a 
gain of 88 over the figure for the 
same category a year ago. 

Total new-car registrations for 
the year now stand at 18,690, com- 
pared with 20,532 for the first seven 
months of 1960. A total of 17,880 
American cars have been registered, 
compared with 19,417 in the similar 
period last year. Foreign-car regis- 
trations so far this year have 
reached 810, compared with 1,115 a 
year ago. 

June has been the best month in 
1961 with 3,110 cars registered, 
compared with 3,387 in the same 














Charleston, S. C. 
New-car registrations in Charles- 
ton, S. C., totalled 457 in July, com- 
pared with 563 in June. 

By makes, registrations were: 
Ford, 144; Chevrolet, 100; Ram- 
bler, 39; Comet, 27; Plymouth, 26; 
Oldsmobile, 22; Pontiac, 22; 
Buick, 19; Volkswagen, 12; Re- 
nault, 10; Mercury, 6; Chrysler, 5; 
Cadillac, 4; Dodge, 4; English 
Ford, 3; Lincoln, 2; Metropolitan, 
2; Imperial, 1, and miscellane- 
ous, 4, 

New-truck registrations, mean- 




















Two In a Row— 


When John C. Stepp won his second Quality Dealer Award in two years for his 
Imperial Motors of Anchorage, Alaska, his plaque was delivered in person by E, M, 
Braden, right, Chrysler-Plymouth general sales manager. Stepp, a transplanted Detroit 
automobile worker, opened Imperial Motors in 1959, won his first award the following 





















month in 1960. 


New-car registrations, month by 


month, in‘Monroe County were: 
January, 1,976; February, 1,536; 
March, 2,558; April, 2,711; May, 
3,106; June, 3,110, and July, 3,019. 
—Howarp Durry 
* * ok 


Toledo 


A total of 1,385 new cars were 
registered during July in the Toledo 
area, compared with 1,571 in June 
and 1,662 in July, 1960. 

By makes, registrations were: 
Ford, 375; Chevrolet, 351; Pon- 
tiac, 114; Buick, 78; Plymouth, 
73; Rambler, 68; Comet, 60; Olds- 
mobile, 56; Mercury, 39; Dodge, 
38; Cadillac, 31; Volkswagen, 24; 
Renault, 23; Studebaker, 18; 
Chrysler, 16; Imperial, 2; Lincoln, 
2; Willys, 1, and miscellaneous, 
16. 

New-truck sales totalled 131, 
compared with 120 a month ear- 
lier and 124 a year earlier. By 
makes, they were: Chevrolet, 50; 
Ford, 45; International, 12; GMC, 
8; Willys, 5; Dodge, 3; White, 1, 
and miscellaneous, 7. 

* * * 


Detroit 
Registrations of new cars in De- 
troit and Wayne County totalled 
9,446 in July, compared with 10,135 
in June and 12,463 in July a year 
ago. 

By makes, July registrations 
were: Ford, 2,044; Chevrolet, 1,824; 
Falcon, 707; Corvair, 486; Comet, 
470; Pontiac, 427; Mercury, 410; 
Plymouth, 348; Rambler, 332; Olds- 
mobile, 307; Buick, 293; Cadillac, 
274; Valiant, 202; Dodge, 183; Re- 
nault, 159; Volkswagen, 153, and 
Chrysler, 139. 

Tempest, 139; Lancer, 127; 
Buick Special, 99; F-85, 91; Lin- 
coln, 42; Simca, 41; English Ford, 
25; Fiat, 17; Metropolitan, 16; 
Studebaker, 16; Sunbeam, 11; 
Volvo, 11; Triumph, 10; Peugeot, 
7; Imperial, 6; Austin-Healey, 5; 
Willys, 4; Mercedes-Benz, 3; 
Opel, 3; MG, 2; Saab, 2, and mis- 
cellaneous, 11, 

New-truck sales, which number- 
ed 526 in July, were off from 578 a 
month earlier and 729 a year ear- 
lier. 

By makes, they were: Ford, 219; 
Chevrolet, 138; Dodge, 52; Inter- 
national, 37; Corvair, 25; GMC, 23; 
White, 8; Falcon, 6; Autocar, 4; 
Willys, 2; Diamond T, 1; Mack, 1; 


Studebaker, 1, and miscellaneous, 9. 
x 


* co 


Cincinnati 

July new-car registrations in 
Hamilton County (Cincinnati) to- 
talled 2,775, compared with 3,245 a 
month earlier and 3,090 a year ear- 
lier. 

The July count by makes was: 
Chevrolet, 813; Ford, 580; Olds- 
mobile, 218; Pontiac, 215; Ram- 
bler, 206; Buick, 186; Plymouth, 
128; Comet, 91; Dodge, 80; Volks- 
wagen, 56; Mercury, 44; Cadillac, 
33; Chrysler, 25; Renault, 17; 
Metropolitan, 13; Studebaker, 12; 
Lincoln, 8; English Ford, 6; Mer- 
cedes-Benz, 6; Triumph, 6; Impe- 
rial, 5; MG, 5; Austin, 4; Simca, 
4; Fiat, 3; Peugeot, 3; Porsche, 2; 
Sunbeam, 2, and miscellaneous, 4. 

New-truck registrations in July 
were 223, compared with 221 a 

















while, rose to 77 from 58. They 
were divided as follows: Chevrolet, 
28; Ford, 26; International, 18; 
GMC, 2; Volkswagen, 2, and Mack, 
3 








* * s 


Sioux Falls, S. D. 


The 300 new cars registered in 
Minnehaha County (Sioux Falls), 
S. D., in July exceeded the 228 tabu- 
lated in June but fell below the 
July, 1960 total of 356. 

By makes, they were: Chevrolet, 
113; Ford, 39; Dodge, 22; Rambler, 
21; Plymouth, 20; Oldsmobile, 17; 
Pontiac, 15; Volkswagen, 14; Buick, 
13; Chrysler, 8; Cadillac, 3; Tem- 
pest, 3; Valiant, 3; Mercury, 2; Stu- 
debaker, 1; Imperial, 1; Comet, 1, 
and miscellaneous, 4. 

New trucks totalled 57 for July, 





Hydra-Ride Rep Named 

CLEVELAND.—Cummins Diesel 
of Northern Ohio, Inc., 14500 
Broadway Ave., has been appointed 
a distributor for Hydra-ride ac- 
cumulators, made by Parker-Han- 
nifin Corp. 














Free Stamps Hypo Sales 


7S July promotion at Nalley 
Chevrolet, Atlanta, has been so 
successful that it was continued for 
another month, according to Char- 
les H. Prince, general manager, 
who reported a 30 percent increase 
in sales due primarily to the use 
of trading stamps. 

The firm gave 10,000 free stamps 
with the purchase of any new 1961 


Pioneer Dealer— 


Walter A. Deal, president, Deal Buick, 
Inc. (Buick-Mercedes-Opel-Lark), Asheville, 
N. C., plays role of Daniel Boone in Pio- 
neer Day parade to observe the 165th an- 
niversary of the North Carolina city. Deal, 
in Indian moccasins and carrying long- 
barreled rifle, represented both the auto 
dealers and the Asheville Merchants Assn., 
the latter of which he is president. 










vair, 1, and GMC, 1. 


* * * 







—Vepa N. Conner. 





year. In the first five months of this year, Stepp’s sales were 10.54 percent of the 
market for Plymouth and Valiant, 3.47 percent for Chrysler, and 1.01 percent for Im. 
perial. Others at presentation, from left, were: W. A. Eliason, Portland regional man- 
ager, and O. D. Thomas, Western area sales manager. 










Houston 

A total of 3,891 new cars and 570 
new trucks were sold in Houston in 
July, with the new-car total divid- 
ed as follows: 

Chevrolet, 991; Ford, 614; Falcon, 
405; Comet, 191; Pontiac, 179; Ram- 
bler, 177; Oldsmobile, 163; Corvair, 
148; Buick, 129; Volkswagen, 124; 
Cadillac, 84; Buick Special, 78; Val- 
iant, 66; Dodge, 65; Tempest, 60; 
Plymouth, 57; Chrysler, 49; F'-85, 
49; Studebaker, 34; Mercury, 28; 




















Capsule Reports ... 














Demonstration Conference will be 
held at the University of Minnesota 






Auto News in Brief 


MINNEAPOLIS. — The Fifth| rently is running at 1,150 units a 
Stapp Automotive Crash and Field | day. 





How They're Pushing Sales... 


Dealer Ad Ideas 





Renault, 28; Austin-Healey, 21; 
Lancer, 16; Lincoln, 16; Volvo, 16; 


des-Benz, 12; Datsun, 11; Peugeot, 


rial, 6; Willys, 4; DKW, 3; Fiat, 3; 
Vauxhall, 3, and miscellaneous, 10. 

New-truck registrations were: 
Chevrolet, 238; Ford, 192; Interna- 
tional, 46; GMC, 36; White, 14; 
Dodge, 10; Willys, 9; Volkswagen, 
8; FWD, 7; Mack, 6; Kenworth, 2; 
Autocar, 1, and Reo, 1. 

—Rusy FENOGLIO 










Chevrolet or Corvair, and 5,000 with 
any “OK” used car. 

Jack Alexander, advertising man- 
ager, planned the campaign that 
combined the stamps with con- 
sistent small ads in the daily news- 
papers and sponsorship of an early 
evening news broadcast. 

One new feature was added to 
Nalley’s August: promotion. Since 
Wednesday has always been a 
slack day for sales, double value 
stamps were given then to hypo 
business. As a result, inventory was 
cut way down, said Prince. 

* * 


Moran Makes Big Splash 


IM MORAN, president of Cour- 
tesy Ford, Chicago, realized a 





‘| five-year dream when 31-year-old |‘ 


Ted Erickson, a Chicago research 
engineer, completed a 40-mile swim 
across Lake Michigan from Chi- 
cago to Michigan City, Ind., in 36 
hours and 37 minutes under Mor- 


an’s sponsorship. 


For five years, Moran has been 
grooming and sponsoring the best 
swimmers in the country to make 
the swim. 

Erickson’s accomplishment wil] 
cost Moran $100 per mile for a total 
of $3,675, but he said he feels it 
is worth it because “it gives Chi- 
cago a winner and doesn’t hurt our 
car sales a bit.” 

* * * 


Children Bring In Prospects 


ULL-DOBBS, Memphis Ford 

dealer, employed an appeal to 
the small fry to get their parents 
into the showroom. 

The dealership offered boys and 
girls free copies of the book, Misty 
Makes a Movie, if they visited the 
showroom accompanied by one or 
both of their parents. 

The promotion was staged while 
the movie, “Misty,” was playing in 
Memphis. 






Metropolitan, 13; MG, 13; Merce- 







10; Triumph, 9; Hillman, 6; Impe- 

































here Sept. 14-16. 
The conference 


death and injuries sustained in 


automobile accidents. The Ameri- 
can Assn, for Automotive Medicine 
is cooperating with the sponsors of 


the conference. 
~ * * 


Monroe Auto Equipment 


To Enlarge Two Plants 


MONROE, Mich.—To meet a 
sharply increasing demand for 
shock absorbers, Monroe Auto 
Equipment Co. has announced it 
will double the size of its new- 
est plant, dedicated less than two 
months ago. 

W. D. McIntyre, general man- 
ager, said construction will start 
immediately on the plant addi- 
tion at Cozad, Neb., and that ad- 
ditional facilities will be added 
at once in the Hartwell (Ga.) 
plant of the company to increase 
production capacity there. The 
projects will cost $1.5 million, he 
said. 

* * * 


Ford of Germany Hikes 


6-Month Output 20 Pct. 


COLOGNE, West Germany. — 
Ford of Cologne announced that it 
produced 130,000 vehicles in the 
first six months of this year, an in- 
crease of 20 percent over the simi- 
lar period of 1960. Production cur- 
























Brookwood for BU— 


Milton Herman, left, Belmont, Mass., 
president of Porter Chevrolet, Cambridge, 
Mass., presents the keys of a new 1961 
Chevrolet station wagon to Randall W. 
Weeks, alumni affairs director at Boston 
University. Herman, an alumnus of the Uni- 
versity makes an annual presentation of a 
wagon to the university's Alumni Assn. 


is designed to 
determine which structural parts 
of an automobile may contribute to 








From January to June, the com- 
pany said, 74,000 units were sold in 
the domestic market, a gain of 328 
percent over the 1960 figure. Ex- 
ports rose 18.4 percent during the 
period, Ford said. 

* * * 


U. S. Guide Lists Sources 


Of Distribution Information 


WASHINGTON.—A new booklet, 
Guides to Information Sources for 
Education in Distribution, has been 
prepared by the Commerce Depart- 
ment’s Office of Distribution, Busi- 
ness and Defense Services Adminis- 
tration. 

It is designed as a comprehensive 
key to the latest and most signifi- 
cant material that can be used in 
studies involving marketing, dis- 
tribution, merchandising, sales pro- 
motion, advertising and allied fields, 
the agency said. 

* * * 


CD-850 Transmission Qutput 


Hits 25,000 Mark at Allison 


INDIANAPOLIS, — The 25,000th 
CD-850 ordnance transmission to 
be produced by General Motors’ Al- 
lison Division has been presented 
to Lt. Col. Joseph E. McKinney, 
deputy chief of the Cincinnati Ord- 
nance District, by Harold H. Dice, 
Allison general manager. 

First produced in 1949, the 
CD-850 had been fully field-tested 
and was in quantity production by 
the time of the Korean conflict, 
during which the transmission saw 
service in a nearly version of the 
General Patton 50-ton tank. 

* * oK 


Hot-Weather Buyers Like 


Light Colors, Study Indicates 


CHICAGO. — New-car buyers 
this summer have shown a pref- 
erence for light-colored autos, ac- 
cording to a survey by Holland 
Color & Chemical Co. However, 
choice probably will switch to 
darker hues as the weather gets 
colder, the company said. 

The survey showed white, tan, 
beige, light brown and gray top 
the list of favorite shades. Only 
exception among the light-toned 
leaders is black, a constant fav- 
orite. Some makers indicated that 
light colors seem to be more in 
demand in the sunny states, while 
darker colors are more popular 
in the cooler climes. 

* * * 


PPG Enters Italy 


PITTSBURGH.—Pittsburgh Plate 
Glass International, S, A., Geneva, 
Switzerland, has announced the in- 
corporation in Italy of a new whol- 
ly owned subsidiary to be known 
as Pennitalia, S.p.A. 
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At National Roadeo ... 
————————————————— 
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2 Champs from One Firm 


(Continued from Page 16) 


ternational Brotherhood of Team- 
gters and will be offered annually. 
* 


* * 

VETERAN of 25 years as a 
A truck driver, Klein has a per- 
fect no-accident record extending 
pack to 1943. During the past 18 
ears he has driven his large rig 
some 500,000 miles through all types 
of traffic in all types of weather 
without so much as scratching a 
fender. 

This was Klein’s second national 
championship. He took his first in 
1957. 

The second national champion- 
ship won this year by Mason and 
Dixon went to William G. Con- 
tres, 30, a fellow-Pennsylvanian 
from York, in the three-axle cate- 


C. of C. Group 
On Transportation 


Meets This Week 


(Continued from Page 16) 


el, Sinclair Refining Co.; J. L. 

Burke, Service Pipe Line Co.; 

Walter K. Cabot, Johnson and 
Johnson; Hal N. Carr, North Cen- 
tral Airlines, Inc.; Carmack Coch- 

ran, Nashville Transit Co.; Leon- 
ard K. Crawford, Crawford, Mur- 
phy & Tilly; Edward B. Cros- 
land, American Telephone & 

Telegraph Co. 

Neil J. Curry, California Cartage 
Co., Inc.; John J. Dee, Anderson, 
Clayton & Co.; John C, Emery, 
Emery Air Freight Corp.; Sam H. 
Flint, Quaker Oats Co.; Charles 
W. L. Foreman, United Parcel Serv- 
ice; John H. Frederick, University 
of Maryland; W. Arthur Grotz, 
Western Maryland Railway Co.; 
Lloyd L. Gunkelman, R. F, Gunkel- 
man & Sons; Herbert E. Harper, 
Public Service Coordinated Trans- 
port; Kenneth W. Heberton, West- 
ern Union Telegraph Co.; Hunter 
Holding, Equitable Life Assurance 
Society. 

* a * 

TEPHEN Y. HORD, Brown 

Brothers Harriman & Co.; Wil- 
lam B. Johnson, REA Express; 
Clisbee Kimball, Utah-Idaho Sugar 
Co; Edgar F. Luckenbach jr., 
Luckenbach Steamship Co., Inc.; R. 
A. Lumpkin, Illinois Consolidated 
Telephone Co.; Robert S. Macfar- 
lane, Northern Pacific Railway Co.; 
Malcolm A. MacIntyre, Eastern Air 
Lines, Inc.; Harry O. Mathews, Ar- 
mour & Co.; Frederic N. Melius jr., 
United States Freight Co.; George 
S. Patterson, Buckeye Pipe Line. 

Alexander Purdon, United 
States Lines Co.; William E. Rine, 
Storer Broadcasting Co.; William 
L. Robinson, Sears, Roebuck & 
Co.; D. J. Russell, Southern Pa- 
cific Co.; George H. Seal, C. H. 
Sprague & Son Co.; Harry W. 
Shepard jr., Stanwix Autopark; 
P. M. Shoemaker, Erie - Lacka- 
wanna Railroad Co.; John E. 
Slater, McGraw-Hill Pub. Co., 
Inc.; Homer A, Strauser, Crooks 
Terminal Warehouses, Inc.; L. P. 
Struble jr. Union Barge Line 
Corp. 

Henry Stuart, Addison Airport; 
James M. Stuart, Stanley Works; 
Charles C. Tillinghast jr. Trans 
World Airlines, Inc.; Clinton H. 
Vesselius, Olin Mathieson Chemical 
Corp.; Kenneth L. Vore, United 
States Steel Corp.; E. Hornsby 
Wasson, New Jersey Bell Telephone 
Co.; John L. Weller, Seatrain Lines, 
Inc.; E. S. Wheaton, Wheaton Van 
Lines, Inc.; A. L, M. Wiggins, At- 
lantic Coast Line Railroad Co.; 
Light B. Yost, General Motors 
Corp.; Paul F. Yount, Gonsolidated 
Freightways, Inc., and Secretary: 
Gerald W. Collins, manager, trans- 
portation and communication de- 
partment of the chamber. 


Divco Names Export Agent 


DETROIT.—Diveo Truck Divi- 
sion, Divco-Wayne Corp., has 
named Mid-Atlantic Warehousing, 
Inc., with principal offices in New 
Jersey, as its truck and parts ex- 
port agent in 63 countries, accord- 
ing to Raymond E. Miller, Divco- 
Wayne sales and marketing vice- 
president. 


gory. This was Contres’ first na- 
tional title. He had competed in 
the National Roadeo once before. 
In the straight truck class Cletus 
Frank, 32, with Akers Motor Lines, 
ran up the highest point score of 
any of the finalists to keep a third 
national championship from Mason 
and Dixon drivers Vincent J. Stev- 
ens, 29, Manchester, Pa., and 
George C. Romano, Secaucus, N. J. 
Frank compiled a score of 472 
points in winning the first National 
Roadeo in which he had ever com- 
peted. The highest score of any 





Wellman Offers Bulletins 


BEDFORD, O.—S. K. Wellman 
Co. is offering a new series of serv- 
ice bulletins. Subjects of the first 
three issues are: Riveting of metal- 
lic blocks or facings, circle grind- 
ing of Velvetouch Feramic truck 
brake blocks, and copper steering 
brake block sets. 








contestant throughout the entire 
Roadeo was earned by Klein, who 
obtained 477 points out of a pos- 
sible 530 in the semifinals. 


a * Eo 
HE three Mason and Dixon 
drivers — Klein, Contres and 


Stevens—together with Michael J. 
Ostoich, 38, Philadelphia, also 
brought home to their home state 
of Pennsylvania the coveted State 
Assn. Team Trophy, presented an- 
nually to the state whose team of 
drivers obtains the highest average 
score of any of the states repre- 
sented. Ostoich, a driver for Coastal 
Tank Lines of York, Pa., placed 
second in the tank truck class. 


The national tank truck cham- 
pion was another North Carolina 
driver, William F. Roesel, 37, Win- 
ston-Salem. In winning his first 
national title, Roesel beat Ostoich 
by 60 points and Lewis D. Gooch 
of Humble Oil and Refining Co., 
Richmond, Va., by 69 points. Gooch 
was the only defending champion in 
the Roadeo this year. Roesel repre- 
sented the Roesel Fuel Oil Service. 

The closest battle for a Roadeo 
championship was waged in the 
big fixe-axle tractor trailer class. 

Emerging victorious by a narrow 

four-point margin was Arnold C. 

Alcorn, Stillwater, Minn., a driver 





for the Standard Oil Division of 
the American Oil Co. He scored 
395 points to Henry F, Fleisch- 
mann’s 391. Fleischmann, 31, 
drives out of the Toledo terminal 
of Transamerican Freight Lines 
of Detroit. 


The Charles G. Morgan Memorial 
Award was won by Clyde W. Lutz, 
38, Cherryville, N. C. The driver for 
the Carolina Freight Carriers Corp., 
was adjudged to best typify the 
qualities of courtesy, safety, per- 
sonality, character and skill re- 
quired of a “gentleman of the high- 
ways.” 

ok * Oo 
ba petdnge wage champions in each of 
the five classes of Roadeo com- 
petition will receive $50 a month 
for a year, while runners-up will 
receive $30 monthly for the same 
period. 

Winners in each of the classes 
were: 

Straight or delivery truck class: 
Cletus C. Frank, 32, Thomasville, 
N. C., driving a White, Akers Mo- 
tor Lines, Inc.; Vincent J. Stevens, 
29, Manchester, Pa., driving an In- 
ternational, The Mason and Dixon 
Lines, Inc., and George C. Romano, 
International, Secaucus, N. J., The 
Mason and Dixon Lines. 

Three-axle tractor trailer class: 
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William G. Contres, 30, York, Pa., 
International - Trailmobile, The 
Mason and Dixon Lines, Inc.; 
Clyde B. Poore, 35, Richmond, 
Va., International - Trailmobile, 
Hennis Freight Lines, Inc., and 
Fred T. Lauro, 33, Akron, O., In- 
ternational-Trailmobile, Roadway 
Express, Inc. 


Four-axle tractor trailer class: 
William J. Klein, 41, Philadelphia, 
Pa., Mack-Trailmobile, The Mason 
and Dixon Lines, Inc.; Bonnie A. 
Robison, 46, Memphis, Tenn., White- 
Trailmobile, Southwestern Trans- 
portation Co., and Frank Calvert, 
22, Birmingham, Ala., International- 
Fruehauf, Harvey Ragland Co., Inc. 

Five-axle tractor trailer class: 
Arnold C. Alcorn, Stillwater, Minn., 
GMC-Trailmobile, Standard Oil 
Division of the American Oil Co., 
and Henry F. Fleischmann, 31, 
Toledo, Mack-Fruehauf, Trans- 
american Freight Lines, Inc., De- 
troit. 

Tank Truck Class: William F. 
Roesel, 37, Winston-Salem, N. C., 
International-Fruehauf, Roesel Fuel 
Oil Service; Michael J. Ostoich, 38, 
Philadelphia, International - Fr u e- 
hauf, Coastal Tank Lines, Inc., and 
Lewis D. Gooch, Richmond, Va., 
Mack-Trailmobile, Humble Oil and 
Refining Co. 





New 


Fruehauf 
VolumexVan 


Truck 


Win Wide 
Customer 
Acceptance! 





1961 


Bodies 


| 


Sed 








The new 1961 Fruehauf Aluminum Volumes Van Truck Bodies are joining 
fleets all across America. They are ready to help you earn more, too! See the 


first and only truck body built to the strength of a 


Branch. 

Aluminum VolumexVan Truck Bodies are easily and quickly assembled, 
either at your Fruehauf Branch or in your own shop. Your choice of weight- 
saving aluminum beaded panel or exterior post design. Wide choice of doors, 
options and lengths to fit your hauling needs. 


Trailer at your local Fruehauf 


“ENGINEERED TRANSPORTATION” — The Key to Transportation Savings 





TRUCK BODIES 


FRUEHAUF TRAILER COMPAN 
10952 Harper Avenue °@ 


Please send me complete information on your Trailer-Strong 1961 Volume yx Van 
Truck Body. 


Name 





Address 
City 


Company_ 


(please print) 


Detroit 32, Michigan 





State 
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AND THE 242 
ALL-AMERICAN 


SOAP BOX 
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The eyes of this nation and many a one overseas centered 
on Akron, Ohio, on August 20 for the 24th running of the 
All-American Soap Box Derby. Climaxing months of excite- 
ment, anticipation and preparation, 152 young champions 
from America and foreign lands flashed across the finish 
line at Derby Downs in homemade racing cars. Once again 
a new champion of champions was crowned. And, once 
again, the All-American Soap Box Derby showed what 
makes it the ‘greatest amateur racing event in the world.” 


Top thrill of the thrill-packed Derby Day came as 
Richard Dawson, Wichita, Kans., won the 24th All- 
American. And for each of 151 other boys came the 
once-in-a-lifetime experience of competing in the 
Derby, locally and nationally. 

For the Derby sponsors—newspaper, radio, tele- 
vision, civic and fraternal groups and Chevrolet 
dealers—it was a rewarding experience to see the 
eloquent thanks written a thousand times over in the 
faces of all the Derby boys. We’re happy to be asso- 
ciated with these civic-minded organizations whose 
efforts help make and continue the Derby, ‘‘the 
greatest amateur racing event in the world.” ... 
Chevrolet Division of General Motors, Detroit 2, Mich. 








1. Jack Izard, Chevrolet advertising manager, awards the Oil Can 
Trophy to TV Star George Maharis, winner of the popular pre-Derby 
event for celebrities. ‘Left to right are Singer Eddy Arnold, honorary 
starter, Maharis, Izard, and TV actors Martin Milner and Peter 
Brown, the two other contestants. 


2. Soap Box Derby champions from the Philippines, Venezuela, West 
Germany, Puerto Rico and Hawaii meet at the Derby. 


3. Opening spectacle of the 1961 All-American Soap Box Derby at 
Akron is the Parade of Champions, led by the Derby boys carrying 
their city pennants. The parade included more than 2,500 people in 
50 bands and magching units and was seen by a crowd of about 75,000, 


4. K. E. Staley, general sales manager of Chevrolet, presents the $5,000 
first place college scholarship award to the 24th All-American winner 
Richard Dawson, 13, of Wichita, Kans., at the Banquet of Champions 
attended by more than 1,700 guests. 


5. E. N. Cole, Chevrolet general manager and a vice president of General 
Motors, awards the 24th All-American championship trophy to winner 
Richard Dawson, Wichita, Kans., as the champ’s mother, Mrs. Richard 
Dawson, looks on. 
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Newcomer fo Recreation Fleet— 


George Kearney, new-car sales manager, Bob Ford, Inc. (Ford), Dearborn, explains 
features of a converted Econoline van to Karen Southway, right, Miss Michigan, and 
her mother, Mrs. Hazel Southway. The mahogany-panelled camper is the newest 
member of Ford's Recreation Fleet, and features an upholstered couch, table, ice 
chest, built-in wardrobe, water tank, four screened and gear-operated windows and 
portable stove. At night the couch pulls out into a double bed. 


“$2000 per month 
in plus business” 


“In the last six months, Pennzoil’s 
Service Needed program has increased 
our volume approximately $2000 

per month, parts and service. 


“Tt is one of the finest programs 
presented to us in the 20 years 

that we have featured Pennzoil, and 
one of the best we know of that is 
directly concerned with automotive 
industry Service Departments.” 


HAROLD PARMENTER, Owner 
Parmenter Pontiac Company, Eugene, Oregon 
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3.8 Million 


Trucks 


Ripe for Replacement 


(Continued from Page 16) 


the last 10 years, should give 
practically any salesman enough 
sales ammunition. The only other 
thing he needs is a knowledge of 
his own product to create an in- 
terest in replacement of a cur- 
rent vehicle with at least one 
third of all owners. 

In 1949, figures show that 45.5 
percent of all commercial vehicles 
were in the 6,000-pounds-and-under 
classification, and 24.8 percent were 
in the 6,001-10,000 GVW group. The 
next largest group was 14,001-16,000 
GVW, which represented 15.3 per- 
cent of all purchases. 

That year 7.5 percent were in the 
10,001-14,000 GVW group; 3.3 per- 
cent were 16,001-19,500 GVW; 2.1 
percent were 19,501-26,000 GVW, 
and 1.5 percent were over 26,000 
GVW. . 

With improved engineering, more 


power, larger axles and better 
brakes, we find that in 1960 the 
buyers changed nearly the entire 
size picture. 

Last year 55.1 percent were 6,000 
pounds or less, 15.4 were 6,001-10,000 
GVW, the 10,001-14,000 GVW size 
almost disappeared from the pic- 
ture as it represents but one per- 
cent of registrations. 

* * * 

“— former largest grouping of 

medium-sized units hasn’t fared 
much better as it now represents 
but 2.9 percent of registrations. 
Buyers have moved to the 16,001- 
19,500 GVW range for 14.3 percent 
of their purchases, and the heavy- 
duty classifications have increased 
perceptibly. 

The 19,501-26,000 GVW class 
now represents 5.7 percent of all 
trucks bought that year, and the 





Give your business a boost with Pennzoil’s 


“BIG 3” profit plans. One...or all... of these plans, 
backed by Pennzoil performance, will make more money for you. 


PLAN 1-—Follow-up Promotion System... 
Brings in customers oftener for more services. 


PLAN 2 —Lifetime Lubrication Program... 
Ties customers to your service for the life of their cars. 


PLAN 3-— Custom-tailored Warranty Program... 
Helps you sell more cars at better prices. 


You get these advantages when you handle Pennzoil: supreme quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new and used car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 


satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 












———. 


over 26,000 GVW class has grown 
to 5.6 percent of purchases, 

Purchases in the 10,000-GVvw. 
and-under class have stayed prag. 
tically the same down through the 
years. In 1949 this group represent. 
ed 70.3 percent of the market, while 
last year it represented 70.5 per. 
cent. 

The sale of 10,001-14,000 Gvws 
has declined steadily each year 
since its high of 7.5 percent in 1949, 
The 14,001-16,000 GVW group hit its 
peak in 1951, when it representeg 
19.6 percent; the 16,001-19,500 Gvw 
group hit its peak last year; the 
19,501-26,000 GVW group hits its 
peak in 1952 with 8.7 percent, ang 
the over 26,000 GVWs hit their peak 
in 1956 with 7.4 percent. As both of 
these latter heavy-duty classificg. 
tions are influenced materially by 
economic conditions and state 
weight laws, we may see a gradual 
return to their top preference rat. 
ing in the very near future. 

* * * 


Facts on Diesel Units 


AS to Motor Truck 
Facts, there were 210,849 diege} 
trucks and 49,125 diesel buses in 
service in 1960. There has been a 
definite upgrading of sizes of trucks 
in which diesel power is used in 
the last 10 years. 

Of the 13,931 diesel trucks sold 
in 1951, 4,165 were in the 19,501- 
26,000 GVW range and only five 
in the 16,001-19,500 GVW size. All 
others were in the over-26,000 
GVW sizes. 

In 1960, however, of the 30,960 
diesel trucks sold, 30,128 were in the 
over-26,000 GVW range. The diese] 

engine had slipped from powering 
4,165 trucks in the 19,501-26,000 
GVW size to but 417 units. A total] 
of 296 trucks in the 16,001-19,500 
GVW class were diesel powered, 
however, as well as 72 in the 14,001- 
16,000 GVW and 47 in the 10,001- 
14,000 GVW sizes. 

Los Angeles County is the home 
base for the most trucks registered 
in any county in the United States, 
with 334,734 registrations. Cook 
County (Chicago) ranks second 
with 117,588 units, the five boroughs 
of New York are third, with 114,877, 
and Wayne County (Detroit) igs 
fourth, with 83,538 registrations, 

* * * 

HE use of forward-control units 

for multistop delivery service 

has grown in the past nine years 
from 17,171 sales in 1952 to 30,074 
units in 1960. 

The same percentage (21.2 per- 
cent) of the entire truck produc- 
tion that was exported in 1925 
was exported again in 1958, Last 
year 18.6 percent of production or 
215,841 vehicles were exported. 

Brazil was the largest importer of 
U. S.-built trucks with 49,851 trucks 
and two buses. The Argentine was 
the American truck makers’ second 
largest customer, having imported 
28,636 units. Mexico was third, tak- 
ing 19,775 units. 

Turkey was the largest European 
customer, taking 5,114 trucks, and 
India the largest Asian customer 
taking 9,541 units. The Union of 
South Africa was the largest cus- 
tomer in Africa, taking 6,907, while 
Australia imported 1,726 units, tops 
in the Oceanic group. 

Nations in South America were 
by far America’s best truck custom- 
ers, taking 111,336 of the 198,903 
trucks and commercial cars that 
were exported. 


MEMA Workshop 
To Study Control 
Of Transportation 


NEW YORK. — Transportation 
management will be the topic of a 
daylong workshop seminar to be 
held Oct. 5 at the Academy of Ad- 
vance Traffic here, according to the 
Motor & Equipment Manufacturers 
Assn. 

The seminar will cover control of 
transportation costs, the industrial 
traffic department, the traffic man 
and his qualifications and bills of 
lading. 

Also, payment of freight charges, 
auditing of freight bills, overcharge 
claims, claims for loss and damage, 
routing, carrier serv:.**. FOB 
terms and pooling and consolida- 
tion. 

Registrations will be limited, 
MEMA said, and the fee is $50. _ 





Wondering how new-car and truck pro- 
duction and sales are making out? Al'TO- 
MOTIVE NEWS gives you the entire ‘ory 
every week throughout the year. 
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For Second-Half Market... 
ai ee ee 


Truck Dealers See 25 Pct. Rise 


Continued from Page 16) 


these extra profits, but the practice 
of giving the retail buyer these 
products at the wholesale price has 
tended to demoralize the market 
and invite the buyer to look for 
price concessions rather than for 
the most economical operating unit 
for the work he has to do. 

Perhaps because there also has 
been more pressure brought to 
pear on better selling, due to the 
market conditions, there has been 
less tendency to try to get the 
buyer’s name on the dotted line 
by giving concessions. 

Here again indications are that 
more and more truck dealers, es- 
pecially those that sell both trucks 
and cars, are endeavoring to culti- 
vate more buyers into becoming 
regular customers of the dealer. 

Ninety-one percent of the dealers 
replying said they were now able 
to retain a reasonable share of 
their owners as regular service cus- 


tomers. 
* * o* 


HERE also seems to be a grow- 
ine trend of fleet operators to 
have their truck dealers service 
equipment. ; 

Nearly two-thirds of the dealers 
reporting, or 63 percent, said they 
were now servicing fleets. They re- 
ported that they were doing the 
service and maintenance work on 
an average of 14.3 fleets per dealer. 

Most dealers value their truck 
franchises highly as 80.5 percent 
of the dealers selling both cars 
and trucks said yes to the ques- 
tion, “If you are a dual dealer do 
you place any value on the truck 
portion of your franchise agree- 
ment or do you feel it is just a 
compulsory package in the deal 
offered you by your factory?” 

Nearly 9 percent of the dealers 
answering no to this question did 
not sign the questionnaire nor in- 
dicate which make of truck they 
sold. The same percentage repre- 
sented one make of truck. Natural- 
ly, all of the exclusive truck deal- 
ers, and those who sell “non-cap- 
tive’ makes, value their truck fran- 
chise or they wouldn’t be in the 
business. 

This question was put in the 
questionnaire to see if it was the 
dealer who sold trucks because his 
franchise called for him to do so 
that was the cause of the complaint 
registered by many exclusive deal- 
ers (and those who really like the 
truck end of the business) that it 


$3 Billion Paid 
In Truck Taxes 


In 60, AMA Says 


DETROIT.—T ruck owners and 
operators in the United States paid 
a tax bill of about $3 billion in 1960, 
the Automobile Manufacturers 
Assn. reports in the new edition of 
its yearbook, Motor Truck Facts. 

The book shows that the nation’s 
commercial-vehicle fleet of nearly 
12 million represents 42.2 percent 
of all trucks in the world. 

Trucks account for one-sixth of 
the registered motor vehicles in 
this country, but produce one-third 
of all special motor-vehicle tax 
revenues collected by state and 
Federal governments, the AMA sta- 
tistics reveal. 

The 1960 truck tax contribution 
equalled more than one-fourth the 
amount spent by the nation on 
highways, AMA said. The book also 
noted that truck taxes have nearly 
tripled in the last decade. 

The 56-page edition reports 1,190,- 
000 motor truck factory sales in 
1960, valued at $2,261,000,000, More 
than half the trucks sdld were in 
the light class of 6,000 pounds or 
less, 

U. S. manufacturers exported 
205,400 trucks and motor buses 
worth $378,000,000 last year, an in- 
crease of 25 percent over 1959, 


Walton Takes Ford Deal 

MINNEAPOLIS.—Major Motors, 
Inc., headed by Charles J. Walton, 
is a new Ford dealership at 2905 
E. Lake St. The new firm replaces 
H. J. Minar Co., which discontinued 
business. Walton formerly was 
Sales manager for another Ford 
dealer here. 


is this type of dealer who sells at 
little or no profit and demoralizes 
the retail market. 
oe * * 

_— answers to this question 

Seem to indicate that today, the 
vast majority of the dealers han- 
dling both cars and trucks value 
their truck franchises and look 
upon trucks as a valued profit 
source for their dealership. In fact, 


several dealers indicated they ap- 


Mack Names Distributor, 


2 Regional Managers 

PLAINFIELD, N. J.—T. H. Jones 
has been appointed distributor for 
Mack Trucks, Inc., Orlando, Fla. He 
formerly was Southern regional 
manager of branch operations for 
Mack in Atlanta. 

Succeeding Jones in Atlanta is 
Paul H. Wagner, who has been 
serving in a similar post in the 
Northeastern region. R. W. Allen, 
Indianapolis branch manager, suc- 
ceeds Wagner. 


preciated their truck franchise as a 
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mean nothing.” He complains that 
an individual truck owner can pur- 
chase tires, brake lining and other 
service parts at the dealer’s cost. 

* * oe 


vos is a problem that the entire 


profit source more than they did|4% 


cars. 

Some of the comments registered 
by the reporting dealers indicate 
problems faced by some dealers. 
For instance, one small town ex- 
clusive dealer commented that the 
business would be much better if he 
didn’t have to use recourse or re- 
purchase type of paper for his time 
sales. 

Another Ohio Valley dealer 
says it is impossible in his area 
to “make a dime on school bus, 
farm or dump bodies purchased 
from distributors.” He says the 
reason for this is the selling 
practices of other competitive 
truck dealers who go “all out to 
get the business of political sub- 
divisions, school boards, etc.” and 
bid “package deals” that leave 
but a bare $400 profit in the sale 
of a $6,500 unit. 


Test Bus Drivers— 


This is the interior of the trailer set 
up by the Georgia Motor Trucking Assn. 
for testing school bus drivers. The trailer 
carries the latest testing equipment, some 
of it identical to that used in checking 
pilots. The program has been credited 
with cutting the number of school-bus 
accidents involving driver error. 

> ee 
and any profit in such deals has to 
come from the truck and attach- 
ments. 

He also says that he doesn’t like 


He claims that today in his area|the pricing situation on replace- 
school bus bodies are “bid at cost” ' ment parts where “parts list prices ' able number of them.” 


RUGGED 
MIDLAND 


after-market portion of the in- 
dustry is wrestling with currently 
and has been brought on by dis- 
count houses and, in many cases, by 
the misuse of the redistribution 
discounts by some wholesalers. 

Another Ohio Valley exclusive 
dealer reports that he “already 
has 25 percent more customer 
orders awaiting delivery than we 
invoiced in the first six months.” 
This bears out the general feel- 
ing of optimism expressed by 
most dealers over their business 

potential for the balance of this 
year. 

Many dealers said they expect 
that they will have increases in 
sales as high as 50 and 75 percent 
over the first six months. 

A Pennsylvania dealer says “busi- 
ness is picking up now and looks 
like we will do a lot better than in 
1960. We have &lready made a 
goodly number of sales in July and 
August and have a lot of people in- 
terested and should close a reason- 


BRAKE CHAMBER 


TOUGH-BUILT FOR TRUCK SERVICE 


DIAPHRAGM is oil and ozone resistant. 
ALL METAL PARTS are plated to resist 


corrosion. 


iT’S EASY TO SERVICE. Two-piece 
clamp band permits quick disassembly 


without removal of unit. 


Applies a more 


uniform clamping pressure. 


IT’S RUGGED ... 


designed to resist 


shock. Studs are welded to chamber, an 
integral part of assembly. 


MIDLAND-ROSS CORPORATION 


Owosso, Michigan 








A REVOLUTIONARY NEW TIRE DIMENSION IN TRUCK TRANSPORTATION. 
That’s the new Firestone Duplex, today already reasserting Firestone’s historic 
leadership in building truck tires. The Duplex is designed, built, tested and proved 
to be the one successful replacement for dual tires. It works in both on- and off-the- 
road service. Four years went into its making. Millions of rugged test miles of cargo 
hauling went into proving its all but incredible advantages. By reducing axle weight 
up to 300 Ibs. per axle, the Duplex’s lighter assembly weight means added payload. 
The Duplex will also allow maximum loading on front axles. Dual tire sizes 10.00-20 













_ reduces weight up LO 
~~ 300 lbs. per axle 





Improved ride stability! 
Tire inventories halved! 
Cooler running brake drums! 
Dual-tire fire hazard ended! 






Duplex Firestone T.M. 


or 11-22.5 average 24” across; the Duplex replacement 18”. The Duplex tire exposes 
brake drums, making them cooler operating. Its ‘‘oversize’’ makes for super-flotation 
and mobility in the softest going. Rigs ride, handle, corner and “‘track’’ more easily. 
Stability can be improved by a wider spring spacing. Tire inventories are halved. 
Also eliminated are fire hazards, caused from driving on duals when one tire is flat. 
Reports one user: “‘First obvious advantage noted was a gain in payload . . . much 
easier to service and: maintain.” Reports Firestone to you: The Duplex will be coming 





your way soon—a truck tire to watch for! MEMBER AMERICAN TRUCKING INDUSTRY 


Copyright 1961, The Firestone Tire & Rubber Company 
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Buick Goes Big... 


Auto Advertising 





By Martin L. Whitmyer 
Staff Writer 
Buick is about to enter its 58th 
model year as a major advertiser 
with a program comparable in size 
and scope with the biggest years of 
the past, according to Gerald M. 
Millar, director of merchandising. 
The full campaign will employ 
the same general media pattern 
as for the ’61 models—newspa- 
pers, magazines, network and re- 
gional and local television and 
radio, outdoor and direct mail, 
Millar said. 
For the immediate announcement 


million in 1959, and watched sales 
rise, 

Studebaker-Packard hiked ad ex- 
penditures to an estimated $13.7 
million last year, an increase over 
1959 spending of $12,690,000. 

Oo ok ok 


Prestolite Program Planned 


An around-the-globe advertising 
and publicity campaign for Presto- 
lite products is being planned in 
Toledo by executives of Electric 
Autolite Co., manufacturers of the 
Prestolite line, and Geon Interna- 
3 2 é 3 tional Corp., exclusive export dis- 
period, Millar outlined Buick’s| tributor of the company’s automo- 
plans for space and time this way: | tive parts. 

Magazines: Life, Saturday Eve- te a 

ning Post, Look, Time, Newsweek, 

U. 8. News, Sports Illustrated, New Agency for Weaver Mfg. : 
Yorker, Fortune, Sunset, Holiday, Clark & Bobertz, Inc., Detroit, 
Ebony, Harper’s Bazaar, Vogwue,|has been appointed to handle pub- 
Town & Country, Popular Mechan-|lic relations for Weaver Mfg. Divi- 
ics, Popular Science, Mechanics Il-|sion of Dura Corp., Springfield, Ill. 
lustrated, True, Car & Driver,| Weaver is a manufacturer of au- 
Motor Trend, Automotive News,|tomotive service shop equipment. 
Motor Age, Motor, NADA Maga- Rn ca 

zine and others. 

Newspapers: As many as 3,800, 
more than 1,400 of them dailies and 
more than 2,300 of them weeklies. 
Radio: Two weeks of intensive 
activity, one just before and the 
second just after announcement 
day, a concentration of perhaps 
10,000 spots on up to 300 stations 
largely concentrated in the largest 
83 markets where 70 percent of 
Buick sales are made. 

Television: Sponsorship of “Sing 
Along with Mitch,” starting Sept. 
28. o 


Campaign for Mobil Gas 


Mobil Oil Co. will sponsor a heav- 
ily concentrated campaign for its 
Mobil gasoline on the ABC Tele- 
vision Network starting the end of 
September. 

The Mobil sponsorship will con- 
tinue for 13 weeks to the end of the 
year. It includes 11 top ABC tele- 
vision evening entertainment 
shows, 10 games of the American 
Football League schedule and the 
new 6 p.m., “ABC Evening Report,” 
which debuts Sept. 25. 

= * * 


* * * 


Publication Name Changed 
The American Automobile/El 
Automobil Americano, a Mc- 
Graw-Hill publication for the au- 
tomotive sales, service and trans- 
portation industry outside the 
continental United States, will be 
renamed Automobile Internation- 
al starting in October. 

* * o 


Dow Plans Fall Campaign 

Dow Chemical Co. will maintain 
a strong trade advertising and 
promotion program for its Dowgard 
Full-Fill coolant this fall, support- 
ed by further market and dealer 
activities, according to Garland G. 
Fritts, brand manager. 

Dow’s fall program will include 
increased advertising support in 
the automotive trade publications. 
Strong dealer training support also 
will be given, with Dow sales rep- 
resentatives providing the know- 
how developed from extensive mar- 
ket research and study. 

A fleet of travelling station wag- 
on laboratories will call on car 
dealers and leading service station 
dealers in major market areas, 
demonstrating the new concept in 
engine care through improved cool- 
ant ‘developments. 

a cd 


BBD&O Gets Fargo Account 


Chrysler Corp. has named Batten, 
Barton, Durstine & Osborn of Can- 
ada to handle Canadian advertising 
for its Fargo trucks. 

Cd oe * 


Avis Ad Program Announced 


The Avis System advertising 
program in the United States will 
be maintained during the fall 
months with heavy publication 
schedules designed primarily to 
reach the salesman and business 
traveler. 
Two-page, two-color spreads 
will tie Avis with TWA in Time, 
Newsweek, and U. 8. News & 
World Report. Avis and United 
Air Lines are advertising in the 
national edition of the Wall 
Street Journal and in most key 
city newspapers throughout the 
U. 8. 
Avis advertisements also will 
again be seen in the New Yorker 
and Sports Tilustrated. 

* 


Personnel Changes 
David A. Goode from Hill & 
Knowlton Co., New York, to exec- 
utive staff of Saul Shiefman & 
Associates, Detroit public relations 
firm ... William N. Farlie from 
manager-operations for both ad- 
vertising and sales promotion to 
coordinator of advertising and sales 
promotion at the New York head- 
quarters of the Esso Standard Re- 
gion, Humble Oil & Refining Co. 
... William J. Hendricks from ac- 
count executive at WXYZ, Detroit, 
to manager of the Detroit office 
for the newly formed ABC-TV 
Nationa] Station Sales in Detroit. 
Dr. Herta Herzog from director 
of research at McCann-Erickson, 
Inc., to chairman of the board of 
Marplan Division, research affiliate 
* * 


GM Again Top Advertiser 


The 100 largest national advertis- 
ers, including five auto companies, 
increased their advertising expendi- 
tures 5 percent to $2.6 billion in 
1960, compared with $2.5 billion 
spent in 1959. 

General Motors once again was 
the largest national advertiser 
and the leader in sales, as it 
boosted advertising 8.7 percent in 
1960 to an estimated $168.5 mil- 
lion from $155 million in 1959. 
GM was the only member of the 
Big Three, however, to increase 
advertising expenditures. 
Although only three of five auto 
makers increased their ad spending, 
they represented the second largest 
segment in Advertising Age’s an- 
nual survey of the 100 leading na- 
tional advertisers. 

Total expenditures for all five in 
1960 were $353,945,000, up from $341,- 
354,000 in 1959. 

Ford Motor Co., second largest 
advertiser among the auto makers, 
trimmed its 1960 ad expenditure to 
an estimated $90.5 million from 
$92.2 million spent in 1959, and 
dropped to the fourth largest na- 
tional advertiser’s spot. 

Chrysler Corp., third largest ad 
spender in the automotive indus- 
try, also sliced expenditures to an 
estimated $56,945,100 in 1960, from 





$24.3 million in 1960, up from $20.6 





Promoting a New ‘Low Price Three'— 























of Interpublic, Inc.. succeeding 
Edwin Sonnecken who has joined 
the executive staff of Goodyear 
Rubber Co. ... George R. Kendall 
from public relations director to 
news editor of Radio Station WJR, 
Detroit, succeeding William Shee- 
han who joined the news depart- 
ment of American Broadcasting 
Co. . . . William D. Nye from as- 
sistant merchandising manager to 
advertising and sales promotion 
manager of Renault, Inc., New 
York. 

Charles C. Barry, with the agency 
since 1959, to head of the television 
and radio department of Young & 
Rubicam, Inc., succeeding Mort 
Werner who has resigned... 
Felix W. Coste from president to 
vice-chairman of the board of Out- 
door Advertising, Inc., effective 
Sept. 1... CC. Gayle Warnock, for 
11 years with Ford Motor Co. in 
both regional and divisional public 
relations, to director of public re- 
lations for Raytheon Co., succeed- 
ing Richard P. Axten, who has be- 
come secretary of the company. 

Stanley J. Panek from assistant 
advertising manager to manager of 
advertising services for Dunlop 
Tire & Rubber Corp., Buffalo . 
Mack Stanley from art director at 
Young & Rubicam, Inc., to art di- 
rector of a special creative unit at 
Geyer, Morey, Madden & Ballard, 
Inc. . . . Gerald D. Kolberg from 
M & R Dietetic Laboratories to 
sales promotion manager for Co- 
lumbus Coated Fabrics Co., Colum- 
bus, O. 


Renewing a Franchise— 


A franchise renewal with a Western 
flavor was staged in Cheyenne when the 
Tyrrell Chevrolet Co. signed with Chevrolet 
for the 33rd consecutive year. Watching 
M. C. Lindsey, Denver zone manager, and 
W. A. Tyrrell, seated, ink the document js 
A. V. Tyrrell, head of the dealership, 





Highways & Safety 





















tion after conferences with elec. 
tronic research experts, particularly 
those at the Massachusetts Insti. 
tute of Technology, with which the 
Department of Public Works has 
a contract for development of re- 
search projects. 
* * * 


‘Scare Tactics’ 
Don’t Cut Road 
Toll, AAA Says 


Constant use of “scare propagan- 
da” or “shock tactics” in attempts 
to instill safer driving habits in 
the nation’s motorists has proven 
ineffectual, according to John W. 
Childress, manager of the District 
of Columbia Division of the Amer- 
ican Automobile Assn. 

“Just as soldiers on -the battle- 
field quickly become inured to the 
sight of death, motorists soon learn 
to shut their minds to anything 
that is unpleasant,” he said. “Al- 
though the initial reaction to see- 
ing something horrible or hearing 
something terrifying may be tem- 
porarily great, familiarity breeds 
contempt and indifference.” 

“Tactics such as publishing pic- 
tures of dead bodies and twisted 
wreckage at the accident scene, or 
publishing predicted death tolls on 
holiday weekends have been found 
to be useless over long periods of 
time,” he said. : 

“No matter how many people are 
killed today, or tomorrow or Over 
a holiday weekend,” Childress said, 
“it will be too many.” 

“If we accept the idea that acci- 
dents don’t ‘just happen’ but are 
caused, we must all work to elimi- 
nate the causes.” 


Ont. Brake Checks 


Termed Useless 


A Toronto auto-brake specialist 
has charged that the Department 
of Highways safety-inspection 
lanes are giving motorists a false 
sense of security. 

Hye Hayman, president of Best- 
way Brake Service, said the wind- 
shield stickers issued at the Keele 
St.-Highway 401 checkpoint aré 
useless because they don’t tell the 
true condition of the car’s brakes. 

“All the department’s inspection 
shows is whether the brakes pull 
to one side or not,” said Hayman. 
“The master cylinder or wheel 


SACRAMENTO, Calif.—Gov. Ed- 
mund Brown has signed a Dill 
abolishing chauffeur’s licenses and 
creating five classes of driver's li- 
censes. Both chauffeur and driver 
licenses issued until Sept. 15, ef- 
fective date of the new law, will re- 
main in effect until expiration. 

California will issue the follow- 
ing classes of driver license: 

Class E: Two-axle vehicles, ex- 
cept buses, or two-axle vehicles 
with a single trailer under 6,000 
pounds; Class D: Same except in- 
cluding buses; Class C: Any two- 
axle vehicle or two-axle vehicle and 
trailer; Glass B: Any vehicle or ve- 
hicle and trailer; Class A: Any- 
thing on wheels. 


All Automatic 


Massachusetts Makes Bid 


For Electronic Highway 


BOSTON.—An electronically con- 
trolled highway on which motor- 
ists would relinquish control of 
their vehicles to automatic devices 
may make its debut in Massachu- 
setts. State Public Works Commis- 
sioner Jack P. Ricciardi said he has 
made a bid for a $50 million auto- 
mated highway here. 

Roads suggested to the Federal 
government for such an installa- 
tion are proposed Interstate Route 
95 from Boston to the Rhode Island 
boundary; Interstate Route 93, ex- 
tending to the New Hampshire line, 
and a substantial segment of wid- 
ened Route 128. 

Ricciardi pointed out that I-95 
is in a construction stage where 
the electronic devices could be in- 
stalled. Also, it will have a mini- 
mum of access and exit roads. 

“This let-the-car-drive-itself-road 
is definitely not a_researcher’s 
dream, but is actually technically 
feasible and ready for actual road 
testing,” said Ricciardi. 

He reported this to be his convic- 
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cylinders could be leaking; 
linings could be worn to the rivets 
or the brake drums could have 
been turned down to the point 
where they were dangerous.” 


This is one of a series of double billboards being run in the Cincinnati and Miami 
areas for Mercury-Meteor-Comet dealers. S. Fabian Advertising, Cincinnati, creator of 
the campaign, said the “Low Price Three" theme will be followed up with a similar 
newspaper campaign and musical radio commercials, with each dealer's name sung 
into a calypso tune. 


1959 expenditures of $60,864,000, 
but posted sales increases last 
year. 

American Motors, however, boost- 
ed ad spending to an estimated 


Member of Million Market Newspapers, Inc. 
New York « Chicago « Detroit 
Los Angeles « San Francisco 
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How Hard Is Money Working? .. . 
Calculating Profit on Investment 


By Kenneth C. Kelley Jr. 
Staff Writer 


E function of capital is prob- 
Tevy one of the most basic as- 
ets in running a business and yet 
itis an area where many businesses 
have failed. 

Capital, the 
owner’s or own- 
ers’ equity in the 
business, is the 
foundation of the 
business. There- 
fore, any aspect 
of the business could be discussed 
from a capital point of view. Two 
points might be worth considering: 

4. Judging how well capital is 
working in the auto dealership. 

2. A statistical method of deter- 
mining the wisdom of investing ad- 
ditional capital in the dealership. 

On the first topic, the job cap- 
ital is doing is generally judged 
on how much money it is earning. 
This is expressed as the dealer- 
ship’s net profit on its net worth. 
In this sense, net worth is another 
term for capital. Working capital, 
of course, is an entirely different 
subject. 

When a dealership is set up, the 
dealer first puts some money (capi- 
tal) into the business. With this 
money, he acquires some assets (a 
dealership) and uses these assets 
to make money. 

* * * 
ore a period of time, the deal- 
ership acquires certain debts in 
the course of doing business. Some 
money may be borrowed to supple- 
ment the dealer’s investment in 
building up the dealership. 

When the total of all debts is 
deducted from the asset total, the 
remainder is the dealer’s equity in 
the dealership and the dealership’s 
net worth. On financial statement 






Managing 
the 


Business 


forms, the dealer finds the net 
worth of his company in the lower, 
right-hand corner of two-column 
balance sheets and at the bottom of 
one-column balance sheets. 

The job the dealer’s investment 
is doing for him is determined by 
dividing the net worth into the 
dealership’s net profit, While this 
calculation does not get the play 
in the auto industry that net 
profit on sales gets, it is a valua- 
ble yardstick. 

The dealership with a $10,000 net 
profit for the year on a net worth 
of $100,000 is showing a 10-percent 
profit on net worth. The dealer has 
$100,000 of his money invested in 
the business and is wise to compare 
this return with what he could 
make with a similar amount of 
money invested elsewhere. 

eo ok * 


H® WOULD compare his 10-per- 
cent profit with the 3 percent 
he could earn by putting the money 
in certain banks which pay the 
maximum interest rate. He also 
might find that the same amount 
of money invested in a shoe store 
would return 15 percent. 

The dealer’s salary has nothing 
to do with this calculation of the 
return on investment. Assuming 
that it is a reasonable figure, the 
dealer is entitled to the salary he 
draws in payment for the serv- 
ices he renders in managing the 
dealership. He would probably 


Detroit Diesel Awarded 


Army Engine Order 

DETROIT.—The Detroit Ord- 
nance District has awarded a $1,- 
111,324 contract to the Detroit Die- 
sel Engine Division of General 
Motors Corp. for 236 Series ‘71” 
engines. 





draw the same salary for giving 

the same management services to 
another company in which he had 

no investment, 

There is one pitfall in considering 
return on investment. There are 
cases where the return on invest- 
ment looks very low. This may 
mean that the dealership just can’t 
make a go of it and the money 
could be invested more wisely in 
some other business. 

A low return on investment can 
also mean that more money should 
be invested in the dealership. Ade- 
quate capital is just as important 
to a business as freedom of move- 
ment is to the human body. A 
human suffering from paralysis is 
alive but unable to move as he 
might wish. Similarly, a business 
with insufficient capital often is 
paralyzed to the extent that it can- 
not earn an adequate profit. 

* * of 
N THE second topic — whether 
to invest more money in the 
dealership, the dealer starts by 
learning what he is presently earn- 
ing on his present investment. 

Suppose a dealer is considering 
the purchase of equipment for re- 
pairing radiators because he has 
not been able to offer this service 
in the past but feels that he now 
has sufficient demand for it. 

He first determines that he is 
making 10 percent on his invest- 
ment in the dealership. If the 
radiator-repair equipment would 
cost him $10,000 and would show 
a net profit of $1,500 a year, this 
equipment would give him a prof- 
it of 15 percent on the money in- 
vested. This, then, would be a 
wise investment. (All figures are 
purely hypothetical.) 

There are capital investments 
which produce a saving, rather 





Boat-Trailer Tire— 


Nancy Creel, left, and Janet Bradach 
display the new Silvertown Traveler, a 
boat-trailer tire which B. F. Goodrich Tire 
Co. says has a tread 39 percent deeper 
than its predecessors and a wider, flatter 
surface that assures good cornering and 
stability. 


than a profit, Here, the saving 
available in terms of the money 
invested is important. 

co * * 


so yt ong a dealership has three 
$4,000-a-year clerks handling all 
office work, A series of electronic 
business machines might make it 
possible for two clerks to handle 
the work. 


If the machines cost $20,000 and 
$4,000 was saved by reducing the 
clerk force by one, the saving 
would be the same as a 20-percent 
return On investment, This invest- 
ment would probably be sound for 
any dealership which is presently 
earning less than 20-percent on net 
worth and would be a real money- 
maker for the dealership earning 
10 percent on net worth. 

If the machines cost $40,000 and 
saved $4,000, the saving would 
amount to 10 percent on the in- 
vestment. Then the decision to 
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buy or not to buy would be ques- 
tionable. 

If the machines cost $50,000 and 
saved $4,000, the saving would 
amount to 8 percent on the invest- 
ment. Thus, the dealership now 
making 10 percent on net worth 
would be less profitable after mak- 
ing the added investment. 

* * 


HERE are, of course, other con- 

siderations that often go into 
these decisions. For instance, a 
shortage of good office help might 
make it wise to buy electronic 
equipment even though the return 
on investment slips. 

This touches on a third point 
that must be considered when de- 
ciding on investing additional capi- 
tal in the dealership. The dealer 
can look at what he can make on 
the investment or what he can save 
by making the investment. He must 
also look at what will happen if he 
does not make the investment. 

If a dealer cannot get adequate 
Office help, he cannot let all the 
paper work go. or the business 
will fail. He might just have to 
buy electronic equipment in order 
to stay in business and protect 
what profit he is making now. 

All this has been written with 
the idea of investing additional 
money in the dealership. The deal- 
er may let some of his profits stay 
in the dealership to pay for new 
capital equipment such as the radi- 
ator-repair equipment or the busi- 
ness machines. 

* * * 

E WOULD do well to consider 

whether this money which is 

being plowed back into the business 
is earning an adequate return. 

He would also consider what 
he could do with the money if he 
withdrew it from the dealership 
in the form of profits and invest- 
ed it elsewhere. 

If the dealer has to borrow 
money to make additional capital 
investments, the cost of borrowing 
has to be deducted from the profit 
expected from the new equipment 
to determine the net profit on the 
proposed investment. 








MOOG Hollow-Rubber Helper Spring 





For the ride of your life, try a set on your 
own car or truck! Discover what this revo- 


ADJUSTS AUTOMATICALLY to any 
load...a true progressive-type spring 
that insures maximum stability, safety 
and comfort. 


WON’T BOTTOM under extreme over- 
loads. 


DOESN’T RAISE REAR END or inter- 
fere with normal ride when unloaded. 


NOT AN AIR BAG, spacer or any other 
gadget, but a completely new concept 
in overload design. 


RIDES QUIET... needs no lubrication. 


PROVEN IN USE, thoroughly tested 
and backed by over 40 years of MOOG 
spring-suspension leadership. 


LONG LIFE because it’s made of 
natural live rubber. 


QUICKLY INSTALLED with a single 
wrench. 


COSTS LESS than ordinary overload 
springs... yet you get full mark-up! 


JUST 12 NUMBERS cover most 
passenger cars, station wagons and 
light trucks. 


MOOG MEANS MORE UNDER-CAR BUSINESS! 





lutionary new concept in overload design 
mear:s to riding comfort. and safety. Order 
a trial stock with attention-getting 
3-dimensional wall and counter display 
from your MOOG jobber or distributor. Or 
write for free catalog to MOOG INDUSTRIES, 
Inc., 6565 Wells Ave., St. Louis 33, Mo. 


SATISFACTION GUARANTEED OR YOUR MONFY BACK! 


MOOG 


If you er your customers 
are not completely 
satisfied that this 
amazing new spring is 
everything we say it is, 
MOOG INDUSTRIES, 
Inc. will refund your 
purchase price. 


 Birretaotas 
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Average Price of Used Cars Sold at Auction 
(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ‘52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 
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ALBANY 


Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Aug, 21. 
The all day badly needed rain dampened 
the car volume here today, Prices held 
steady with last week’s quotations; car 
quality was exceptionally good. 1960 mod- 
els led the parade; we sold 100 percent of 
the 1960s offered, Sold 103 cars from 121 
consignments. 

BUICK—’59 LeSabre 2-dr., $1,130*. 

’57 Special 4-dr, Riviera, $700* (ps). 

’56 Special 2-dr. Riviera, $460*; Century 

conv., $390* (ps). 

’55 Special 4-dr., $200*. 

CADILLAC—’61 (62) conv., $4,800* (ps); 
(60) Special 4-dr., $4,350* (ps). 
CHEVROLET—’60 Impala (8) sport sedan, 

$1,925* (ps); conv., $1,900* (ps); 


dr., $1,450; 2-dr., $1,270*. 
’59 Parkwood (6) 4-dr., $1,335; Park- 


wood (8) 4-dr., $1,270* (ps); Bel Air 


(6) 4-dr., $1,190, $1,100; Biscayne (6) 
2-dr., $1,150; Biscayne (8) 4-dr., $1,- 


120. 
’58 Biscayne (6) 2-dr., $940*, $920*, 
$890; Brookwood (8) 4-dr., $895*; 


Brookwood (6) 4-dr., $780*. 

’57 Two-ten (6) 4-dr., $850; station wag- 
on 4-dr., $630; Two-ten (8) 2-dr., 
$685*; Bel Air (6) 4-dr., $800* (ps); 
Bel Air (8) 4-dr., $790*. 

’56 Bel Air (8) 4-dr., $600*; station wag- 
on 4-dr., $590*; sport coupe, $590*; 2- 
dr., $525*, $520*; Bel Air (6) 4-dr., 
$540*; Two-ten (6) 2-dr., $500*; One- 
fifty (6) 2-dr., $460; 4-dr., $350. 

’55 Two-ten (6) sport coupe, $380; sta- 
tion wagon 2-dr., $380; 2-dr., $360, 
$260; Bel Air (6) 4-dr., $325*; sport 
coupe, $270* (ps), $210*. 

COMET—’60 Comet 4-dr., $1,385. 
DeSOTO—’56 Firedome 2-dr. hardtop, $475* 
(ps). 
’55 Fireflite 2-dr. hardtop, $310* (ps). 
DODGE—’57 Coronet (6) 2-dr., $465*; 4- 
dr., $390*. 

’56 Royal (8) Suburban 2-dr., $385*; 4- 
dr., $370* (ps). 

FORD—’61 Falcon (6) 2-dr., $1,640*; Gal- 
axie (8) 4-dr., $1,550* (ps). 

’60 Fairlane 500 (8) 2-dr., $1,325*; Fal- 
con (6) 4-dr., $1,235; Fairlane (8) 2- 
dr., $1,200*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
170* (ps); Fairlane (8) 4-dr., $1,080*; 
Custom 300 (8) 4-dr., $1,000. 

’58 Ranch Wagon (8) 2-dr., $720*; Ranch 
Wagon (6) 2-dr., $650. 

’57 Country Squire (8) 4-dr., $775* (ps); 
Fairlane 500 (8) conv., $655*; Custom 
300 (8) 2-dr., $610; Custom (6) 2-dr., 
$460*, $400*. 

’56 Custom (8) 4-dr., $410* (ps); 2-dr., 
$330; Fairlane (8) 4-dr. Victoria, 
$360*. 

"55 Custom (6) 2-dr., $360*; Fairlane 
(6) conv., $335*; 2-dr., $160, $140*. 

MERCURY — ’57 Monterey 4-dr., $560, 
$520*; 4-dr. hardtop, $560*. 
OLDSMOBILE—’61 (88) conv., $2,830* 

(ps); 4-dr., $2,550* (ps). 

’58 (88) 2-dr. Holiday, $1,135* (ps); 4- 
dr. Holiday, $1,050* (ps). 

"56 (88) 2-dr., $420*. 


PLYMOUTH—’57 Savoy (6) 4-dr., $510*; 
2-dr., $410*; Savoy (8) 4-dr., $310*; 
Belvedere (8) 2-dr., $440; Plaza (8) 4- 
dr., $300. 


’56 Belvedere (8) 2-dr. hardtop, $370*; 
Suburban (6) Custom 4-dr., $320; 
Plaza (8) 4-dr., $225. 

’55 Savoy (6) 2-dr., $250*. 

PONTIAC — ’56 Star Chief 4-dr., $330* 
(ps); Chieftain 4-dr. Catalina, $280*. 
STUDEBAKER—’59 Lark (6) 4-dr., $770. 
’57 Commander (8) 4-dr., $435*. 
"55 Champion (6) 2-dr., $160. 
MISCELLANEOUS—’61 Corvair %-ton 
pickup, $1,750. 
°60 Ford %-ton pickup, $935. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Aug. 22. 1960 
and ’59 models in good clean condition were 
exceptionally strong here this week with all 
other clean models bringing top dollar. Sold 
208 cars from 260 consigr.ments, 
BUICK—’60 LeSabre 2-dr. hardtop, $1,910* 

(ps). 

’59 LeSabre 4-dr. hardtop, $1,600* (ps). 

’58 Century 4-dr. Riviera, $1,095* (ps). 

’57 Special 4-dr. Riviera, $710* (ps), 

$675* (ps), $620*, $525*. 

’56 Century 4-dr. Riviera, $375*, $340*. 
CADILLAC—’60 (62) conv., $3,685* (ps), 

$3,560* (ps). 

"59 (62) 4-dr., $2,400* (ps). 

"5S (62) 4-dr. hardtop, $1,930* 

‘57 (60) Special 4-dr. hardtop, 


(ps). 
$1,550* 


Bel 
Air (8) 4-dr., $1,600*; Bel Air (6) 4- 





(ps); (62) 4-dr. hardtop, $1,455* (ps). 


’56 (62) 2-dr. hardtop, $735* (ps); El- 
dorado Seville, $530*. 
’55 Eldorado conv., $610* (ps); (62) 


Coupe de Ville, $350* (ps). 
CHEVROLET—’61 Corvair (6) 4-dr., $1,- 
910*. 

60 Impala (8) sport sedan, $2,170* (ps); 
conv., $2,025, $1,990* (ps), $1,945*; 
Parkwood (6) 4-dr., $1,860* (ps); 
Kingswood (8) 4-dr., $1,540* (ps); Bel 
Air (8) 4-dr., $1,530*, $1,500, $1,460, 
$1,450, $1,405*, 2 at $1,360; Bel Air 
(6) 4-dr., $1,460; Brookwood (8) 4-dr., 
$1,415; Biscayne (8) 4-dr., $1,300. 

’59 Impala (8) conv., $1,630* (ps); 
Parkwood (6) 4-dr., $1,280* (ps); Bel 


Air (8) 4-dr., $1,170* (ps), $1,120*, 
$1,100*; Bel Air (6) 4-dr., $1,150* 
(ps), $1,145, $1,130*, $1,100, $1,065, 
$1,025, $1,005; 2-dr., $1,005, $1,000, 
$960. S 

’58 Impala (8) conv., $1,100* (ps); 
Brookwood (8) 4-dr., $915*, $850*; 
Bel Air (8) sport sedan, $880* (ps); 
Biscayne (6) 2-dr., $750* (ps). 

’57 Two-ten (6) station wagon, $680*; 


4-dr., $400*; Bel Air (8) 4-dr., $625*, 
$505*; Bel Air (6) station wagon, $500* 
(ps); One-fifty (8) utility sedan, $340. 

’56 Bel Air (8) 4-dr., $685* (ps); Two- 
ten (8) station wagon, $475*; Two-ten 
(6) Delray, $450*; One-fifty (8) utility 
sedan, $200. 

’55 Two-ten (8) station wagon, $400*; 
Two-ten (6) 2-dr., $305, $225; 4-dr., 
$160; Bel Air (6) 4-dr., $275; Bel Air 
(8) 2-dr., $125*. 


CHRYSLER—’58 NY 4-dr. hardtop, $1,- 
155* (ps), $950* (ps); Windsor 2-dr. 
hardtop, $930* (ps); 4-dr. hardtop, 
$575* (ps). 

DeSOTO—’57 Firedome conv., $695* (ps); 
2-dr., $150*. 

DODGE—’61 Lancer (6) station wagon 4- 
dr., $2,000*. 


’60 Seneca (8) station wagon, $1,220*. 
’59 Coronet (8) 4-dr., $1,025* (ps). 
’57 Coronet (8) 4-dr., $625* (ps), $440*. 

EDSEL—’59 Corsair 2-dr. hardtop, $765* 
(ps). 

FORD—’60 Galaxie (8) conv., $1,690*; 
Ranch Wagon (8) 2-dr., $1,500*; Fair- 
lane 500 (8) 4-dr., $1,400*, $1,350*, 
$1,310*; Country Sedan (8) 4-dr., $1,- 
370; Fairlane (8) 4-dr., $1,160; Falcon 
(6) 2-dr., $1,115, $1,080. 


°59 Galaxie (8) conv., $1,160* (ps); 
Fairlane 500 (8) 2-dr., $1,045*; Fair- 
lane (8) 4-dr., $1,005*; 2-dr., $925, 
$605*. 

’58 Fairlane 500 (8) 4-dr., $715* (ps); 
Country Sedan (8) 4-dr., $690* (ps), 
$600*; Fairlane (8) 4-dr., $280, $250. 


‘57 Fairlane 500° (8) skyliner, $750*; 2- 
dr. Victoria, $665; conv., $575* (ps); 
DelRio (8) 2-dr., $450*; Fairlane (8) 
4-dr. Victoria, $390*; Custom 300 (8) 
2-dr., $330*; Ranch Wagon (6) 2-dr., 
$315. 

’56 Thunderbird (8) conv., $1,370*; Fair- 
lane (8) 4-dr., $585*, $430*, $300*; 2- 
dr. Victoria, $400* (ps), $350*; Custom 
(8) 4-dr., $460* (ps), $150*; Country 
Sedan (8) 4-dr., $440*; Ranch Wagon 
(8) 2-dr., $310*. 

IMPERIAL — ’60 Imperial 4-dr. 
$2,700* (ps). 

’59 Crown 4-dr. hardtop, $2,090* (ps); 
Imperial 4-dr. hardtop, $1,750* (ps). 


hardtop, 


57 Crown 4-dr, hardtop, $1,140* (ps), 
$1,110* (ps) 
LINCOLN — ’56 Premiere 2-dr. hardtop, 


$690* (ps), $595* (ps), $310* (ps). 

MERCURY — ’57 Monterey 2-dr., $515* 
(ps), $360*; 2-dr. hardtop, $355* (ps); 
4-dr., $250* (ps). 

’56 Monterey 2-dr. hardtop, $385*; Mont- 
clair 2-dr. hardtop, $180* (ps). 

’54 Monterey 2-dr. hardtop, $140*; conv., 
$130*. 

’53 Custom 4-dr., $130*. 

OLDSMOBILE—’59 (88) Super 4-dr., $1,- 
610* (ps). 

’58 (88) 4-dr., $1,090* (ps). 

’57 (88) Fiesta 4-dr., $690* (ps); 2-dr., 
$345* (ps); (88) Super 4-dr. Holiday, 
$645* (ps); (98) conv., $630* (ps). 

’56 (88) Super 4-dr., $300* (ps), 

’55 (88) 4-dr. Holiday, $460* (ps); 
Super 2-dr. Holiday, $285* (ps), 

’54 (88) Super conv., $200*; (88) conv., 
$145* (ps). 

PLYMOUTH—’60 Valiant (6) 4-dr., $900. 

’59 Belvedere (8) 2-dr.,. $1,020*, $1,005*; 
4-dr., $1,020*. 

’58 Savoy (8) 4-dr., $500*; 
4-dr., $435*. 

’57 Savoy (8) 2-dr., $550*; Plaza (8) 2- 
dr., $340*; Belvedere (8) 2-dr, hard- 
top, $200*. 

’56 Savoy (8) 4-dr., $475*. 

’55 Belvedere (8) conv., $340*, $165, 
$160* (ps); 4-dr., $180*; Plaza (8) 4- 
dr., $275; Savoy (8) 4-dr., $175*. 

PONTIAC—’60 Catalina conv., $2,120* 
(ps); 4-dr., $1,500*. 

"59 Bonneville conv., $1,695* (ps), $1,- 
690* (ps); sport coupe, $1,685* (ps); 
Catalina 4-dr., $1,315*; sport coupe, 
$1,200* (ps). 

‘58 Star Chief 2-dr, $1,070* 


(88) 


Suburban (8) 


Catalina, 


(ps); 4-dr. Catalina, $880* (ps); Super 
Chief 4-dr., $1,070* (ps), $825* (ps); 
Chieftain Safari 4-dr., $730* (ps). 

’56 Star Chief 2-dr. Catalina, $375* (ps), 
$250*, $180*; Chieftain 2-dr., $160*. 

’55 Star Chief 4-dr., $290*. 

’54 Star Chief 2-dr. Catalina, $150*, 
$120*; Chieftain 2-dr, Catalina, $125*, 


$100. 

RAMBLER—’58 Super (8) 4-dr., $730*. 
’57 Super (8) 4-dr., $680*, $305. 
’56 Custom 4-dr., $555. 

STUDEBAKER—’54 Champion (6) 2-dr., 

$100. 

MISCELLANEOUS—’61 Ford (8) pickup, 

$1,385. 
760 Willys (6) Jeep, $1,400. 
’59 Chevrolet (6) 1%-ton rack, $850. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Aug. 23. 
Still strong on all sharp units. Big demand 
for late model ‘‘heavies.’’ Sold 81 percent 
of 169 consignments. 

BUICK—’58 Special 4-dr. Riviera, $1,100* 
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(ps); 4-dr., $835*. 

’57 RM 4-dr. Riviera, $750* (ps); Super 
4-dr. Riviera, $665* (ps). 

’56 Special 4-dr. Riviera, $445*; RM 2- 
dr. Riviera, $440* (ps). 

CADILLAC—’59 (62) 4-dr. hardtop, $2,- 
750* (ps). 

’58 (62) Coupe de Ville, $1,810* (ps). 

"57 (62) Sedan de Ville, $1,650* (ps); 
conv., $1,550* (ps); 2-dr. hardtop, 
$1,360* (ps). 

’56 (62) conv., $950* (ps). 

CHEVROLET—’ 61 Bel Air (8) sport sedan, 
$2,200*; Biscayne (6) 4-dr., $1,835*, 
$1,700. , 

60 Impala (8) sport sedan, $1,900* (ps); 
Bel Air (6) 4-dr., $1,545*, $1,520; Bel 
Air (8) 4-dr., $1,500*; Biscayne (6) 
2-dr., $1,450; Corvair 700 (6) 4-dr., 
$1,300*. 

’59 Impala (8) conv., $1,585*, $1,450*; 
sport sedan, $1.400* (ps); Parkwood 
(8) 4-dr., $1,480* (ps), $1,355; Bel Air 
(6) 4-dr., $1,075; Biscayne (6) 4-dr., 


$940. 
’58 Impala (8) sport coupe, $1,285* (ps), 
$1,280* (ps); conv., $1,070*; Bel Air 


(8) sport coupe, $1,030, $1,015"; Big. 


cayne (8) 4-dr., $975" (ps), $825+. 
Biscayne (6) 2-dr., $745; Delray (6) 
2-dr., $740. 


’57 Bel Air (8) sport sedan, $865*; Two. 
ten (8) sport sedan, $835*; 2-dr 
$730*. 0 

’56 Bel Air (6) 2-dr., $735*; Bel Air (8) 
4-dr., $635*; Two-ten (8) 4-dr., $60Q+- 
station wagon, $565*; 2-dr., $525*, ’ 

’55 Bel Air (6) station wagon, $445+, 

’54 Two-ten 4-dr., $260*. 


DeSOTO — ’54 Firedome 2-dr. hardtop 
$380*. : 
DODGE—’61 Lancer (6) 2-dr. hardtop, 
$1,630. j 
’60 Pioneer (8) station wagon, $1,635 
(ps). 


’59 Coronet (8) 4-dr., $1,325*. 

58 Coronet (8) 4-dr., $780*. 

’57 Suburban (8) 2-dr., $660*. 

FORD—’61 Galaxie (8) 4-dr. Victoria, go. 
135*; Fairlane 500 (8) 4-dr., $1,970,’ 

*60 Galaxie (8) Starliner, $1,575; Fair. 
lane 500 (8) 4-dr., $1,450* (ps): 2-dp 
$1,275*; Fairlane (8) 4-dr., $1,399*: 
Ranch Wagon (8) 4-dr., $1,345; Falcon 
(6) 4-dr., $1,320; 2-dr., $1,150. 

’59 Thunderbird (8) 2-dr. hardtop, g2. 
240* (ps); Galaxie (8) 4-dr., $1,469. 
4-dr. Victoria, $1,345*; Fairlane 509 
(8) 4-dr. Victoria, $1,425* (ps); Cus. 
tom 300 (8) 4-dr., $1,085*; 2-dr., $1, 


035, $980; Ranch Wagon (6) 4-ar, 
$1,075; Fairlane (8) 4-dr., $1,070¢ 
(ps), $1,000*. 


’58 Country Sedan (8) 4-dr. (9 pass.) 
$805*; Custom 300 (6) 4-dr., $gq9: 
Ranch Wagon (6) 4-dr., $770; Custom 
300 (8) 2-dr., $700. 

’57 Country Sedan (8) 4-dr. (9 pass.) 
$805* (ps); Country Sedan (6) 4-d;’ 
$750*; Fairlane 500 (8) 4-dr. Victoria’ 
$790*; 2-dr., $700*; Fairlane (8) 4-dr, 
$655*; Custom 300 (8) 4-dr., $530*, ' 

*56 Country Sedan (8) 4-dr., $550* (pg); 
Fairlane (8) 4-dr. Victoria, $545*, 

’55 Country Sedan (8) 4-dr., $395; Fair. 
lane (8) 4-dr., $390*; 2-dr. Victoria, 
$390*. 

LINCOLN—’59 Capri 4-dr. hardtop, $1,775+* 
(ps). 
MERCURY—’61 Meteor 600 2-dr., $1,670, 

’57 Montclair 4-dr., $610*. 

’56 Montclair 4-dr. hardtop, $530* (ps), 

’55 Montclair 2-dr. hardtop, $375* (ps), 

OLDSMOBILE—’ 61 F-85 4-dr., $1,900, $1,- 
900*. 

"58 (88) 2-dr., $855. 

’57 (98) 4-dr. Holiday, $785* (ps); (88) 
2-dt. Holiday, $605* (ps). 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
415* (ps); Belvedere (6) 2-dr. hard- 
top, $1,000; Valiant (6) 4-dr., $1,410*; 
Savoy (8) 4-dr., $1,150. 

’59 Suburban (8) Custom 4-dr., $1,080*; 
Savoy (6) 2-dr., $800*. 

’58 Savoy (8) 4-dr., $605; Suburban (8) 
Custom 2-dr., $600*. 

‘57 Suburban (8) Custom 2-dr., $525; 
Belvedere (8): 2-dr., $415*. 

(Continued on Page 29, Col. 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
‘100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only ; 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our |5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida’ Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 
W. Palm Beach Fairgrounds. 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947 


MICHIGAN 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
®@ Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area, 


®@ Always a fine selection of sharp cars. 
@ Friendly relations prevail at all times. 
@ Congenial auctioneers. 
@ Fair management, 
MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M, D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 


N-A-D-E 


Every WEDNESDAY 11 A. M. 


600 CARS|..>,. 


EVERY WEEK LANES 


+ Panr 











NEW JERSEY 





Minutes from New York City 


1 pp. 


™ | 


Y 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
Sosa ern DINERO ENE SaaS! 


NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 
ory Monday — I1 O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 
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Used-Car Auction Prices 


(Continued from Page 28) 


purban (8) Custom 4-dr., $375* 


55 S 
poNnTIA( _’61 Bonneville 4-dr. Vista, $2,- 
“905° (ps). 
199 Catalina 4-dr. Vista, $2,100* (ps). 
159 Catalina conv., $1,700* (ps). 
58 Super Chief 4-dr., $950*; Star Chief 
4-dr. Catalina, $945* (ps). 
57 Star Chief 4-dr., $900* (ps); Super 
Chief 2-dr. Catalina, $770*. 
RAMBLI R—’61 Classic (6) Super 4-dr., 
1,850. 
169 Custom (6) station wagon, $1,500*; 
super (6) 4-dr., $1,380*. 
+59 American (6) 2-dr., $850. 
sTUDEBAKER—’'59 Lark (6) 2-dr. hard- 
, $900. 
1oPLLANEOUS—’60 Chevrolet (6) 2-ton 
truck, $1,500. 
159 Ford (6) %-ton pickup, $985; Chev- 
rolet (6) delivery sedan, $705. 
158 Ford (6) Courier, $550. 
57 Chevrolet (6) Carryall, $745; Ford 


(6) %-ton pickup, $700; (6) Courier, 
$500. 
156 Ford (8) %-ton pickup, $565. 
LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Aug. 22. 
pUICK—'61 Electra 225 conv., $2,640* 


iS). 

is Lasabre 4-dr., $2,145* (ps). 

59 LeSabre 4-dr. Riviera, $1,630* (ps); 
2-dr., $1,585* (ps). 

57 Century Estate Wagon, $835* (ps); 
9-dr. Riviera, $735* (ps); Special 4-dr. 
Riviera, $775* (ps); Super 2-dr. Rivi- 
era, $715* (ps). 

56 Century Estate Wagon, $610* (ps); 
Special 2-dr. Riviera, $485* (ps), 
$335*; 4-dr. Riviera, $375*. 

55 RM 4-dr., $325* (ps); conv., $160* 
(ps); Special 2-dr. Riviera, $325*, 
$285*; Century 4-dr. Riviera, $265*. 

54 Super 2-dr. Riviera, $260* (ps), 
$205*; RM 4-dr., $235* (ps); Special 
2-dr. Riviera, $215*. 

CADILLAC—’60 de Ville 2-dr. hardtop, 
$4,350* (ps), $4,310* (ps); 4-dr. hard- 
top, $4,200* (ps); (60) Special 4-dr, 
hardtop, $4,200* (ps); (62) 4-dr. hard- 
top, $4,075* (ps), $3,925* (ps), $3,900* 
(ps), $3,875* (ps), $3,500* (ps), $3,- 
450* (ps); conv., $3,900* (ps). 

59 de Ville 2-dr. hardtop, $3,475* (ps), 
$3,385* (ps); 4-dr. hardtop, $3,450* 
(ps), $3,400* (ps); (62) conv., $3,425* 
(ps); 4-dr. hardtop, $3,105* (ps). 

58 (62) Coupe de Ville, $2,530* (ps), 
$2,035* (ps); Sedan de Ville, $2,200* 
(ps); conv., $2,050* (ps); (60) Special 
4-dr, hardtop, $2,500* (ps). 

’57 (62) Coupe de Ville, $1,900* (ps); 2- 

’ dr. hardtop, $1,675* (ps); conv., $1,- 
450* (ps); (60) Special 4-dr. hardtop, 
$1,600* (ps). 

’56 Eldorado Seville, $1,080* (ps); (62) 
Coupe de Ville, $1,075* (ps), $1,060* 
(ps); Sedan de Ville, $900* (ps); 4-dr., 


$875* (ps), $765* (ps); conv., $830* 
(ps). 
’55 (62) Coupe de Ville, $1,000* (ps), 


770* (ps); 2-dr. hardtop, $735* (ps); 
4-dr., $485* (ps). 


’54 (62) Coupe de Ville, $635* (ps); 4- 
dr., $425* (ps). 

53 (62) Coupe de Ville, $305* (ps); 
conv., $200* (ps). 

51 (62) 4-dr., $290*; Coupe de Ville, 
$225. 


CHEVROLET—’61 Impala (8) sport coupe, 
2 at $2,600* (ps); Corvair Monza (6) 
2-dr., $2,210, $2,200, $2,000; Corvair 
700 (6) station wagon, $1,895*; 2-dr., 
$1,875*, $1,790; Biscayne (6) 4-dr., 
$1,960. 

’60 Corvette (8) conv., $2,400; Parkwood 
(8) 4-dr., $2,100* (ps); Impala (8) 
sport coupe, $2,080, $2,050, $2,035*; 
Brookwood (8) 4-dr., $2,070 (ps); Bel 
Air (8) 4-dr., $1,550; Biscayne (8) 4- 


dr., 2 at $1,500*; 2-dr., $1,400; Cor- 
vair 500 (6) 4-dr., $1,425*; Corvair 
700 (6) 2-dr., $1,420. 


59 Nomad (8) 4-dr., $1,885* (ps); Kings- 
wood (8) 4-dr. (9 pass.), $1,880* (ps); 
Impala (8) sport coupe, $1,775*, $1,- 
685* (ps), $1,660*, $1,635; sport sedan, 
$1,665* (ps), $1,635*, $1,330* (ps); 
conv., $1,585* (ps); 4-dr., $1,480* (ps); 
Parkwood (8) 4-dr., $1,650* (ps); Bel 


Air (8) 4-dr., $1,245*; Biscayne (6) 
2-dr., $1,035, $950*, $860*; utility se- 
dan, $800. 


’58 Corvette (8) conv., $2,070*, $1,800*; 
Brookwood (8) 4-dr., $1,410* (ps), $1,- 
195*; Impala (8) sport coupe, $1,200* 
(ps), $1,035*; conv., $1,100, $985; Bel 
Air (6) sport coupe, $1,070; 4-dr., 
$835*; Bel Air (8) sport sedan, $1,050* 
(ps); sport coupe, $985; Yeoman (6) 
2-dr., $965*; Biscayne (8) 4-dr., $905*, 
$770*. 

57 Bel Air (8) sport coupe, $1,200*, 
$950*, $880*; sport sedan, $1,000* (ps), 
$905*, $895* (ps); 4-dr., $1,000*, $930*; 
Two-ten (8) station wagon, $1,100* 
(ps), $680*; 2-dr., $650*; Two-ten (6) 
4-dr., $610*; 2-dr., $535*; One-fifty (6) 
4-dr., $550, $450. 

’56 Corvette (8) conv., $1,010*; Bel Air 
(8) sport sedan, $700*; 4-dr., $675*; 
sport coupe, $400*; One-fifty (6) sta- 
tion wagon, $630; Two-ten (6) station 
wagon, $595*; 2-dr., $485. 

*55 Bel Air (8) 4-dr., $610*, $540*, $425* 


EDSEL—’59 Ranger 4-dr., 





(ps); 2-dr., $585*; station wagon 4- 
dr., $575*, $385*; sport coupe, $565*, 
$530*, $435* (ps); conv., $550*; Bel 
Air (6) sport coupe, $520; conv., 
$480*; One-fifty (6) utility sedan, $385, 
$250; Two-ten (8) 4-dr., $800, $290. 
54 Bel Air 2-dr., $385*, $135; sport 
coupe, $330*; 4-dr., $290* (ps); conv., 
$260*; Two-ten 2-dr., $285*; 4-dr., 
$260*. 
’53 Bel Air 4-dr., $345; 2-dr. hardtop, 
$170; Two-ten 4-dr., $225. 
*52 Deluxe 4-dr., $160*. 
CHRYSLER —’60 (300F) 2-dr. hardtop, 
$3,535* (ps). 
57 NY 2-dr. hardtop, $1,075* (ps). 
COMET—’61 Comet station wagon 2-dr., 
$2,035; 2-dr., $1,795*. 
DeSOTO—'58 Fireflite 4-dr. hardtop, $1,- 
085* (ps). 
57 Firesweep 4-dr, hardtop, $560* (ps). 
DODGE—'60 Phoenix (8) 2-dr. hardtep, 
$1,920* (ps); Pioneer (8) 2-dr. hardtop, 
$1,800* (ps). 
"59 Coronet (8) 2-dr. hardtop, $1,265*; 


2-dr., $990*, 
"57 Coronet (8) 2-dr., $365*. 


’56 Coronet (8) 2-dr., $385*. 

’55 Royal (8) 2-dr. hardtop, $255* (ps). 
$985* (ps). 
"58 Villager 4-dr., $560*. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 


$3,750* (ps), $3,735* (ps); Galaxie (8) 
2-dr. Victoria, $2,400*; starliner, $2,- 
300* (ps); Fairlane (8) 4-dr., $1,840, 
$1,750*; 2-dr., $1,800*; Falcon (6) 2- 
dr., $1,615. 

’60 Galaxie (8) 4-dr. Victoria, $1,785* 
(ps); Fairlane 500 (8) 4-dr., $1,770* 
(ps), $1,600* (ps); Ranch Wagon (6) 
2-dr., $1,540; Fairlane (8) 4-dr., $1,- 
485*; Fairlane (6) 4-dr., $1,260; Falcon 


(6) 2-dr., $1,375*, $1,345; 4-dr., $1,- 
325. 
’59 Thunderbird (8) 2-dr. hardtop, §$2,- 


475* (ps); Country Sedan (8) 4-dr., 
$1,690* (ps), $1,610* (ps); Galaxie (8) 
4-dr. Victoria, $1,520* (ps); conv., $1,- 
480* (ps), $1,150* (ps); 2-dr., $1,455* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,455* (ps), $1,400* (ps); 2-dr., $1,- 
010; Fairlane (8) 4-dr., $1,185* (ps); 
Custom 300 (8) 2-dr., $1,185, $1,100*, 
$825; 4-dr., $910, $870*; Custom 300 
(6) 2-dr., $870. 

’58 Country Sedan (8) 4-dr., $1,135* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,010* (ps); Ranch Wagon (8) 2-dr., 
$935* (ps); Custom 300 (8) 2-dr., 
$790*; Custom 300 (6) 2-dr., $655* 
(ps). 

’57 Fairlane 500 (8) conv., $875* (ps), 
$490; 2-dr. Victoria, $835* (ps), $800* 
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(ps), $565*; 2-dr., $775*; Country Se- 
dan (8) 4-dr. (9 pass.), $825*; Fairlane 
(8) 2-dr. Victoria, $695* (ps); Custom 
300 (8) 4-dr., $610*, $375*; Custom 
300 (6) 2-dr., $485. 

’56 Country Squire (8) 4-dr., $660* (ps); 
Country Sedan (8) 4-dr., $535; Fair- 


lane (8) 2-dr. Victoria, $465* (ps), 
$375*; Crown Victoria, $465*; 4-dr., 
$430* (ps); Custom (8) 4-dr., $415, 


$335*; Ranch Wagon (8) 2-dr., $355* 
$350; Ranch Wagon (6) 2-dr., 
$270. 


’55 Thunderbird (8) conv., $1,500* (ps), 
$1,285* (ps); Fairlame (8) 2-dr. Vic- 
toria, $425*; 4-dr., $270*; Ranch Wag- 
on (8) 2-dr., $340*; Custom (8) 4-dr., 
$290*, $260; Custom (6) 2-dr., $185*. 

’54 Crest (8) 2-dr. Victoria, $325*. 

IMPERIAL — '57 Imperial 4-dr. hardtop, 
$1,250* (ps). 

LINCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $2,900* (ps). 

’58 Premiere 2-dr, hardtop, $1,780* (ps). 


’57 Premiere 4-dr. hardtop, $985* (ps). 

’56 Capri 2-dr. hardtop, $655* (ps); 
Premiere conv., $645* (ps). 

MERCURY—’60 Monterey 2-dr., $1,950* 
(ps). 

’59 Park Lane 2-dr. hardtop, $1,770* 
(ps); Monterey 4-dr. hardtop, $1,635* 
(ps). 

’58 Monterey conv., $730* (ps). 

’57 Monterey 4-dr. hardtop, $695* (ps); 


Montclair 4-dr. hardtop, $665* (ps). 
’56 Montclair 2-dr. hardtop, $445*; conv., 
$425* (ps). 

‘55 Montclair 2-dr. hardtop, $410* (ps); 
Monterey 2-dr. hardtop, $380*, $365*. 
’54 Monterey 4-dr., $200* (ps); 2-dr. 

hardtop, $185* (ps). 
’52 Monterey 2-dr. hardtop, $150*. 
OLDSMOBILE—’59 (88) Super Fiesta 4- 
dr., $2,580* (ps); 4-dr., $1,585* (ps); 
(98) 2-dr. Holiday, $2,050* (ps). 
’58 (98) 4-dr. Holiday, $1,375* (ps), $1,- 
150* (ps); (88) Super 2-dr. Holiday, 
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Model Breakdown 
Of Auction Averages 














Aug., July, June, 
1961 1961 1961 
$2,378 $2,366 $2,360 
1,797 1,846 1,887 
1,423 1,457 1,444 

984 958 983 
641 650 662 
421 422 422 
320 380 330 
205 212 200 
Average $1,021 $1,026 $1,036 





$1,360* (ps), $1,035* (ps); 4-dr. Holi- 
day, $1,175* (ps); (88) 4-dr., $675* 
(ps). 

‘57 (88) Super 2-dr. Holiday, $1,005* 
(ps); (88) 2-dr. Holiday, $585*; (98) 
2-dr. Holiday, $585* (ps). 

’56 (88) Super 4-dr. Holiday, $695* (ps); 


2-dr. Holiday, $585* (ps); (88) 2-dr. 
Holiday, $585* (ps); 4-dr. Holiday, 
$500* (ps); (98) conv., $550* (ps). 


’55 (88) 4-dr. Holiday, $485* (ps); 2-dr. 
Holiday, $465* (ps), $450* (ps); (98) 
2-dr. Holiday, $380* (ps); 4-dr. Holi- 
day, $280* (ps); (88) Super 4-dr. Holi- 
day, $335* (ps). 

’54 (88) 2-dr. Holiday, $375* (ps); 4-dr., 
$185* (ps); (98) 2-dr. Holiday, $325* 
(ps); 4-dr., $160* (ps); (88) Super 2- 
dr. Holiday, $230* (ps); 2-dr., $210*. 

‘53 (98) 4-dr., $175* (ps). 

*52 (98) 4-dr., $135* (ps). 

PACKARD—'56 (400) 2-dr. hardtop, $390* 









industry. 


(ps). 

PLYMOUTH—’66@ Valiant 200 (6) 4-dr., 
$1,345; Valiant 100 (6) 4-dr., $1,210. 
’59 Fury (8) 4-dr. hardtop, $1,245* (ps); 
Belvedere (8) 2-dr. hardtop, $1,100* 
(ps); 4-dr., $1,035*; Savoy (6) 2-dr., 

$785. 

’58 Belvedere (8) 2-dr, hardtop, $870* 
(ps), $555* (ps); 4-dr. hardtop, $785* 
(ps); Suburban (8) Custom 4-dr., $800; 
Savoy (8) 4-dr. hardtop, $710*; 4-dr., 
$620*; Savoy (6) 2-dr., $645. 

‘57 Fury (8) 2-dr. hardtop, $880* (ps); 
Belvedere (8) 4-dr. hardtop, $750* 
(ps); 2-dr. hardtop, $695* (ps); conv., 
$485* (ps); Suburban (8) Custom 4- 
dr., $600* (ps); Savoy (8) 2-dr. hard- 
top, $545*; 2-dr., $285. 

’56 Suburban (8) Custom 4-dr., $495*, 
$400*; Suburban (6) Custom 4-dr., 
$430; Savoy (8) 2-dr., $335*, $230. 

55 Belvedere (6) 4-dr., $300. 

53 Cranbrook 4-dr., $105*. 

PONTIAC—’61 Star Chief 4-dr., $2,685* 
(ps). 

’60 Bonneville sport coupe, $2,855* (ps), 
$2,600* (ps); Catalina sport coupe, 
$2,150*. 

’59 Bonneville sport coupe, $2,290* (ps); 
conv., $2,160* (ps), $1,845* (ps); Cata- 
lina sport coupe, $1,935* (ps); conv., 
$1,910* (ps); Safari 4-dr., $1,850* 
(ps); 4-dr., $1,300. 

58 Super Chief 2-dr. Catalina, $1,185. 

’57 Star Chief 2-dr. Catalina, $900* (ps), 
$785* (ps). 

’56 Chieftain Safari 4-dr., $535*; 4-dr. 
Catalina, $365*; Star Chief 4-dr. Cata- 
lina, $410*; 2-dr. Catalina, $360*. 

’55 Chieftain station wagon, $355*; 4-dr., 
$250*; 2-dr., $235*. 

’54 Chieftain 2-dr. Catalina, $215*; Star 
Chief conv., $185*. 

RAMBLER—’60 Custom (6) station wagon, 

$1,950* (ps); Deluxe (6) station wag- 
on, $1,450; American (6) 2-dr., $1,075. 


(Continued on Page 30, Col. 3) 





Over 350 members of your industry — manufac- 
turers, distributors, and suppliers — are already 
enjoying the hard cash benefits of TBEA mem- 
bership. Benefits like these— 


Money-saving tax tips. TBEA provides you with 
the latest information on federal excise and in- 
come tax developments as they affect your busi- 
iness. TBEA fights adverse tax legislation for 
you, makes your voice heard on Capitol Hill! 
In one case alone during 1960, TBEA efforts 
secured tax savings of over $100,000 for the 


Advance information on new products, new 
methods. TBEA members get the first word on 
who’s planning what and when. Regularly issued 
news bulletins keep you informed, help your busi- 
ness progress more profitably! TBEA’s financial 
support of a program to prepare test codes for 
refrigerated vehicles is a current example of 
benefits secured through TBEA action. 


Chance to compare notes at meetings and con- 
ventions. Closed-door sessions where you can 
talk over common business problems, make valu- 
able contacts, find out the answers to your ques- 
tions first hand. Attend the annual convention 


this year at the Hotel Sherman in Chicago, Oc- 


tober 2-4. 


TBEA is dedicated to helping its members 
achieve greater business opportunities, profits and 
success. Its Industry Divisions, The Hydraulic 


Hoist and Dump Body Manufacturing Division 
and The School Bus Body Manufacturers Asso- 
ciation, and its Affiliates, Truck Body Builders 


Association, Inc. of California and La Federa- 
tion Francoise de la Carrosserie, Paris, France 
(Truck Body Builders Association of France), 
also spearhead programs to the advantage of con- 
cerned members. TBEA’s strength and effective- 


ness are well known in Washington and in the 


industry. Ask any member! 
Better yet, get full details on TBEA member- 


ship by clipping and mailing the coupon below 


today! 
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Truck Body and Equipment Association, Inc. 


2000 K Street, N.W., Washington 6, D. C. 


Please send complete details on TBEA member- 
C] manufacturer 
C) supplier to the industry 
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Shifting Sans Clutch Pedal... 


62 American to Offer 
E-Stick Transmission 


compete with the big competitors. 
Associate Editor In 1962 we want to show that we 
BURLINGTON, Wis.—A_stand-| have the product and the dealers 
ard transmission that does away|to play ball in the big leagues.” 
with the clutch pedal is the most} Abernethy noted that Rambler 
interesting of the “under-the-skin| has been particularly strong in 
improvements” on | station wagons and convertibles. In 
the 1962 Rambler.| the 1961 model year, he said, 40 
Newsmen who percent of Classics were wagons, 
drove Rambler| compared with the industry ratio 
Americans with| of 16 percent. 
the new “E- “w. 
Stick” (E for e got 14 percent of all sta- 
tion wagon sales in June,” Aber- 
ease and econ- nethy said. 
omy) during the : 
'62 press preview| The American convertible, he 
at American Mo-| Said, accounted for 15.9 percent of 
tors’ proving|4ll American ’61 production since 
grounds near/|Jan. 1, and 6 percent of all AMC 
here were im-| Production. 
Abernethy also revealed that 





CHRYSLER) 


By Robert M. Lienert 











Foothill Motors of Fontana, Inc. (Chrysler-Dodge), has moved into its new facilities 
at 17050 Foothill Blvd., Fontana, Calif. The new quarters consist of over 65,000 
square feet for customer service, including used-car lot and customer parking. The 
service department is equipped to handle every service operation, according to 
C. George Koepseli, president. 





Roy Abernethy 
pressed with the flawless perform- 
ance of the transmission, which| Rambler is expanding its central 
was developed and supplied by| and regional sales offices, 


Used-Car Auction Prices 


(Continued from Page 29) 


’58 Thunderbird (8) conv., $1,905*; 
Country Sedan (8) 4-dr., $915*; Fair- 
lane 500 (8) 2-dr. Victoria, $815* (ps); 


The E-Stick transmission head- 
lines a number of engineering and 
mechanical changes in the new 
models which Abernethy said are 


Borg-Warner Corp. 
The E-Stick will be available 


only on the American. ’59 Super (6) Cross Country, $1,380; Cus- 


tom (6) 4-dr., $1,005*, 
’58 American (6) 2-dr., $650. 




















Roy Abernethy, executive vic e- 


president, told newsmen that the| aimed at lower maintenance costs 
number of Rambler models for! and increased reliability, economy, 
safety and “more usefulness for the 


1962 has been reduced to 29 from 
this year’s 41, “even though we 
added three new models.” 

Unavailable in 1962 will be all 
Classic V-8 models, all Super 
series and austere versions of the 
three-seat station wagons, Aber- 
nethy said, explaining that deal- 
ers had asked for a simplified 
model structure. 

Only V-8 for 1962 is the 327- 
cubic-inch Ambassador, which has 
been adapted to AMC’s 108-inch 
wheelbase previously used only for 
the Classic. 

“We think we'll sell more Am- 
bassador V-8s in 1962 than Classic 
and Ambassador V-8s combined 
this year,” he said, 

In reshuffling the model lineup 
for 1962, AMC has tabbed top- 
drawer models the 400; middle 
lines, Custom and bottom line, De- 
luxe. 

“Comparable models will be 
better equipped in 1962,” Aber- 
nethy said, “and the 400 will sell 
at a price comparable to the 1961 
Custom.” 

Abernethy, predicting that AMC 
would sell 500,000 Ramblers in 1962, 
compared with the 385,000 cars it 
expects to deliver this year, said, 
“We're stronger today than we 
were a year ago. We’re off on an- 
other building plateau.” 

Rambler dealers are among the 
strongest in the industry, Aber- 
nethy said, noting they notched a 
profit of 1.9 percent on sales in the 
first half, compared with NADA 
figures of 0.9 percent for the in- 
dustry. 

“A good test of soundness of sales 
organization and dealer strength is 
the fact that Rambler held its per- 
cent of the market during the 
rough bumps of 1961,” Abernethy 
said. 

“Since we are no longer alone 
with any size car, our basis for 
uniqueness must be in other 
areas,” he said. “Our opportunity 
is to register Rambler as a brand 
people already know and can 
trust. 

“And we have the only dealer 
body selling a complete line of 
compacts—and only compacts.” 

Discussing Rambler’s position, 
Abernethy recalled that “we liter- 
ally walked out of the grave” in 
1955-56. 

“Some people felt in 1960 that 
Rambler couldn’t hold its position 
with the onslaught of new com- 
pacts,” Abernethy said. 

“We proved in 1961 that we can 


More U. S.-Built Parts 


Being Shipped to Volvo 


TOLEDO, — Approximately 3,600 
automobile axles were shipped last 
week by Dana Corp., through the 
Port of Toledo, to Volvo, in Gothen- 
burg, Sweden. 

A Volvo official said the axles 
were part of a total consignment 
of 50,000 valued at $2 million and 
representing 400,000 man hours of 
American labor. The Port of Toledo 
will also handle shipments to Volvo 
of piston rings from Perfect Circle 
Corp. and molding sealer from 
Dolphin Paint & Varnish Co, 










































user.” 

One of the safety features — 
which will be standard equipment 
on all the ’62 Ramblers—is a dou- 
ble-safety brake arangement with 
separate hydraulic systems for 
front and rear brakes. 

If, through damage, the front 
brakes should fail, the rear brakes 
will still operate—and vice versa. 
The brakes are also self-adjusting. 


Chassis lubrication period for 
Classic and Ambassador models 
has been increased to 33,000 miles. 


Road clearance has been increas- 
ed 27 percent on Classics and Am- 
bassadors and 19 percent on Ameri- 
cans. 

All models will be protected with 
factory-installed Dowgard Full-Fill 
coolant which protects against 
freezing down to 40 degrees below 
zero. 

In addition, all Ramblers will be 
equipped with an improved ceramic 
exhaust system, guaranteed for the 
life of the car to the original owner. 


The new Power-Guard battery 
will carry a warranty for 24 months 
or 24,000 miles, Abernethy told 
newsmen. 

Other changes include rocker 
panels galvanized on both sides, a 
half-inch more headroom, complete- 
ly redesigned front suspension sys- 
tem on Classics and Ambassadors 
and making oil filters standard 
equipment on all models. 

Abernethy said there are more 
than 100 improvements in the 
Classics and Ambassadors and 75 
“improvements and refinements” 
on Americans, 

The E-Stick transmission makes 
use of a clutch that is activated by 
oil pressure from the running en- 

gine. A valve controlling the oil 
flow—and, therefore, the clutch—is 
actuated by manifold vacuum, 

The shift lever uses the normal 
shift pattern of the standard trans- 
mission and is mounted convention- 
ally on the steering post. 

To start the engine, the lever is 
placed in neutral. To move away, 
the driver shifts to low and applies 
slight accelerator pressure. At the 
normal shift points, he simply eases 
up on the gas and shifts to second; 
then lifts his throttle foot again 
and shifts to third. 

Downshifts from third to sec- 
ond are quick and absolutely 
clashless and were accomplished 
easily by this writer at speeds in 
excess of 60 miles per hour. 

To stop, the driver simply steps 
on the brake and the car comes 
smoothly to a halt, as in a car 
equipped with an automatic trans- 
mission. If the driver is forgetful, 
and attempts to get under way 
again in high gear, the E-Stick unit 
moves the car away—slowly, but 
without stalling or bucking. 

To park the car in gear, or to 
accomplish push starts, a small 
hand-control below the dashboard 
manually engages the clutch. 

No price has been placed on the 
E-Stick, although Abernethy said it 
would cost approximately a third 
as much as an automatic. 


STUDEBAKER—’59 Lark (6) 2-dr., $805. 
’54 Commander (8) 2-dr, hardtop, $270* 


(ps). 

’53 Champion (6) 2-dr., $150*, 
MISCELLANEOUS—’59 Chevrolet (6) 
Camino, $1,250; 


¥%-ton camper, $1,180. 

58 Chevrolet (6) %-ton pickup, 
(6) %-ton pickup, $785; (6) 
utility, $895; Ford (6) 
$785. 


’57 Ford (8) Ranchero, $735*; (6) %.-ton 


pickup, $585*, $510. 

’56 GMC (8) %-ton camper, $775*; Ford 
(8) F-100 pickup, $385*; Chevrolet (6) 
delivery sedan, $360*. 

’5b5 Chevrolet (6) %-ton pickup, $570, 
$545; delivery sedan, $300. 

’53 Chevrolet (6) 1%-ton stake, $295. 

’52 Chevrolet 1-ton van, $385. 

’50 Willys Jeep, $210. 

’49 Ford (8) %-ton pickup, $305. 


FLINT 


Flint Auto Auction, Sale every Wednes- 


day, Prices are for sale of Aug. 23. Mar- 
ket continues to be strong. No sign of 
weakness at this time. Sold 201 cars from 


272 consignments. 


BUICK—’61 LeSabre conv., $2,720* 
4-dr. hardtop, $2,715* (ps), 
(ps), $2,700*, $2,600* (ps); 2-dr. hard- 
top, $2,700* (ps); Special station wag- 
on 4-dr., $2,370* (ps); 4-dr., $1,900*, 
$1,855* (ps). 

’60 Invicta 4-dr. hardtop, $2,235* (ps), 
$1,875* (ps); 2-dr. hardtop, $2,160* 
(ps); Electra 4-dr., $2,225* (ps); Le- 
Sabre 2-dr. hardtop, $2,020*; 4-dr., 
$1,810* (ps), $1,685*. 

’659 Invicta 4-dr. hardtop, $1,710* (ps); 
Electra 225 4-dr. hardtop, $1,665* (ps); 
Electra 4-dr., $1,665* (ps); LeSabre 
4-dr., $1,550* (ps); 4-dr. hardtop, $1,- 
540* (ps); 2-dr., $1,405*; 2-dr. hard- 
top, $1,310* 

’58 Special 2-dr., $800* (ps), $525* (ps); 
2-dr. Riviera, $445* (ps). 

’56 Special 4-dr., $470*; 2-dr., $325*, 

’55 Century 2-dr., $220*; Special 4-dr., 
$130*. 

CADILLAC—’61 (62) 2-dr., $4,200* (ps). 

760 (62) 4-dr. hardtop, $3,600* (ps); 4- 
dr., $3,450* (ps); de Ville 4-dr. hard- 
top, $3,350* (ps). 

CHEVROLET—’61 Impala (8) 4-dr. hard- 
top, $2,260, $2,135*; 2-dr., $2,150; Bel 
Air (6) 4-dr., $2,100*, 

760 Impala (8) 4-dr., $2,050* (ps); 2-dr., 
$1,975* (ps), $1,940* (ps); conv., $1,- 
950* (ps), $1,780*; sport sedan, $1,815* 
(ps); Bel Air (6) 2-dr., $1,650*, $1,- 
580*; 4-dr., $1,450*; Bel Air (8) 2-dr., 
$1,575; Parkwood (6) 4-dr., $1,600; 
Biscayne (6) 4-dr., $1,500, $1,410; 2- 
dr., $1,470*, $1,450*, $1,450, $1,400, 
$1,360; Biscayne (8) 2-dr., $1,480*; 2- 


(ps); 


dr., $1,425*; Corvair 500 (6) 4-dr., 
$1,155. 
’59 Impala (8) 4-dr, hardtop, $1,475* 


(ps), $1,470* (ps); conv., $1,425* (ps); 
sport coupe, $1,395* (ps); Parkwood 
(8) 4-dr., $1,415* (ps); Parkwood (6) 
4-dr., $1,400*; Kingswood (6) 4-dr., 
$1,380*; Bel Air (6) 2-dr., $1,225*, $1,- 
090; 4-dr., $1,100; Bel Air (8) 4-dr., 
$1,100*; Biscayne (6) 2-dr., $1,140*, 
$1,085; 4-dr., $1,065*. 

"58 Impala (8) conv., $1,300*; sport 
coupe, $1,000*; Biscayne (8) 4-dr., 
$880*; Biscayne (6) 2-dr., $775; Bel 
Air (8) 4-dr. hardtop, $820* (ps); 2- 
dr., $805*; conv., $785; Brookwood 
(8) 4-dr., $750*, 

’57 Bel Air (8) sport sedan, $760* (ps); 
4-dr., $760*; Two-ten (6) 2-dr., $690*. 

’56 Two-ten (8) 2-dr., $440*; Two-ten 
(6) 4-dr., $400, $330*; Bel Air (6) 4- 
dr., $400. : 

755 Two-ten (6) Delray, $275*; Bel Air 
(8) sport coupe, $125. 

DODGE—’60 Matador (8) 4-dr. hardtop, 
$1,825* (ps); Dart Phoenix (8) conv., 
$1,445* (ps); Seneca (6) 4-dr., $1,140. 

’57 Sierra (8) 4-dr., $635, 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,430* (ps); Galaxie (8) 2-dr., $2,- 
330* (ps); starliner, $2,240* (ps); Fal- 
con (6) 4-dr., $1,540. 

760 Galaxie (8) starliner, $1,850* (ps), 
$1,660* (ps); 4-dr., $1,630* (ps); 2-dr., 
$1,550*; Falcon (6) 4-dr., $1,255, $1,- 
205; 2-dr., $1,205, $1,200, $1,175; Cus- 
tom (6) 2-dr., $1,000*. 

"59 Galaxie (8) 4-dr. Victoria, $1,525*; 
conv., $1,300* (ps), $1,270* (ps); Fair- 
lane 500 (8) 2-dr. Victoria, $1,315*; 
Fairlane (8) 4-dr., $1,210*, $1,055*; 2- 
dr., $1,035*; Country Sedan (8) 4-dr., 
$1,065*, $1,050*, $965*; Custom 300 
(6) 2-dr., $1,005, $1,005*, $985*, $930; 
Custom 300 (8) 2-dr., $870. 










El 
¥%-ton pickup, $1,000; 
Ford (8) Ranchero, $1,220*; (8) %-ton 
LWB pickup, $1,000, $785; Dodge (8) 


$935; 
¥% -ton 
%-ton pickup, 








$2,700*- 


Fairlane (8) 2-dr., $535*; Ranch Wag- 
on (8) 2-dr., $435. 

’57 Fairlane 500 (8) 4-dr., $600*, $500* 
(ps); 4-dr. Victoria, $490*; Country 
Sedan (8) 4-dr., $575, $530* (ps), $340; 
Custom (6) 2-dr., $440; Custom 300 (8) 
2-dr., $340. 

’56 Country Sedan (8) 4-dr., $205*; Cus- 
tom (8) 2-dr., $185; Fairlane (8) 4-dr., 
$175* (ps). 

’55 Fairlane (8) 4-dr., $180, 

IMPERIAL—’ 57 Imperial 4-dr., $800* (ps). 


MERCURY—’59 Monterey 2-dr., $975. 
‘58 Monterey 4-dr. hardtop, $700* 
’56 Montclair 2-dr, hardtop, $315*, 
’55 Monterey 2-dr., $135*. 

OLDSMOBILE—’61 (88) 4-dr. Holiday, $2,- 

640* (ps). 

"60 (98) conv., $2,250* (ps). 

’59 (88) 4-dr. Holiday, $1,885* (ps), $1,- 
765* (ps); 4-dr., $1,600*; (88) Super 
4-dr., $1,750* (ps). 

’57 (88) 2-dr. Holiday, $725* (ps). 

’55 (88) 2-dr., $170*, 

PLYMOUTH—’61 Fury (8) 2-dr., 

(ps). 

760 Savoy (8) 4-dr., $1,200*. 

’59 Belvedere (8) 2-dr., $930*. 

’58 Belvedere (8) 4-dr., $645*. 

’57 Belvedere (8) 2-dr., $545. 

PONTIAC—’61 Bonneville 4-dr. Vista, $2,- 

850* (ps); Ventura sport coupe, §$2,- 
400* (ps). 

60 Bonneville conv., $2,405* (ps); sport 
coupe, $2,320* (ps); Catalina Safari 
4-dr., $2,155* (ps); conv., $2,115*; 2- 
dr., $1,770*. 

’59 Star Chief 4-dr., $1,630* (ps); Cata- 


(ps). 


$2,050* 


lina 4-dr. Vista, $1,625* (ps); 4-dr., 
$1,450*. 

‘58 Star Chief 2-dr. Catalina, $1,020*, 
$1,005* (ps); 4-dr. Catalina, $450* 


(ps). 
’56 Star Chief 4-dr., $360* (ps); Chief- 
tain 4-dr., $225*, 
RAMBLER—’60 American (6) Deluxe 4-dr., 
$1,465; Super 4-dr., $1,405* (ps). 
’59 American (6) Super 4-dr., $1,030; 2- 
dr., $780. 
’58 Super (6) 4-dr., $780. 
STUDEBAKER—’60 Lark (6) 2-dr., $975. 
’57 Golden Hawk (8) 2-dr., $445; Silver 
Hawk (8) 2-dr., $365. 
MISCELLANEOUS — ’59 Chevrolet 
pickup, $1,000. 
’58 Chevrolet %-ton pickup, $700. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Aug. 22. Great sale, 
with rain and all. Sold 379 cars from 546 
consignments. 

BUICK—’60 Electra 4-dr. hardtop, $2,275* 


¥% -ton 


(ps); LeSabre 4-dr. hardtop, $1,970* 
(ps). 
’59 Electra conv., $1,765* (ps); 4-dr. 
hardtop, $1,755* (ps), $1,745* (ps); 


LeSabre 4-dr., $1,600* (ps). 

’58 Special 4-dr. Riviera, $1,050* (ps). 

’57 Special 4-dr., $700*, $650*, $495*; 
4-dr, Riviera, $665*; Super 4-dr. Rivi- 
era, $615*. 

"56 Special 4-dr. Riviera, $350*. 

’55 Special 4-dr. Riviera, $400*. 


CADILLAC—’60 de Ville 2-dr. 
$4,125* (ps), $3,670* (ps); 
hardtop, $3,800* (ps); 2-dr. 
$3,650*; conv., $3,555* (ps). 

’59 (60) Special 4-dr., $3,100* (ps); (62) 
4-dr. hardtop, $2,900* (ps), $2,700* 
(ps), $2,530* (ps); 2-dr. hardtop, $2,- 
790* (ps); conv., $2,780*. 

"58 (62) 4-dr. hardtop, $2,100* 
$1,510* (ps). 

’57 (62) conv., $1,375* (ps), $830*, (ps); 
(60) Special 4-dr., $1,210* (ps). 

CHEVROLET—’61 Impala (%) conv., $2,- 
350* (ps); Corvair (6) Monza 4-dr., 
$2,050; 2-dr., $2,040, $2,025, $1,640; 
Bel Air (8) 2-dr., $1,945*. 

*60 Corvette (8) conv., $2,575*; Impala 
(8) conv., $1,980* (ps), $1,950, $1,930* 


hardtop, 
(62) 4-dr, 
hardtop, 


(ps), 


(ps), $1,750* (ps); sport sedan, §$1,- 
940*, $1,880*, $1,800*; 4-dr., $1,900, 
$1,810*; Impala (6) 2-dr. hardtop, 


$1,915*; Bel Air (8) sport sedan, $1,- 
850* (ps); 2-dr., $1,620; Parkwood (8) 
4-dr., $1,780*, $1,695*; Brookwood (8) 


4-dr., $1,780*, $1,710*, $1,600*; Bis- 
cayne (8) 2-dr., $1,630* (ps); 4-dr., 
$1,625*; Biscayne (6) 2-dr., $1,560, 
$1,330, $1,180, $1,180*; Corvair (6) 
700 4-dr., $1,195, $1,165. 

’59 Parkwood (8) 4-dr., $1,625* (ps), 
$1,100*; Nomad (8) 4-dr. (8 pass.), 
$1,600*; Impala (8) sport coupe, $1,- 
595*; conv., $1,525*, $1,460* (ps), $1,- 
460*; Brookwood (8) 4-dr., $1,440* 
(ps), $1,350*; Bel Air (6) 2-dr., $1,- 
255*, $1,245*, $1,185, $1,185*; Bis- 


cayne (6) 2-dr., $1,095*, $1,085*, $1,- 
080, $1,080*, $1,060, $1,045*. 

"58 Bel ‘Air (8) 4-dr. hardtop, $1,300*, 
$1,150* (ps), $930* (ps); 4-dr., $1,- 





065*, $1,035*, $870*; Impala (8) sport 


coupe, $1,150* (ps); CcOnv., $1,109+ 
$1,080* (ps), $915*; Brookwood (8) 
4-dr., $1,050*; Biscayne (6) 4-dr, 


$925*, $805; Delray (6) 4-dr., $s5o*. 
57 Bel Air (8) conv., $1,000* (ps), $935 
(ps); 4-dr., $930*, $760*; sport sedan, 


$800*; sport coupe, $900*, $900* (pg). 
Bel Air (6) sport coupe, $930*; Two. 
ten (8) 2-dr. hardtop, $950"; station 


wagon 4-dr., $910*, $770*; 4-dr., $sog*- 
Two-ten (6) 2-dr., $800*; One-fifty (6) 
4-dr., $670*; 2-dr., $650*. 
°56 Bel Air (8) sport sedan, $695*, s66o+- 
4-dr., $640*; Two-ten (8) 4-dr., $660" 
$620*, $540*; 2-dr., $540*, $535’ 
$520*; One-fifty (6) 2-dr., $500*, rc 
CHRYSLER—’59 Saratoga 4-dr. hardtop 
$1,550* (ps); Windsor 2-dr. hardtop, 
$1,300* (ps). : 
"58 NY 2-dr. hardtop, $1,350* (ps) 
’57 Windsor 2-dr. hardtop, $550*. ~ 
’55 (300) 2-dr. hardtop, $435* (ps). 
DeSOTO—’59 Firedome 2-dr. hardtop, $1. 
530* (ps); 4-dr. hardtop, $1,440* (ps); 


4-dr., $1.155*. 

*57 Fireflite 2-dr. hardtop, $815* (pg) 
$630* (ps); Firedome 4-dr., §355*’ 
$335*. : 

DODGE—’60 Dart (8) Phoenix 4-dr, harg. 
top, $1,625* (ps); Seneca (6) 4-dr 
$1,180*, $1,150. or 

‘57 Coronet (8) 2-dr. hardtop, $955 


(ps), $600*; Sierra (8) 4-dr., $600*, 
’56 Coronet (8) 4-dr., $350*. 


| FORD—’61 Thunderbird (8) conv., $3,750* 


(ps); Galaxie (8) 2-dr. Victoria, §2. 
175* (ps); Falcon (6) 4-dr., $1,525.” 
’60 Thunderbird (8) conv., $2,505* (ps); 
Galaxie (8) 4-dr., $1,660*; cony., $1, 
640*; Starliner, $1,435* (ps); Falcon 
(6) station wagon 4-dr., $1,405*; Fair. 
lane 500 (8) 4-dr., $1,250*; 2-dr, 
$1,225, $1,220, $1,220*, ; 
’59 Thunderbird (8) conv., $1,980* (ps); 


Galaxie (8) conv., $1,600* (ps), $1,- 
205* (ps); 4-dr. Victoria, $1,275* (ps); 
Custom 300 (8) 4-dr., $935*; Custom 


300 (6) 4-dr., $900*; Fairlane (6) 2. 
dr., $925*; 4-dr., $920*. 

*58 Thunderbird (8) 2-dr, hardtop, $1,- 
815* (ps); Fairlane 500 (8) Skyliner, 
$975* (ps); 2-dr. Victoria, $645* (ps), 


$565*; Custom 300 (8) 4-dr., $685; 
Custom (6) 4-dr., $585; Fairlane (8) 
conv., $625* (ps); Ranch Wagon (6) 
2-dr., $500. 


’57 Fairlane (8) conv., $745* (ps); 2-dr, 
Victoria, $610*, $515*. 


’55 Fairlane (8) 2-dr, Victoria, $509* 
(ps). 

IMPERIAL—’57 Imperial 2-dr. hardtop, 
$1,550* (ps); Crown 2-dr. hardtop, 
$1,300*. 

MERCURY—’60 Monterey 4-dr., $1,905* 
(ps); 4-dr, hardtop, $1,775* (ps). 

59 Monterey 4-dr., $1,490* (ps). 
’58 Montclair 4-dr, hardtop, $1,105*, 


$720* (ps). 
’57 Monterey 4-dr., $650*. 
OLDSMOBILE—’'61 (88) 4-dr. Holiday, $2,- 
605* (ps). 

’60 (88) Super 2-dr. Holiday, $2,300* 
(ps), $2,275* (ps); 4-dr., $2,270* (ps), 
$2,225* (ps). 

"59 (88) 4-dr, Holiday, $1,835* (ps); 
4-dr., $1,560* (ps). 

75S (98) 4-dr. Holiday, $1,630*, $1,370* 
(ps); (88) 4-dr. Holiday, $1,155*. 


"57 (88) 2-dr. Holiday, $820*, $750* 
(ps), $695*; 4-dr., $770* (ps), $745* 
(ps); (88) Super 2-dr. Holiday, $810* 
(ps) 


PLYMOUTH—’60 Valiant (6) V-100 4-dr., 
$1,275; Savoy (6) 4-dr., $1,300. 
’59 Savoy (6) 4-dr., $700*. 
’58 Plaza (6) 2-dr., $450*, $395*, $380*. 


"57 Belvedere (8) 4-dr., $635*; 4-dr., 
$425*. 
’56 Savoy (6) 2-dr., $425*. 
PONTIAC — '61 Bonneville conv., $2,900* 


(ps); Star Chief 4-dr,, 
$2,535* (ps); Tempest 4-dr., $1,875*, 
’60 Catalina Safari 4-dr., $2,400* (ps); 
4-dr. Vista, $2,340* (ps), $2,330* (ps); 


(Continued on Page 31, Col. 1) 


Wagon Exclusive 


e = 
Opens in Chicago 

CHICAGO.—Station Wagon Cen- 
ter, which will handle only new and 
used wagons, has been opened at 
284 N. Cicero Ave. as a division of 
K. C, Davies& 
Associates, Inc, 
according to K. 
C. Davies. 

An independent 
operation, Station 
Wagon Center 
will buy all makes 
of new and used 
wagons from 
dealers and 
wholesale any 
cars taken in 

K. C. Davies trade, Davies 
said. It is Chicago’s only dealership 
handling wagons exclusively, he 
added. 

Stan Siegler is general manager 
of the firm and Herman Yagoda is 
sales manager. The showroom for- 
merly was occupied by McCorkle 
Motors, Inc. (Buick), owned by the 
late Clarence J. McCorkle, Metro- 
politan Chicago director for the 
National Automobile Deaiers Assn. 


(ps), $2,575* 








Chattanooga Dealers 


Headed by Doster 


CHATTANOOGA, Tenn, — The 
Chattanooga Automobile Dealers 
Assn, has elected Stokley E. Doster 
as president for the coming fiscal 
year. 

Doster succeeds W. R, Patten. 
Other officers elected were J. E. 
Lawrence, vice-president, and Herb 
Adcox, Amos Trotter, Patten and 
H. G. Law, directors. John Ross 
Scott is the association’s executive 
secretary. 
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Used-Car Auction Prices 


(Continued from Page 30) 


t coupe, $2,105*. 





159 B nneville 4-dr. Vista, $1,900* (ps), 
$1,735* (ps), $1,580* (ps), $1,550* 
(ps); conv., $1,350* (ps). 

58 Be ineville conv., $1,005* (ps); Star 
Chiet 4-dr, Catalina, $780*. 

57 Chieftain 4-dr, Catalina, $680*. 

56 Star Chief 2-dr. Catalina, $330*. 

RAMBLER —59 Super (6) station wagon 
4-dr., $1,280*; American (6) Deluxe 
4-dr., $900*. 

sTUDEBAKER—’60 Regal (6) conv., $1,- 
290* (ps); 4-dr., $920*. 

59 Silver Hawk (8) 2-dr. hardtop, $800*, 
$785° 

DOTHAN, ALA. 
The Auto Auction. Sale every Friday. 


Prices are for sale of Aug. 25, Weather: 


Fair. 
BUICK—'55 Special 2-dr., $425*. 
OHEVROLET—’59 Biscayne (6) 4-dr., $840. 


158 Biscayne (6) 4-dr., $745*; Bel Air 
(8) 4-dr., $635*. 

57 Two-ten (6) 4-dr., $660. 

56 Bel Air (8) 4-dr. , $555*, $410*; 


Two-ten (8) station wagon 4-dr., $350; 
4-dr., $320. 

155 Two-ten (6) 4-dr., $365*, $280; Two- 
ten (8) 4-dr., $255; Bel Air (8) 4-dr., 


$235, $195. 
CHRYSLER — ’57 Windsor 2-dr., $715* 
pODGE — '55 Royal (8) 2-dr. hardtop, 


305*. 
rorD—'61 Falcon (6) 4-dr., $1,650. 

59 Custom 300 (8) 2-dr., $1,070*; Fair- 
lane (6) 2-dr., $770. 

158 Custom 300 (6) 2-dr., $505; Fairlane 
500 (8) 4-dr., $460* (ps). 

57 Country Sedan (8) 4-dr., $595, $400*; 
Fairlane 500 (8) 4-dr., $510* (ps), 
$410*; 4-dr. Victoria, $430* (ps); Cus- 
tom 300 (8) 4-dr., $470*, $450; Fair- 
lane (8) 2-dr., $445*. 

56 Country Sedan (8) 


4-dr., $410*, 


$300*; Custom (8) 2-dr., $410; 4-dr., 
$375". 

55 Custom (8) 4-dr., $330, $325, $290*. 
HUDSON—’55 Hornet (6) 4-dr., $190*. 
LINCOLN — ’57 Premiere 2-dr. hardtop, 

$700* (ps). 
MERCURY — ’57 Monterey 4-dr., $415* 
(ps). 

155 Monterey 2-dr., $310*. 

OLDSMOBILE — ’60 (88) 4-dr., $2,170* 


(ps). 
157 (88) 2-dr. Holiday, $270* (ps). 
56 (98) 4-dr. Holiday, $620* (ps); (88) 
2-dr., $380*. 
pLYMOUTH—’60 Valiant (6) V-200 4-dr., 
$1,245". 

‘55 Savoy (6) 4-dr., $280; Plaza (6) 4- 
dr., $205; Belvedere (8) conv., $180. 
PONTIAC—’56 Chieftain 4-dr., $395; Star 
Chief 2-dr. Catalina, $340* (ps). 
RAMBLER—’61 Ambassador (8) Deluxe 4- 

dr., $2,025. 

59 American (6) Deluxe 4-dr., $805*. 

158 Super (6) 4-dr., $700; American (6) 
Deluxe 2-dr., $340. 

MISCELLA NEOUS—’61 Chevrolet (6) 

ton pickup, $1,310. 

57 Willys (6) Jeep, $490. 

’56 GMC (6) %-ton pickup, $210. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 25. Sale red 
hot. Sold 285 cars from 337 consignments, 


BUICK — ’58 Century 4-dr., $835* (ps); 
Special 2-dr. Riviera, $830*; Super 4- 
dr. Riviera, $825*. 

‘57 Century Estate Wagon, $715*; 4-dr. 
Riviera, $600* (ps); 2-dr. Riviera, 
$575* (ps); Super 2-dr. Riviera, $630*; 
4-dr. Riviera, $360* (ps); Special 2-dr., 
$465*; 4-dr. Riviera, $400* (ps). 

’56 Special conv., $370*; 2-dr. Riviera, 
$295*, $165*; 2-dr., $265*. 

55 RM 4-dr., $350*; Super 2-dr. Riviera, 
$300*; Century 4-dr., $230*. 
54 Special 2-dr., $130*; 2-dr. 

$100*. 

’53 Century 4-dr., $125*. 

CADILLAC—’57 (62) 2-dr. $1,- 
350*; conv., $1,210* (ps). 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,395* (ps); sport sedan, $2,340* (ps); 
Bel Air (6) 2-dr., $1,705*. 

’60 Impala (8) conv., $1,950* (ps); sport 
coupe, $1,915* (ps); sport sedan, $1,- 
840* (ps), $1,805* (ps); Bel Air (8) 4- 
dr., $1,675* (ps), $1,580*; 2-dr., $1,- 
510* (ps), $1,280*; Biscayne (6) 4-dr., 
$1,440*, $1,005*. 

’59 Impala (8) conv., $1,475* (ps); sport 
coupe, $1,410* (ps); 4-dr., $1,300* 
(ps); Bel Air (6) 4-dr., $1,385*; Bel 
Air (8) 2-dr., $1,000*; Biscayne (8) 4- 
dr., $950*. 

58 Impala (8) sport coupe, $1,135* (ps), 
$1,080*; conv., 2 at $825*; Bel Air (8) 
sport coupe, $880* (ps); Biscayne (6) 
4-dr., $855. 

57 Bel Air (8) 4-dr., $845*, $775*, $710* 
(ps); station wagon 4-dr., $835* (ps); 
Bel Air (6) sport coupe, $825*; 2-dr., 
$665*; Two-ten (6) 4-dr., $725*, $665, 

56 Bel Air (6) 4-dr., $660*; Bel Air (8) 
4-dr., $615*; Two-ten (6) 4-dr., $305*; 
One-fifty (6) 4-dr., $250*, $210*; One- 
fifty (8) 2-dr., $200*. 

55 Bel Air (6) 4-dr., $385*; Bel Air (8) 
sport coupe, $380*; Two-ten (8)/station 
wagon 2-dr., $310; One-fifty (6) 2-dr., 
$150. 

54 Bel Air 2-dr., $270; conv., $150*. 

53 Bel Air 4-dr., $185*; Two-ten 4-dr., 
$125, $120*. 

"52 Deluxe 2-dr., $295*, $235*, $150*. 

DODGE—’58 Coronet (8) 2-dr. #$670*. 

‘57 Custom Royal (8) 4-dr., $700*; Coro- 
net (8) conv., $435* (ps); 4-dr., $430*. 

‘55 Royal (8) 4-dr., $210*; Coronet (8) 
2-dr., $195*; 4-dr., $165*, $150*. 


%- 


Riviera, 


hardtop, 





FORD—’61 Galaxie (8) 2-dr. Victoria, $2,- 
270* (ps). 

60 Galaxie (8) starliner, $1,650* (ps); 
4-dr., $1,580* (ps); Fairlane (8) 4-dr., 
$1,365*, $1,275*. 

59 Galaxie (8) 2-dr. Victoria, $1,375* 
(ps); conv., $1,305*; Fairlane 500 (6) 
2-dr., $1,145*; Fairlane (8) 4-dr., $1,- 
070*; Fairlane (6) 2-dr.; $1,030*. 

"58 Country Sedan (8) 4-dr., $830* (ps), 
$725*; Fairlane 500 (8) 4-dr. Victoria, 


$755*; 2-dr. Victoria, $650*; conv., 
$500*; Fairlane 500 (6) 4-dr., $610*; 
Fairlane (8) 2-dr. Victoria, $695*, 
$525*. 
‘57 Fairlane 500 (8) conv., $685*; 2-dr. 
Victoria, $665*; 2-dr., $540*, $350*; 
Fairlane 500 (6) 2-dr., $455; Ranch 


Wagon (8) 2-dr., $570* (ps); Ranch 
Wagon (6) 2-dr., $305; Fairlane (8) 
4-dr., $450*; 2-dr., $385; 2-dr. Victoria, 
$380*; Custom 300 (6) 4-dr., $305*; 2- 
dr., $300*; Country Sedan (6) 4-dr., 
$275*; One-fifty (6) 2-dr., $210. 

’56 Country Sedan (6) 4-dr., $350*, 
$310*; Country Sedan (8) 4-dr., $330*; 


Ranch Wagon (6) 2-dr., $275*; Main 
(8) 2-dr., $250*; 4-dr., $170*; Main 
(6) 4-dr., $200*. 

‘55 Fairlane (8) 2-dr., $325*, $275*, 


$250*, $210*; Custom (8) 4-dr., $190*; 
Custom (6) 2-dr., $135*; Main (8) 4- 
dr., $100*. 
’54 Ranch Wagon (8) 2-dr., $245*; Cus- 
tom (8) 2-dr., $210*. 
’52 Crest (8) conv., $155*. 
HUDSON—’55 Wasp 2-dr., $130*. 
LINCOLN—’53 4-dr., $110*. 


MERCURY—’ 57 Monterey 4-dr., $565* (ps), 
$365*; 4-dr. hardtop, $275*; 2-dr. hard- 
top, $270*. 

’56 Monterey 2-dr. hardtop, $360*; Medal- 
ist 2-dr., $125; 4-dr., $105*. 

’54 Custom 4-dr., $110*. 

’53 Monterey 4-dr., $155*. 

OLDSMOBILE — ’58 (98) 2-dr. 
$760* (ps). 

’57 (88) Super Fiesta 4-dr., $745* (ps). 
’56 (88) 2-dr. Holiday, $425* (ps), $375*; 


Holiday, 


4-dr., $410* (ps), $355*. 
"55 (88) 4-dr., $160*; 2-dr. Holiday, 
$150*. 


’54 (88) Super 4-dr., $210*; (88) 4-dr., 
$205*; 2-dr., $180*. 





PLYMOUTH—’60 Valiant (6) station wag- 
on, $1,350; 4-dr., $1,280. 
’59 Savoy (8) 2-dr., $700. 
’58 Plaza (8) 2-dr., $485* (ps). 
’57 Belvedere (8) 2-dr., $355*; Plaza (8) 
2-dr., $300*; 4-dr., $275*. 
’56 Suburban (8) 2-dr., $170*. 
"53 4-dr., $115. 
PONTIAC — ’57 Chieftain 4-dr. Catalina, 
$540*, $375*; 2-dr. Catalina, $300*, 
’56 Chieftain 4-dr. Catalina, $350*; 2-dr. 


Catalina, $330*; 4-dr., $190*; 2-dr., 
$185*. 

"55 Chieftain 4-dr., $150*; station wag- 
on, $110*. 


’54 Chieftain 2-dr., $155*. 
RAMBLER—’55 Custom Cross Country, 
$350. 
STUDEBAKER—’56 Champion (6) 2-dr., 
$145*. 
’55 President (8) 2-dr., $380*. 
’53 Commander (8) 2-dr., $190. 
MISCELLANEOUS—’55 Chevrolet 1%-ton 
truck, $430. 
’52 Dodge %-ton truck, $225. 


MELVINDALE, MICH. 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Aug. 23. 


BUICK—’59 Electra 2-dr. hardtop, $1,725* 
(ps); LeSabre 4-dr. hardtop, $1,610* 
(ps), $1,400* (ps). 

’58 Special 2-dr. Riviera, $840*. 

’57 Super 4-dr. Riviera, $860* (ps), $760* 
(ps); Special 2-dr. Riviera, $750* (ps). 

’56 RM 4-dr. Riviera, $340* (ps). 


CADILLAC—’60 (62) 4-dr. hardtop, $3,- 
400* (ps). 
’57 (75) 4-dr., $1,700* (ps). 
CHEVROLET—’61 Impala (8) conv., §$2,- 
450*. 
’60 Impala (8) conv., $1,800; Corvair 


Monza (6) 2-dr., $1,685. 

’59 Impala (8) sport coupe, $1,475*; Bel 
Air (8) 4-dr., $1,140. 

’58 Bel Air (6) sport coupe, $840*. 


’57 Bel Air (8) sport coupe, $825*; 4-dr., 
$800*; station wagon 4-dr., $765; Two- 
ten (6) 2-dr., $640; One-fifty (6) 2-dr., 
$325. 

'56 Two-ten (6) 4-dr., $150*. 

COMET—’60 Comet (6) 2-dr., $1,525; 4-dr., 
$1,325. 

DeSOTO—’57 Firesweep 4-dr., $575* (ps). 

DODGE—’60 Phoenix (8) 4-dr., $1,670. 

’57 Coronet (6) 2-dr., $400; Coronet (8) 
2-dr. hardtop, $380*. 

FORD—’'61 Thunderbird (8) 2-dr. hardtop, 


$3,460* (ps); Galaxie (8) 2-dr. Vic- 
toria, $2,260* (ps); Falcon (6) 2-dr., 
$1,460, $1,450. 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 


580* (ps); Galaxie (8) 4-dr., $1,600*; 
Falcon (6) 4-dr., $1,340*, $1,300*; 2- 
dr., 2 at $1,300*, $1,125. 

’59 Country Sedan (8) 4-dr., $1,475* 
(ps); 2-dr., $1,250*; Galaxie (8) conv., 
$1,470* (ps), $1,250*; 2-dr. Victoria, 
$1,400* (ps), $1,260*, $1,200*; Fairlane 
500 (8) conv., $1,230; 4-dr., $1,210*; 
Ranch Wagon (6) 4-dr., $1,080*; Fair- 
lane (6) 4-dr., $1,000*; Custom 300 
(8) 2-dr., $940, $925; Custom 300 (6) 
4-dr., $900; 2-dr., $895. 

’58 Country Sedan (8) 4-dr., $850* (ps); 
Fairlane 500 (8) 4-dr., $775; 2-dr., 
$605; Ranch Wagon (6) 4-dr., $600; 
Custom 300 (6) 2-dr., $565, $435; 4-dr., 
$560. 

’57 Thunderbird (8) 2-dr. hardtop, $1,- 
820* (ps); Fairlane 500 (8) conv., 
$725*, $680*; 2-dr., $700; 2-dr, Vic- 
toria, $625* (ps); Ranch Wagon (8) 4- 
dr., $460*, $385; Custom 300 (8) 2-dr., 
$335. 

’56 Custom (8) 2-dr., $285*; Ranch Wag- 
on (8) 4-dr., $200*. 


IMPERIAL — ’59 Imperial 2-dr. hardtop, 
$2,050* (ps). 
LINCOLN — ’57 Premiere 2-dr. hardtop, 
$760* (ps). 
56 Capri 4-dr., $490* (ps). 
MERCURY—’59 Monterey 2-dr. hardtop, 


WHAT'S 


INA 
NAME ? 





$1,150*. 
’58 Monterey 2-dr, hardtop, $660*, 
’57 Monterey 2-dr. hardtop, $450*. 
’56 Monterey station wagon 4-dr., $565*. 


OLDSMOBILE — ’61 (98) conv., $3,100* 

(ps); (88) conv., $2,615* (ps). 

"60 (98) 4-dr., $2,350* (ps). 

’59 (98) conv., $1,700* (ps); (88) 4-dr, 
Holiday, $1,490*. 

"58 (88) Super 4-dr, Holiday, $1,140* 
(ps). 

’57 (88) 4-dr., $700* (ps), 


’53 (98) 2-dr. Holiday, $150* (ps), 
PLYMOUTH—'60 Valiant (6) 4-dr., $1,- 
350, $1,300*. 

’59 Fury (8) 2-dr. hardtop, $1,100*; Sub- 
urban (8) Custom 4-dr., $1,050*. 

’57 Belvedere (8) 4-dr., $565*; Savoy (6) 
2-dr. hardtop, $370*. 

PONTIAC—’60 Catalina sport coupe, $1,- 
915*. 

’59 Catalina Safari 4-dr., $1,950* (ps), 
$1,700* (ps); 4-dr., $1,300; Star Chief 
4-dr. Vista, $1,800* (ps). 

’56 Chieftain (879) 2-dr. Catalina, $320*, 

’55 Chieftain (860) 2-dr., $240*. 

RAMBLER—’ 56 Custom (6) 4-dr., $215*, 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of Aug. 24, 
Good sale. Sold 70 cars from 115 consign- 
ments. 


BUICK — ’'58 RM 4-dr. Riviera, $1,135* 
(ps). 
’57 Special 2-dr. Riviera, $655* (ps); 


Super 2-dr. Riviera, $480* (ps), $450*. 
°56 Super 4-dr., $205*; Special 4-dr. Rivi- 
era, $190* (ps). 


’54 Super 4-dr., $110* (ps). 


CADILLAC—'58 (62) 4-dr. hardtop, $1,- 
810* (ps). 
"55 (62) 4-dr., $635* (ps). 
’54 (62) conv., $235, $200. 
CHEVROLET—’60 Kingswood (6) 4-dr., 


(Continued on Page 32, Col. 1) 


Se ee eed 


QUALITY, PERFORMANCE AND PROFIT— 


THAT’S 


With STROMBERG-CARLSON® auto radios there’s perform- 
ance beyond the call of beauty, ease of installation 
unrivalled in the industry, and prestige that pushes a 
borderline buyer into a sale for you. And, oh yes! Profit. 
You get a full margin of profit—plus the BIG sale. Quality? 
You know it! All but service-free, with far fewer com- 


GENERAL DYNAMICS 


In auto radios...THERE 


WHAT! 


plaints from customers — who decide to grouse about a few 
other things while they’re on the subject. So close up the 
complaint department and relax—with STROMBERG-CARLSON 
auto radios. For the substantiating facts on STROMBERG- 


CARLSON auto radios, write: 


Commercial Products, Box 


BC-1, 1409 North Goodman Street, Rochester 1, New York. 


ELECTRONICS 
\S NOTHING FINER THAN A STROMBERG-CARLSON® 
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Used-Car Auction Prices 





(Continued from Page 31) 


$1,850*; Bel Air (8) 4-dr., $1,600*; Bel 
Air (6) 4-dr., $1,400. 

’59 Impala (8) sport coupe, $1,500. 

’58 Bel Air (8) sport sedan, $1,020*; 
Nomad (8) 4-dr., $975*. 

’57 Bel Air (8) 4-dr., $840* (ps); Two- 
ten (8) 4-dr., $625*. 

’56 Bel Air (8) sport sedan, $570*; 
ten (6) 4-dr., $285*, 

55 Bel Air (6) 4-dr., $325; Two-ten (6) 
4-dr., $315; Two-ten (8) Delray, $185*. 

’53 Two-ten 2-dr., $155. 

CHRYSLER—’56 Windsor Town & Country, 

$525* (ps); 2-dr. hardtop, $450* (ps). 


FORD—’60 Galaxie (8) 4-dr. Victoria, $1,- 
600* (ps); Fairlane (8) 2-dr., $1,025. 
’59 Fairlane 500 (8) 4-dr. Victoria, $1,- 
170* (ps); Custom 300 (8) 2-dr., $855; 

Custom 300 (6) 2-dr., $750. 

’5S Fairlane 500 (8) conv., $775*. 

’57 Custom (8) 4-dr., $600*, 

’56 Fairlane (8) 2-dr. Victoria, $400; 
conv., $350*; Country Sedan (6) 4-dr., 
$285*; Ranch Wagon (6) 2-dr., $160; 
Custom (6) 4-dr., $145*. 

’55 Fairlane (6) 2-dr. Victoria, $170*. 

’54 Custom (8) 4-dr., $150*. 

’53 Crest (8) 2-dr. Victoria, $110. 


LINCOLN—’57 Premiere 4-dr., $835*. 


Two- 


’56 Premiere 2-dr. hardtop, $500* (ps); 
4-dr., $360* (ps). 
MERCURY—’58 Montclair conv., $855* 


(ps). 
’55 Monterey 2-dr. hardtop, $300*. 
OLDSMOBILE—’59 (98) 4-dr. Holiday, $1,- 
650* (ps). 








’58 (88) Fiesta 4-dr., $1,400* (ps). 

’57 (98) 4-dr., $475 *(ps). 

’56 (88) 4-dr. Holiday, $540* (ps); 2-dr. 
Holiday, $400; (98) 2-dr, Holiday, 
$320* (ps). 

’54 (88) 4-dr., $260* (ps), $100*. 

PLYMOUTH — ’59 Belvedere (8) 2-dr., 
$810*. 

’58 Belvedere (8) 2-dr. hardtop, 
(ps); Savoy (8) 4-dr. hardtop, 

’5T Savoy (6) 4-dr., $320*, 

’55 Savoy (8) 4-dr., $260*. 

PONTIAC—’55 Chieftain 2-dr., $115*. 


RAMBLER—’60 American (6) 4-dr., $670. 
’55 Super Cross Country, $180*. 
MISCELLANEOUS—’53 Diamond T dump, 
$525. 


$670* 
$650*. 


MINNEAPOLIS 


Minneapolis Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Aug. 23. 
Retail is very slow, wholesale little soft. 





VW Signs McDonald 


ST. PAUL. — McDonald Motor 
Sales at 857 Grand Ave. is the sec- 
ond Volkswagen dealership in this 
city. Partners in the firm, which 
formerly handled Chrysler - Plym- 
outh-Valiant-Imperial, are Archie 
K. McDonald and Oscar McGahey. 


Sold 46 cars from 79 consignments. 
BUICK—’'55 Special 4-dr., $340*, $285*; 2- 
dr., $240*; 2-dr. Riviera, $190*. 
CADILLAC—’ 57 (62) 4-dr., $1,160* 
’56 (62) 4-dr., $700* (ps), 
’5S (62) 4-dr., $670* (ps). 
CHEVROLET—’60 Biscayne (8) 4-dr., $1,- 
525. 

’59 Brookwood (8) 4-dr., $1,040. 

’58 Biscayne (6) 4-dr., $900*, 

’57 Two-ten (8) 2-dr., $630, $770*. 

’56 Bel Air (8) conv., $550; Two-ten (8) 
2-dr., $490*; 4-dr., $345; Two-ten (6) 
station wagon 4-dr., $290*. 

’54 Bel Air 2-dr. hardtop, $120. 

’53 Bel Air 2-dr, hardtop, $215; Two-ten 
4-dr., $125. 

(8) 


DODGE—’57 Coronet 
$710*. 
FORD—’60 Falcon (6) 2-dr., $1,270. 

’59 Custom 300 (6) 4-dr. (taxi), $365*. 
’58 Fairlane (6) 2-dr. Victoria, $825* 
(ps). 4 
’57 Fairlane (6) 4-dr., 

(6) 2-dr., $305. 

’55 Custom (6) 4-dr., $150. 
MERCURY— 57 Custom 4-dr., $305*. 
’54 Custom 4-dr., $310* (ps); 

$115*. 
’53 Custom 4-dr., $150. 
OLDSMOBILE—’ 57 (88) Super 4-dr., $670*. 
756 (88) 4-dr., $335*. 
’55 (88) Super 2-dr. Holiday, $355*; (88) 
4-dr., $195*. 
’54 (88) Super 4-dr., $200* (ps). 
PLYMOUTH—’ 59 Belvedere (8) 2-dr., $1,- 
000. 
’53 Belvedere (8) conv., $115*. 
MISCELLANEOUS—’ 50 Dodge %-ton pick- 
up, $205. 


(ps). 


4-dr. hardtop, 


$550*; Custom 


2-dr., 


* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (Aug. 23). Deluge of rain 


brought deluge of buyers who were paying 
top dollar for ready cars in all years and 
models. Strong demand continues for ear- 
lier models, 1956 and down. Sold 82 percent 
of 481 consignments. 

Bo * * 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday (Aug. 24). A little rain but it 
didn’t hurt the sale. Volume strong with 
prices firm. Sold 364 cars from 553 con- 
signments. 

* * * 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day (Aug, 24). Percentage of consigned 
units sold holding good. Late models off 
slightly from previous week. Sold 189 cars 
from 296 consignments. 

* * - 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 
day (Aug. 25). Demand and prices for clean 
cars continues strong and firm, Sold 84 
percent of 751 consignments, 





Albany 
Austin-Healey—’59 A-40 4-dr., $550. 


Bordentown, N. J. 
Citroen—’58 4-dr., $400. 
Ford (English)—’61 Anglia 2-dr., $905. 
’58 Consul conv., $525. 
Simea—’60 4-dr., $550. 
’58 2-dr. hardtop, $350. 


ed leon lel 


More hoist for your mon- 
ey — that's the pay-off 


when you 


specify Heil. 


At no extra cost, you get 


Tel iN MALL ie Miele tml tele 


profitable dump truck per- 
of de- 


service with a 


formance, years 


pendable 


Heil Hydraulic Hoist. 


Compare Heil 


with other makes of simi- 


lar rating. 


you'll find — 


hae ned 


kod ES ES dia., solid steel 


with lube fittings 


tems 


necessary 


Independently mounted pump, 
easily aligned with PTO 


Drive shaft is splined, 15/16-in. 








Only 8 moving wear points, all 


Full 50° dumping angle 


Choice of three cab control sys- 









Screw-type hoist cylinder head, 
easily removed for servicing if 


HYDRAULIC HOIST 












PTO 








lubricated 





one 





struction 






Ordinary Hoists 







Dumping time: up to 25 seconds 
Pump capacity: as low as 8 or 10 gpm 


Pump in fixed position, often must be 
connected at inefficient angle with 


Hollow drive shaft, 3%, or %-in. dia., 
with square-end slip joint 


As many as 15 wear points, some not 


Dumping angle some 45° or less 


Two control systems, sometimes only 


Bolted or welded fixed-head con- 


You can buy a Heil Hydraulic Hoist — with matching quality dump body — for 


any truck chassis. They’re the best values in the truck equipment industry. Specify 


Heil engineered equipment on your next truck — one unit or a fleet. 





MILWAUKEE 1, 


| THE HEIL co. DUMP BODIES and HOISTS 


WISCONSIN 







orn 


epRooucrs 


Used Imported Cars 


Heavier Trucks 


OK’d for Kansas 


TOPEKA.—A law permitting jn. 
creased heights and weights for 
trucks, but without increases jp 
length, has been signed by Goy, 
John Anderson. 

In Missouri, Gov. John Dalton 
vetoed a similar bill which algo 
permitted increased lengths. 

Both signatures have arouseq 
comment, with John Montgomery, 
Kansas Democratic chairman, 
claiming Anderson handed the leg- 
islation over to the Teamsters 
Union and the Missouri Truck & 
Bus Assn. 

Critics of Dalton charged he 
vetoed the Missouri legislation in 
order to please the railroads, 





Volkswagen—’61 2-dr., $1,500, $1,380, 
’57 Karmann-Ghia 2-dr. hardtop, $815, 


Caldwell, N. J. 
Ford (English)—’58 Anglia 2-dr., $235 
Metropolitan—’61 2-dr., $1,240. ° 
Renault—’60 Dauphine 4-dr.,, $545, 
Volkswagen—’58 conv., $780. 


Chicago 
Jaguar—’58 4-dr., $1,315. 
Mercedes-Benz—’59 4-dr., $1,650; 180 5 
dr., $1,550. _— 
Simca—’59 conv., $835. 
Volkswagen—’61 Karmann-Ghia 2-dr 5 
top, $2,025. — 
’60 Karmann-Ghia conv., $1,600. 
’59 2-dr., $1,070, $625. 


Daytona Beach, Fla. 
Austin-Healey—’60 Sprite 2-dr., $1,050 
Hillman—'58 station wagon 4-dr., $430, 
Jaguar—’61 Mark IX 4-dr., $3,550* (ps) 
Lloyd—’58 station wagon 2-dr., $200, f 
MG—’60 roadster, $1,560. 
Mercedes-Benz—’59 4-dr., $1,775. 
Metropolitan—’60 2-dr., $810. 

"59 2-dr., $645. 
Porsche—’54 2-dr., $475. 
Toyopet—’ 60 4-dr., $760. 
Triumph—’59 station wagon 4-dr., $310, 


Detroit 
Metropolitan—’59 2-dr. hardtop, $570, 
Simca—’59 4-dr., $355. 
Volkswagen—’57 2-dr., $575. 

56 2-dr., $515. 


Dothan, Ala. 
Austin-Healey—’56 roadster, $610. 
Borgward—’57 station wagon, $325, 
Metropolitan—’58 2-dr., $370. 

’56 2-dr., $160. 
Vauxhall—’59 Victor Super 4-dr., $500, 


Dyer, Ind. 
Renault—’59 4-dr., $555, $490. 
Volkswagen—’58 2-dr., $600. 


Flint 
DKW—’60 station wagon, $700. 
MG—’61 conv., $1,600. 


Fontana, Wis. 
Mercedes-Benz—’58 2-dr., $1,750. 
Skoda—’60 conv., $760. 

Vauxhall—’58 4-dr., $395. 
Volkswagen—’60 Microbus, $1,285, $1,190, 


Kansas City 
Renault—’59 4-dr., $492, $305. 
Simca—’60 4-dr., $717. 


Volkswagen—’57 2-dr., $500. 


Los Angeles 

Austin-Healey—’59 roadster, $1,675, $850, 

’54 2-dr., $670. 
Ford (English)—’60 Prefect 4-dr., $585. 
Hillman—’59 conv., $655. 

’57 Minx 4-dr., $365; Husky station wag- 

on 2-dr., $150. 

Metropolitan—’ 59 2-dr., $665. 

’58 2-dr., $605. 
Opel—’59 Caravan station wagon, $575. 
Renault—’59 Dauphine 4-dr., $590, 
Simca—’59 Aronde 4-dr., $420. 
Triumph—’61 TR-3 roadster, $1,675. 
Volkswagen—’61 sunroof 2-dr., $1,600, 

’56 sunroof 2-dr., $590. 
Volvo—’58 station. wagon 2-dr,, $585, 


Manheim, Pa. 
Austin—'61 4-dr., $990. 
Austin-Healey—’55 roadster, $655. 
DKW—’58 2-dr. hardtop, $500. 
Goliath—’ 60 2-dr., $685. 
Hillman—’58 Minx conv., $410. 
Jaguar—’58 2-dr., $1,350, $1,325. 
Lancia—’61 4-dr., $1,560. 
MG-—'58 roadster, $925. 
Mercedes-Benz—’61 4-dr., $2,800. 

’60 180 4-dr., $1,600. 
Metropolitan—’61 conv., $1,150. 
Peugeot—’60 station wagon 4-dr., $1,010; 

4-dr., $960. 
Renault—’61 4-dr., $1,000, $900. 

’60 2-dr. hardtop, $1,510; 2-dr., $1,200. 
Saab—’58 2-dr., $375, $370. 
Simca—’59 4-dr., $470. 
Skoda—’60 2-dr., $410. 
Triumph—’61 TR-3 conv., 

$1,200. 

’60 TR-3 conv., $1,550. 
Vauxhali—’58 4-dr., $475, $430. 
Volkswagen—’61 station wagon, $2,190; 2 


$1,900; 2-dr., 


dr., $1,480. 
760 2-dr., $1,490, $1,325, $920; sunroof 
2-dr., $1,280. 

’59 2-dr., $1,200, $1,075; conv., $1,170, 
$1,140, $980; Microbus, $1,050, $580. 
758 2-dr. hardtop, $1,150; 2-dr., $850, 

$520. 


Mason City, Ia. 
Jaguar—’59 4-dr., $1,675*. 
Renault—’59 station wagon, $450. 

’58 Dauphine, $460. 
Volkswagen—’60 sunroof 2-dr., $1,295. 

’59 sunroof 2-dr., $1,020. 

’58 2-dr., $825. 


Minneapolis, Minn. 
Renault—’57 Dauphine, $285. 


Warehouse Point, Conn. 
Opel—’59 Rekord 2-dr., $590. 
Renault—'59 Dauphine 4-dr., 
Volvo—'57 2-dr., $350. 


$410. 








$815, 
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LADDER—An aluminum ladder has been 
designed by Sturgis Mfg. Co., Haxtun, 
Colo., for use with livestock and grain 
trucks, grain cars and for other general 
yses. The ladder is made without welds 
from extruded aluminum shapes and solid 
bar stock. Painting is not required, Both 
single and double hook models are offer- 
ed in ladder lengths of five, six and seven 
feet. The models weigh from seven to nine 


pounds. 





SWIVEL SEAT—Development of a swivel 
seat which gives drivers ready access to 
the 170-cubic-foot load compartments of 
Volkswagen panel trucks has been an- 
nounced by Volkswagen of America, Inc., 
Englewood Cliffs, N. J. Available as op- 
tional equipment, the swivel seat reduces 
operator fatigue by eliminating the need 
for leaving the cab through the streetside 
door and stepping into traffic while mak- 
ing deliveries, it is claimed. With this 
option the driver can step right into the 
load compartment from his cab without 
first having to leave the vehicle. Trucks 
equipped with single swivel seats up front 
can carry extremely long cargoes such as 
extension ladders, pipes and display ma- 
terials by running them through the rear 
doors all the way forward to the vehicles’ 
front walls, it is claimed. 

- ie) oe 


Weatherhead Offers Kit 


For Power-Steering Repairs 


A compact, heavy-duty power- 
steering kit containing hose and all 
fittings for nine complete pressure- 
line or return-line replacements to 
service power-steering systems in 
trucks, buses and tractors, has been 
announced by Weatherhead Co., 300 
E. 131st St., Cleveland 8, O. 

The kit, known as PST-5, is de- 
signed to meet inventory problems 
encountered by fleet service facili- 

* * * 
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TRUCK NEW PRODUCTS 


ties in making quick-pressure or|‘ 


return-line replacements, and is de- 
signed for maximum application 
with minimum stock, according to 


the manufacturer. 
ok * * 


Rust-Fighting Lubricant 


Product Research & Development 
Corp., Dept. 151, Blue Bell, Pa., has 
introduced Motion, a rust-preven- 
tive lubricant which it says makes 
engine starting quicker on damp 
days. It contains a special moisture- 
displacing agent, the firm said. 

o eo a 


Rust-Oleum Says Snorkel 
Fights Hidden Rust Spots 


Patching hard-to-reach rust spots 
on cars and trucks is simplified by 
a snorkel tube developed by Rust- 
Oleum Corp., 2799 Oakton S&t., 
Evanston, Ill., according to a com- 
pany spokesman. 

The snorkel is a 3%4-foot flexible 
plastic tube with a spray-container 
head at one end. The head attaches 
to the top of a container of Rust- 
Oleum 769 Rust-Stopping Primer, 
enabling the user to spray the hid- 
den rusting spots, the company 


said. 
* * * 


_|Atex Offers Foot Press 


For Transmission Work 


Atex, Inc., 79 W. Ninth South, 
Salt Lake City, Utah, is marketing 
a foot press for the assembly and 
disassembly of automatic transmis- 
sions. The pressure is applied by 
foot, leaving the hands free for 
other work, and a locking device 
can replace the foot on extended 
operations. 

* * * 
Transistor FM Converter 


Introduced for Auto Radios 


An all-transistor FM converter 
for AM auto radios is being mar- 
keted by Automatic Radio Mfg. Co., 
Inc., 122 Brookline Ave., Boston. 

The converter is capable of 
changing over any 12-volt radio 
with negative ground polarity so 
that it can receive FM, according 
to Automatic Radio. Requiring no 
special antenna under average re- 
ception conditions, the converter is 
separately mounted under the dash- 
board of the car in a simple and 
fast installation, the firm added. 

* * * 


Supercharger Kit 


The Latham axial-flow super- 
charger kit for the 409 cubic-inch 
Chevrolet engine has been designed 
especially for troublefree street 
driving or for competition, accord- 
ing to Latham Mfg. Co., P. O. Box 
165R, West Palm Beach, Fla. The 
kit also is interchangeable with the 
348-cubic-inch Chevy engine using 
the same intake manifold, the firm 


said. 
* * * 


Power-Steering Repair Kit 


A power-steering cylinder seal 
repair kit for Ford, Mercury, Thun- 
derbird and Edsel cars has been 
announced by O.E.M. Products Co., 
5296 Northwest Highway, Chicago 
30, Ill. The kit is designed to pro- 
vide a permanent seal for leaking 
cylinders, even where worn, scored 
or marred cylinder rods cannot be 
sealed using conventional original 
equipment seal kits. 


* * * 


| 


NEW PART 


| TT] 
/) 


TORSION LOADERS—Mounting of Cambria Torsion. Loaders, marketed by Tuthill 


Spring Co., Momence, Ill., is said to have been made easier than ever through 
recent design modifications. The units, which enable GMC and Chevrolets trucks’ front 
torsion suspension to operate normally under heavy loads, now provide an upper 
shackle seat for positive U-bolt location, full shackle action top and bottom of front 
Suspension “A'’ frame attachment, margin for unequal drawing up of U-bolt nuts 
and easier wrench access to the U-bolt nuts. The modified design provides not only 
for much speedier installation, but also for greater durability of the torsion loader, 
it is claimed. Shackle motion forces on crests of threads and rocking on nut faces 
has been eliminated by a crossbar design which absorbs rolling contact in a spring 
Seat, it is said. 





m 





TRUCK TARPAULIN—A truck tarpaulin 
line has been announced by Canvas Prod- 
ucts Co., 7919 Rockside Rd., Cleveland 
31, O. The line is said to fit any year, 
size or style truck or trailer. A tarpaulin 
merchandising kit consisting of window 
streamers, price books, measurement and 
order forms and 8 by 10-inch swatch 
books of material samples is available 


without charge. 
o “SAL. 


Masking Tape 

Armour & Co., 16123 Armour St., 
Alliance, O., has announced a high- 
temperature, pressure-sensitive, 
crepe-backed paper masking tape. 
Designated A-376, the tape may be 
used in ovens or with infra-red 
lamps at temperatures up to 350 de- 
grees. 





LAMP RACK—Miniature lamp rack of- 
fered by AC Spark Plug Division, General 
Motors Corp., Flint 2, Mich., is said to 
provide a colorful sales display and ample 
space to store more than 300 AC-Guide 
miniature lamps. The rack is 13 inches 
high by 16 inches wide and can be used 
as a shelf display or conveniently hung 
as a wall display. Dealers can get the 
rack by ordering the AC-Guide GLM-93 
merchandising package that includes the 


rack, an assortment of 150 miniature 
lamps, and an AC-Guide specification 
chart. 


* * * 


Dayton Steel Foundry Offers 


Line of Tandem Axles 


Dayton Steel Foundry, Dayton, 
O., has added the “Loadmaster 
Tandem” to its line of products. 
The firm has designed, engineered 
and started production on single, 
twin, and tri-axle suspension units. 

The tandem features shock- 
reducing spring seats, non-freezing 
adjustments, light weight and per- 
manent lubrication. It will hold top 
axle loads of 27 tons, with optional 
seven or 11l-leaf springs. 

* * * 


Tuck-Away Rope Hook 


A new automatic rope hook for 
all fleet side pickup trucks that 
tucks away when not in use, is an- 
nounced by Superior Industries, 
7260 Atoll Ave., North Hollywood, 
Calif. 


* 2 * 


Heavy-Duty Bulbs, Lamps 


A full line of heavy-duty automo- 
tive bulbs and headlamps for 
trucks, emergency vehicles, off- 
highway and farm equipment, buses 
and passenger cars has been intro- 
duced by Westinghouse: Electric 
Corp.’s Lamp Division, Bloomfield, 
N. J. They are designed to provide 
longer, troublefree service life 
under abnormal conditions of shock 
and vibration, Westinghouse said. 

a 


DeVilbiss Offers Equipment 
To Apply Spatter Finish 


Dealers now can refinish the 
trunks of used cars with the spat- 
ter finish used by many manufac- 
turers on the 1961 models, accord- 


ing to DeVilbiss Co., 296 Phillips 
Ave., Toledo 1, O. 

Recommended spray equipment 
for applying the spatter finish in- 
cludes the DeVilbiss QGA-501 
Z-46-F spray gun and the NCE-501 
compressor, the firm said, The for- 
mer is a spray gun and quart-cup 
combination with internal mix noz- 
zle, providing the flexibility requir- 
ed for spatter work, it said. 

* co * 


Upper Motor Lubricant 


Valve Ease upper motor lubricant 
is now being bulk packaged for 
truck fleet and commercial use, ac- 
cording to Canfield Oil Co., Cleve- 
land 27, O. 


* * * 


Silicone Lubricant 


A silicone lubricant, called Squeek 
No More, has been announced by 
Turtle Wax, Inc., 1800 N. Clybourn 


Ave., Chicago 14, Ill. 
* * * 


Clear Vue 


Clear Vue, a new liquid plastic 
cleaner for convertible windows 
and plastic seat covers, has been 
put on the market by Global Chem- 
ical Co., Box 273, Warren, Mich. 
The product is available in plastic 


or glass containers. 
* cs * 


Auto Compasses 


Auto compasses now are avail- 
able in four additional colors — 
flame red, silver turquoise, satin 
silver and fawn bronze, according 
to Hull Mfg. Co., Warren, O. 


* * * 


Radiator Cap Tester 


A “do-it-yourself” pressure radia- 
tor-cap tester has been announced 
by Wayne Metalcraft Division, E. 
Edelmann & Co., 2332 W. Logan 
Blvd., Chicago 47, Ill, The unit, de- 
signed for in-store use by custom- 
ers, shows clearly, simply, whether 
customers’ caps are still function- 
ing properly, the firm said. 

* * * 


Wagner Electric Unveils 
Parking Brake Cables 


Parts and Accessories Division, 
Wagner Electric Corp., 6400 Plym- 
outh Ave., St. Louis 4, Mo., has an- 
nounced the addition of parking 
brake cables to its line of Wagner 
Lockheed brake service products. 

Cables are made to car manu- 
facturer’s specifications and have 
polyethelylene enclosure housings 
for rattle-proof operation, it is said. 
Copper-plated, rustproof fittings are 
prelubricated for long life. They 
are tested at 1,500 pounds stretch. 

* * a 


Glass Treatment Compound 


GTC-59, a glass treatment com- 
pound, is said to clean and degrease 
in one operation; leave a clear, 
water-repellent surface; cancel stat- 
ic fields which attract dust and 
dirt, and keep surface free from 
dirt buildup. Beaver Laboratories, 
Inc., 469 Jericho Turnpike, Min- 
eola, N. Y. 





AIR BRAKE DEVICES—Williams Power 
Brake Equipment Co., Portland, Ore., has 
announced a family of air brake devices 
for the motor freight and logging indus- 
tries. Complimenting the introduction of 
the trailer valve (RE-101), the devices re- 
duce the lag time in transmission of the 
control signal from the truck to trailer, it 
is said. The tractor-protection kits are said 
to offer these many’ features: 1. Tractor 
protection-ICC requirement. 2, Anti-jack- 
knife-sequence of application. 3. Brake 
ratio-proportioned trailer brakes. Deluxe 
part WM-318 combines all three features 
in one valve, while standard part WM-320 
combines features 1 and 2. Both valves 
are controlled by a new dashboard unit, 
WN-321, 
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UNLOADER — An automobile unloader 
announced by Buck Equipment Corp., 
720-X Anderson Ferry Rd., Cincinnati 38, 
O., is designed to solve three problems 
common to receiving railroad shipment of 
automobiles. A ‘‘rubber-mounted" unload- 
er, the Buck model TULCR, is mounted on 
15-inch wheels and can be towed by truck 
or tractor around a macadamized railroad 
yard. The unit can be brought up to which- 
ever end of the railroad car necessary to 
effect driving the automobiles off front- 
ward for maximum safety, it is said. The 
unit can be used with the multilevel rail- 
road cars having decks 38 inches above 
the track, Ramps raise up to 14 feet 7 
inches, to accommodate automobiles from 
all decks of trilevel cars. Overall outside 
dimensions are 53 feet 4 inches by 10 
feet 8 inches. Height, ready for towing, 
is 15 feet 4 inches. The unit is equipped 
with air brakes and a telescoping tongue. 

ae PS 


Brake Line Expanded 


Wheel cylinder repair kits, con- 
version kits for converting “U” ring 
type cups to Coni-Seal, red neo- 
prene boots, “Bleed-O-Matic” bleed- 
er screws, springs, pistons, push 
rods, cup protectors, four balanced 
assortments and additional cup 
sizes have been added to the line 
of Coni-Seal hydraulic wheel cylin- 
der brake parts by Signal-Stat 
Corp., 523-539 Kent Ave., Brooklyn 
11, N.Y. 








CAMPER TOP—Expanded Royalite, the ‘“‘sandwich" plastic developed by United 
States Rubber Co., New York, N. Y., and introduced initially to the boating industry, 
has made its first step into the automotive field, The company is now fabricating a 
large ‘‘camper top" which converts a light pickup truck into a recreation vehicle. The 
unit is tailored for the 1961 Ford Econoline model, and is being offered through the 
Ford dealer network as optional equipment. The camper unit is made in two sizes. 
One is 53 inches high, and when placed on the truck sides affords standing room of 
six feet, two inches. The other, a streamlined version, provides 59 inches of headroom 
and will fit in the average garage. Aluminum windows and doors insure good ventila- 
tion and a step attached to the rear bumper makes for easy entry. 








34 AUTOMOTIVE NEWS, SEPTEMBER 4, 1961 


Truckin’ . 


the hood to move faster, giving the 
sensation of greater speed. Motor 
noise from the sound track also in- 
creases with the simulated speed. 

In his 10 minute Drivotron 
“drive” the driver faces 10 traffic 
situations, any of which might de- 
velop in an ordinary, real-life drive, 
but which could impel him toward 
disaster if he is not alert. 


Visual Clues 


—— of the situations is preced- 
ed by visual clues, a wet high- 
way, a car inching from the cutb, 
a reduce speed sign, all of which 
should put the driver on guard 
against possible danger. 

If the driver recognizes the clues 
and reacts properly he keeps from 





Trucking Veteran Retires— 
M. H. Anderson, center, who retired as Cleveland regional vice-president of White | being involved in an accident or at 
Motor Co., Cleveland, on Aug. 1, receives a silver tray as a symbol of appreciation for | least an emergency. 


If he doesn’t, he quickly finds 


his 26 years of service at a luncheon in his honor. Admiring the tray, a gift of. the 
himself in a hazardous situation 


company's regional vice-presidents and sales department executives, are, from left, 
R. F. Black, White board chairman; Anderson, and J. N. Bauman, White president.| but still has time to avert a sim- 
Anderson joined White in 1935 and was made a vice-president in 1956. He will be| ulated crash by taking fast ac- 


succeeded in Cleveland by Robert G. Oakley, who has been Cleveland branch man-| tion. 
ager since 1957. Meanwhile six sensitive styluses 








(Continued from Page 16) 


AUSCOO Transmission Handles 
ARE BUILT 70 DO MORE SOBS! 


FOR EXAMPLE, THIS ADAPTER IS SUPPLIED WITH THE 
NO.A10-9 FOR REMOVAL AND REPLACEMENT OF THE 





savings such a machine could offer 

I have talked to many fleet map. 
agers where the drivers: of the ve. 
hicles are primarily salesmen ang 
are hired for their sales abilj 
rather than their safe drivin 
habits. There is a real problem of 
finding a method of getting this 
type of driver indoctrinated into 
safe driver habits. 

Perhaps this machine could 
play an important part in such 
an educational program. 

I can also see where this device 
might fit into the driver training 
educational programs of many of 
our high schools, particularly in the 
larger cities where one machine 
could be used for the driver train. 
ing classes of several schools, 

Anyway, I believe that Rockwe}j 
has made a definite contribution to 
safer driving. If any of my readers 
have some ideas of how this ma- 
chine could be made available to 
the groups that would benefit from 
it most I’d appreciate hearing from 
you, keeping in mind that it is not 
a low-priced unit. I know Walter 
would, too. 

And, of course, I am thinking be. 
yond the field of over-road driver 
training where the companies rec. 
ognize the economies of being able 
to have a constant check on their 
driver’s driving habits and abilities, 





e ce e By Jack Weed 





















are fluctuating along the moving 
graph tracing the drivers move- 
ments. The degree of pressure ap- 
plied each time he brakes is meas- 
ured. So is his rate of speed 
throughout the drive and the degree 
of his turns. Other styluses mark 
whether he used his horn or direc- 
tional signals as he should have. 

The motion picture was filmed 
from a moving truck by Aetna Cas- 
ualty’s photographic bureau, using 
a “zoom” lens and special photo- 
graphic techniques to increase the 
realism of emergency sequences. 

* * * 


Can It Be Sold 


ATURALLY one doesn’t build 

such a complicated and precise 
instrument for peanuts. While its 
need is instantly recognized, the 
problem that is bothering Brother 
Rockwell today is the question of 
whether the average fleet operator 
will lay that kind of dough on the 
line for one even if he and his 
company appreciate the potential 


New Trucks Bow 
Ww we are in the throes of 
t 


he new-model showings, I 
have already seen the new Ford 
trucks and compacts and will have 
seen Chevrolet by the time you read 
this. The press will see the new 
Dodge models Wednesday and 
Thursday of this week, but the rest 
of the truck makers, if they plan 
any new model explosions, are 
waiting until later in the year or 
perhaps early next year. 

Anyway, from what we have 
seen or heard about to date I 
can’t see anything that will cause 
dealers to lie awake nights wor- 
rying. I kinda have the idea that 
most truck changes this year will 
be engineering and manufactur- 
ing improvements to obtain better 
quality and longer life in the 
hands of the average owner. 

Of course, there will be tin-ware 
changes in the light stuff to date 
the year model to a certain extent, 
but there seems to be a growing 
tendency among the makers of the 
heavier stuff to keep from making 
too radical appearance changes so 
as to meet the users desires for 
better riding qualities and better 
handling and comfort. 

Anyhow, the circuit is away and 
running for another year and we 
writing machine pounders in the 
trade press can just about say 
goodbye to our families and fa- 
vorite lakes until after NADA late 
next February. 

Maybe I'll be seeing you along 


TEMPEST 
TRANSAXLE 














USE THE 
NEW AII-I09 ADAPTER 
WITH EITHER D-8200 OR 
Alo-2 To REMOVE AND 
REPLACE THE ECONO-LINE 
ENGINE QUICKIN, EASILY. 


HERES AHEAVY DUTY HANDLER 
FOR BIG TRANSMISSIONS AND 
DIFFERENTIALS. IDEAL WITH 
ADAPTER FOR CORVAIR ENGINE TOO! 


















... AND HERE'S 
A LOW-COST 
MECHANICAL UNDER- 
THE-HOIST HANDLER. 
BALL BEARING 
SCREW AND AUTO- 
MATIC LOWERING 
WITH PEDAL 
CONTROL MAKE 
IT EASY 
TO USE 






















One End Lift 


















AUTO SPECIALTIES MFG. CO. 


ST. JOSEPH, MICHIGAN 
WINDSOR, ONTARIO, CANADA 


Hydraulic 
Hand Jacks 




















Hydraulic 
Service Jacks 
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No. 2300. 
Mechanical Handler 











the “elbow bending” circuit soon, 


Reefer Dairy Body 
Uses Foam-Core 


Aluminum Panels 


CHICAGO.—The first refrigerated 
truck body for the dairy industry 
constructed of load-bearing alumi- 
num panels with expanded poly- 
styrene foam cores has been intro- 
duced by DeKalb Commercial Body 
Corp. here. 

DeKalb Vice-President B. J. Say- 
ers said the new DeKalb Dawnliner 
body eliminates approximately 1,000 
pounds of weight on the average 
dairy truck—the equivalent of an 
additional 20 cases of milk in pay- 
load. 

A new interlocking system which 
eliminates “through metal” contact § 
when the panels are assembled re 
duces air leakage and heat transfer 
for more efficient refrigeration and 
eliminates interior wall condensa- 
tion, he said. 

Because of the lightweight alumi- 
num panel construction, Sayers 
said, in many cases a lighter gross 
vehicle weight rating chassis can 
be used, saving dairies initial chas- 
sis investment as well as _ license 
fees and wear and tear on the 
chassis. 

The panels are a sandwich of ex- 
panded polystyrene insulation la- 
minated to aluminum sheets. Struc- 
tural members and panels are coat: 
ed with an epoxy resin and “laid 
up” to form a final integral panel 
section. The lamination and curing 
process is completed in huge 
presses, Aluminum is supplied by; 
Reynolds Metals Co. 
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ATIONAL aya Ae 4 end me a man who 


any reads a lot, don’t worry 
I! ros becoming a bookworm. 
: Paper's new research 
high — scholars 
‘kely to be leaders. 
end 100 high school 
ceniors who had just been awarded 
ational academic scholarships. In 
one month, 9 out of 10 read at least 
one book. The total number of books 
read by these boys was 400. . 
Then we interviewed 100 seniors 
who had been accepted by various 
colleges, but had not been awarded 
any type of academic scholarship. In 
one month, only 6 out of 10 read at 
least one book. Total number of 
books read: 175. The conclusion is 
as clear as print, 
Men who read more achieve more. 


Joternational 
shows that top 


How fast do 


The average reading speed is 250 words 


Per minute. Some people can read ten 
times that fast, 


Tofind out how fast 


ave someone tine y 
utes. Th, 


You ver 


you read, simply 
ou for five min- 
€n, count the number of 
tad and divide by five, 
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Werage, chances ar, 


Se vu! 


of America’s upper-income third. 


double your 


chances -to-sell! 


*Source: Alfred Politz Media Studies 






One reason the Digest works is that it reaches 
45% of U.S. college graduates, nearly 40% 


age ad page is seen 60 million times—twice 
as often as in other leading magazines.* 
For about the same cost, the Digest can... 


pa 
reads! 


. likely 
ey are almost twice # Sas 
on ee Of 100 sche ne 
ners, 67 were officers of at lea Only 
social or athletic organization. - 
39 of the non-winners had a sim 
nor. . ® 
nthe message is plain. Reams, 1S 
often a mainspring to leadership. 
Lincoln once said that his best frien 
was the man who brought him a 
book—one that “I ain’t read.’ 
Teen-agers are their own best 
friends. Half the books borrowed 
from the New York Public Library 
are borrowed by teen-agers. They 
spend money for books, too. The 
classics are now available in paper- 
back form and account for a healthy 
share of the one million paperback 
books sold every day of the year. 
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Y International Paper finds 
the man who reads 
is the man who buys 


Does it pay to advertise in the world’s most widely read magazine 
when businessmen are your main target? 


“Advertising in Reader’s Digest has given us national attention,” 

says Lamar M. Fearing, president of International Paper. “People 

who read more achieve more, and we reach the top decision makers in 
the Digest —people who buy paper and those who influence them.” 


85% of International Paper’s sales force reported favorable comments 
from customers soon after the company started its “Send Me a Man 
Who Reads” campaign in the Digest. 96% of the company’s salesmen 
said that the campaign helped them in their daily sales efforts. And in the 
campaign’s first year nearly a million reprints have been requested. 


“We never expected such great advertising results,” says Mr. Fearing. 


People have faith in 


eaders 


Berze SI 







What's New... 


Yale Offers Key Blanks 


For All Cars Since ’40 


WHITE PLAINS, N. Y.—The ad- 
dition of seven new automotive key 
blanks gives Yale & Towne Mfg. 
Co. a complete line of replacement 
blanks for all cars made in this 
country since 1940, according to 
Leon Kotch, manager of locksmith 
supply distribution. 

Blanks for ignition, door, glove 





In Parts and Accessory Distribution 
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New York Society of Security 
Analysts. 

The average age of cars in oOper- 
ation will increase and the auto 
will become less a status symbol, 
he predicted, resulting in a “reason- 
ably good prospect that the overall 
demand for parts will be greater 
than the mere increase in number 


of cars in operation.” 
* * 


Detroit Clutch Firm 


nar for manufacturer members will 
take place the week of Nov. 5 and 
will be conducted by the University 
of Illinois. 

The curriculum will include study 
in economic research and forecast- 
ing, central concepts in policy for- 
mation, motivation and communi- 
cation, financial administration, 
sales management, organization 
and delegation, market forecasting 
and other facets of importance to 
automotive manufacturer execu- 
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compartment and deck locks of all 

late-model American cars are pack- 

ed 50 to a shelf box. The company 

also carries a full line of portable 

and bench key-cutting machines. 
ok * * 


ASIA’s Executive Seminar 


Is Set for Week of Nov. 5 


CHICAGO.—The Automotive 
Service Industry Assn.’s second an- 
nual Executive Development Semi- 


tives. 


* * 


Maremont Sees Big Demand 


For Parts in Next Decade 


NEW YORK.—If American driv- 
ing habits remain unchanged in the 
next 10 years, Maremont Corp. looks 
for a 30 percent increase in demand 
for its replacement products, Arnold 
H. Maremont, president, told the 


* 











KEEP CUSTOMERS 
COMING BACK 
FOR SERVICE! 
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Once you do aLUBRIPLATE lubri- 
cation job for a customer, he will 
come back again and again. Driv- 
ers can quickly feel the differ- 
ence. They marvel at the smooth- 
er riding and easier car handling after a complete 
LUBRIPLATE lube job and a LUBRIPLATE H.D-.S. 
Motor Oil change. Yes, LUBRIPLATE lubricants are 
business builders. 


A Complete Line 


Auto-Lube “A” 
Best for chassis, wheel bearings, 
universals and other car parts 


at Er aa 


All-Purpose 
Gear Lubricant 
Best for standard transmissions 
and all differentials 


H. D. S. Motor Oil 
Best for all crankcase use 


LUBRIPLATE) 


Cer) ae 


Automatic 
Transmission Fluid 
Type A, Suffix A 
Best for all automatic transmis- 

sions (fully approved) 


Other Lubriplate Lubricants 
Made especially for trucks, busses and tractors 
lf your jobber does not regularly carry LUBRIPLATE 
lubricants, write us for source of supply. LUBRI- 
PLATE lubricants are nationally advertised. Point 
of sale material available. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 
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“EAR (ugRICA” 





LUBRIPLATE 





Accepts FTC Ruling 


WASHINGTON. — The Federal 
Trade Commission announced that 
B & E Clutch Co., Detroit, and its 
officers, have entered into a stipula- 
tion agreement to discontinue cer- 
tain practices which the FTC con- 
Siders illegal. The agreement does 
not constitute admission by the 
parties that they have violated the 
law. 

The company agreed not to sell 
any automotive products containing 
used parts without disclosing this 
fact in its advertising and by a 
clear and conspicuous statement on 


the product and on its containers. 
* x * 


Loverud Joins Collins 


CINCINNATI.—Ear] K. Loverud, 
former advertising director of 
Stahl Metal Products, Inc., Cleve- 
land, has joined Collins Associates, 
Inc., as Eastern district manager. 

ca * * 


A & R Motor Opens 


BEND, Ore.—A & R Motor Sup- 
pliers has opened at 129 E. Green- 
wood Blvd. The firm is headed by 
Gilbert Anderson and Walter Rudd, 
who were formerly with Bend Auto 
Parts Co, 


DETROIT. — Fifty-one Rambler 
dealers, winners of a four-month 
American Motors sales contest, and 
their wives have returned to the 
United States after a two-week 
tour of South America. 

Among stops on the 12,000-mile 
trip were Rio de Janeiro, Buenos 
Aires, Lima and Panama. The 
dealers met with government of- 
ficials, were hosted at banquets 
and engaged in extensive sight- 
seeing activities. 

Hosts on the trip were A. E. 
Tracy, AMC assistant sales man- 
ager, and John H. McGuckin, AMC 
merchandising manager, and their 
wives. 

Trip winners included: Robert 
Edwards, Walhalla, S. C.; Charles 
Voyles, East Point, Ga.; Heber 
Holden, Ayer, Mass.; Morris Lip- 
man, Hartford; Glenn Burdick, 
Syracuse; Patrick Costello jr., 
Bradford, Pa.; Charles Hettinger, 
Buffalo; Jack Givel, East Chicago, 
Ind., and Edward Parkey, Chicago. 

Richard Dickinson, Cambridge 
City, Ind.; John Cherol, Youngs- 
town, O.; Michael Savulak jr., Am- 
herst, O.; John Nelson, McKinney, 
Tex.; Clarence Shepard, Oklahoma 
City; Ross Clark, Mountain Home, 
Id.; Marcus Wildgrube, Denver; 
Bob Otto, Detroit, and William 
Spence, Clarkston, Mich. 

A. J. Anders, San Antonio; Burl 
Jones, Nederland, Tex.; Leonard 
Hardy, Mobile; Gordon Nichols, St. 
Petersburg, Fla.; Norman Rodgers, 
Leesburg, Fla.; Edward Bell, Sa- 
lina, Kans.; Ivan Knotts, Tulsa; 
Elmo McDonough, Tulsa; Reuben 
Tucker, Corona, Calif.; Elton Walk- 
er, Los Angeles, and Lee White, 
Downey, Calif. 

Edward Camferdam, Memphis; 
Charlie Morris, Tuscumbia, 


Chevrolet Dealer Assn. 


In Seattle Picks Directors 

SEATTLE.—New directors have 
been elected by the Greater Seattle 
Chevrolet Dealers Assn. They are: 

E. F. McCarty, Westlake Chevro- 
let, Seattle; Robert Lansdon, Bel-Air | 
Chevrolet, Bellevue; Chick LeCujer, 
Gene Fiedler Chevrolet, West Se- 
attle, and H. H. Bothell jr., Bothell 


‘Al |“American corporations generally 
a:° 





Chevrolet, Auburn. 


At Service Meeting— 


Pontiac service training aids were the center of attention as four Pontiac exec 












visited General Motors Training Center classrooms between sessions of the division's 


1962 National Service Meeting in Detroit. 
related parts are, from left, J. P. Charles, 







Inspecting a Tempest propeller shaft g 
assistant chief engineer; E. M. Estes, ¢ 


engineer; H. A. C. Anderson, reliability director, and H. J. Hales, service manager, 


The two-day program which featured a preview of ‘62 Pontiac products and se; 


activities was attended by 175 Pontiac and 
States, Canada and overseas. 


Financial 








GM field service personnel from the Un 
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Goodyear Tire & Rubber Co., 
Akron, increased its net earnings 
in the first half and the second 
quarter of this year despite lower 
sales volume, according to E. J. 
Thomas, board chairman. 

Net income for the first six 
months of 1961 rose to $38,471,677, 
compared with $37,694,223 in the 
first half of last year, an increase 
of 2.1 percent. After absorbing 


51 Win South American Trip... 


Rambler Dealers Tour 





Robert Kurtz, Lake Geneva, Wis.; 
Irving Rosenburg, Milwaukee; 
Peter Appel jr., Rock Rapids, Ia.; 
L. J. Haley, Minneapolis; Jess Gelb, 
New York City; Robert Hemhauser 
jr., Livingston, N. J.; Jack Green- 
blat, Allentown, Pa.; Michael Lubik, 
Bordentown, N. J., and Stanley 
Reedman, Langhorne, Pa. 

George Kolessar, Charleroi, Pa.; 
Morry Sable, Pittsburgh; Frank 
Antone, Portland, Ore.; G.-B, Snow, 
Milton-Freewater, Ore.; Car] Di- 
Salvo, St. Louis; Lloyd Shouse, Die- 
trich, Ill.; J. W. Harvey, San Fran- 
cisco; Wayne Meeks, Chico, Calif.; 
J. Cranson, Bethesda, Md., and 
David Rouse, Chilhowie, Va, 


Kennedy Seeks 
Antitrust ‘Tool’ 
For Civil Probes 


WASHINGTON. — Legislation re- 
quiring businessmen to turn over 
documents pertinent to a civil anti- 
trust investigation is needed now 
more than ever, according to At- 
torney General Robert F. Kennedy. 

He told the House Antitrust sub- 
committee that the “uncooperative 
attitude” of businessmen under in- 
vestigation of possible antitrust 
violations necessitated some sort of 
“tool.” 

Documents needed in a grand 
jury probe leading to,a possible 
criminal indictment can be sub- 
penaed, but the Justice Department 
has found it difficult to operate 
without documentary evidence in| 
civil investigations. 

Kennedy said that at one time 


allowed antitrust investigators free 
access to their files,” but that the 
practice “has undergone a marked 
change in recent years.” 

The department’s requests for 
such documents now are met with 
“stalling and hedging tactics and 
often with flat refusals,” he said. 

Some businessmen who oppose 
the legislation feel it would subject | 
them to “fishing expeditions” and 
possibly “headline hunting” by the | 
House and Senate antitrust sub-| 
committees. | 








| 1961 also showed a marked increase 


charges of $2,226,797 for restricted 
earnings and currency devaluation; 
profits of foreign subsidiaries jp. 
cluded in consolidated net income 
amounted to $14,637,019, compared 
with $11,194,264 a year ago. 
Net income of $23,067,618 for the 
three months ended June 30 wag 
up 11.6 percent, compared with the 
$20,668,656 earned in the second 
quarter last year, and was up 498 
percent over the $15,404,059 shown 
in the first quarter of 1961. 
Thomas said that among the fae. 
tors contributing to improvement in 
earnings were the organization's 
efforts to counteract rising 
and fringe benefit costs, and sg 
ings resulting from an _ extens 
modernization program. 


Consolidated net sales for 
half year amounted to $726,151,829, 
compared with $815,808,995 in 19 
a decline of 11 percent. For 
second quarter, sales were $380,498-" 
048, up 10.1 percent compared with 
first-quarter volume of $345,653,781,” 
but down 7.7 percent compared with 
last year’s second-quarter sales of 
$412,392,682. 4 

* * * j 
General Contract Reports 


Lower First-Half Earnings 


General Contract Finance Corp, 
St. Louis, reported earnings @ 
$453,937 for the first half of 196], 
compared with $721,726 for 
similar period of 1960. 3 

President Walter E. Burtelow 
pointed out that earnings reflect 
losses sustained in the sale of 
usual numbers of repossessed au= 
tomobiles. However, he added that 
the total number of repossessed” 
vehicles on hand is at the lowest’ 
point since the onset of the recent 
recession and now is at a normal 


level. 


* * * 


Monroe Auto Equipment 
Reports Record Sales 


Consolidated net sales of $31,702,- 
815 for the fiscal year ending June 
30 set a record for Monroe Auto 
Equipment Co., according to Brou- 
wer D. McIntyre, president. Sales 
were up 16.5 percent over the pre- 
vious year’s $27,211,552. 

Consolidated net income for fiscal 


to $2,517,340, compared with $1,865,- 
018 a year earlier, McIntyre said. 


7 


30 Pct. Boost in Earnings 


Reported by General Battery 


A 30 percent increase in_ net 
earnings after taxes for the year 
ending April 30, 1961, over the like 
period a year ago has been reported 
by General Battery & Ceramic 
Corp., Reading, Pa. 

Net sales were up from $11,393,009 
in 1960 to $12,257,425, the firm said. 
Earnings before taxes were up from 
$912,998 to $1,136,709, while earnings 
after taxes increased from $429,942 
to $558,783. 
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si They’ve changed its name!” 


That’s not the only change. In October you’ll see AUTOMOBILE INTERNATIONAL — and its 
Spanish edition, AUTOMOVIL INTERNACIONAL (formerly The American Automobile/E] 
Automévil Americano) as a new model from cover to cover — new logo, new type- 
face, new international news section, and expanded international editorial concept. 


AUTOMOBILE INTERNATIONAL is designed and oriented to meet the modern, reading needs 
of a modern, dynamic market: the men who buy, use and sell automotive products 
all over the world. AUTOMOBILE INTERNATIONAL — with over 38,000 paid subscribers in 94 
countries —is a direct route to the mushrooming international automotive market. 


If you sell automotive products, AUTOMOBILE INTERNATIONAL is your highway to more 


sales in 1961 — and a bigger share in the future! acanindamtenian 
on last page 


Automobile ~~ 


INTERNATIONAL —*sicsron'* 


erly The America 


A McGraw-Hill Publication 
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Horne said, and 22,361 contracts 


of 1962.” 
























































*—Connecticut not reported for second quarter. 
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amounting to $746,827,443 were 
awarded to small firms as a result 
of set-asides. 

The number of set-asides for 
small-business bidding was 81 
percent higher in the first half 
than in 1960, he continued, and 
the number of contract awards 




























New Passenger-Car Registrations, 32 States for July, 1961-1960 
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police use. 








*—Connecticut not reported for second quarter. 


























Da adie 


eee 





+“ ordered 
limited slip differentials on 


all our 62 demonstrators. 
This year we'll be prepared.” 


To demonstrate a limited slip differential is to sell it. So, be doubly 
sure you order it on all your ’62 demonstrators. 

A limited slip differential directs power to the rear wheel that has the 
greater traction—helps prevent getting stuck in mud, sand and snow. 

And so many people need it . . . doctors, veterinarians, salesmen, 
housewives, rural mail carriers, police, taxi drivers, utility companies, 
contractors! Some of your customers know about limited slip differen- 
tial, but others don’t. Tell ’em, show ’em—and you'll sell ’em. 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’62 DEMONSTRATORS! 


HERE’S HOW TO DEMONSTRATE LIMITED SLIP DIFFERENTIAL... 





Stop your right rear wheel on a pile of wet leaves which 
you can place at the curb yourself, then demonstrate 
how limited slip differential lets you start up smoothly 
and with no wheel spin—because the power goes to 
the wheel with the traction. 


Use your gravel drive or a grassy strip where you can Dirt really flies when a car with a conventional diffe- In the winter, if you’re where the temperature goes 
run one rear wheel off into soft soil. You can put on a rential starts with one wheel in the mud. You can below freezing, put one rear wheel on-a patch of ice or 
powerful demonstration of how easy it is to get going make a mud puddle in your used car lot or in a field— packed down snow and show your customer how 
instantly—with limited slip differential. and show how limited slip differential insures a quick, limited slip differential lets you start up instantly. 


clean take-off. 


Spicer one Cc © ee Po RAT I So Prd & Toledo i Ohio 
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Lawsuits Affecting Dealers... 





Court Decisions 


By Leo T, Parker 
Attorney at Law 

N THE late case of Diamond 

Auto Sales Co. v. Attorney Gen- 
eral, 105 N. W. (2d) 650, a newly 
enacted state law was litigated 
which prohibits 
advertising for 
sale, or sale of au- 
tomobiles on Sun- 
days. 

Several auto- 
mobile dealers 
appealed to the 
Supreme Court, 
contending that 
the law is void 
because it is un- 
constitutional, ar- 

Leo T. Parker bitrary and un- 
reasonable, Further, that because 
of the highly competitive nature of 
the automobile business, the high 
price of the article being offered 
for sale and the limited number of 
buyers, some dealers will be forced 
out of business if they cannot 





transact business on Sundays. 

Nevertheless, the Supreme Court 
held the law valid and enforce- 
able, saying: 

“The fact a law may work hard- 
ship does not render it unconstitu- 
tional. On the whole, we find no 
constitutional impediment to the 
enactment and enforcement of the 
law here questioned.” 

* * * 


Legal Meaning of ‘Stolen’ 


7 ae month a higher court held 
that one who drives an auto- 
mobile without authority of its 
owner is guilty of having “stolen” 
the automobile. 

For illustration, in Hanssen v. 
United States, 284 Fed. (2d) 331, the 
testimony showed that one Hans- 
sen rented an automobile for local 
use, Without authority he drove the 
car out of the state into another 
city where he left it in a parking 
lot. 

Hanssen was convicted by a 
jury as having “stolen” the auto- 


mobile and transported it in in- 
terstate commerce. He appealed 
to the higher court on the argu- 
ment that he had no intentions of 
stealing the automobile, The 
higher court approved Hanssen’s 
conviction, saying: 

“The word ‘stolen’ includes all 
takings with a criminal intent to 
deprive the owner of the rights and 
benefits of ownership. It is our 
opinion that the evidence was suf- 
ficient to warrant the jury in find- 
ing that the defendant (Hanssen) 
stole the automobile and thereafter 
transported it in interstate com- 
merce.” ‘ 

* * ad 


Insurance Invalid 


Jo recently James Brown, an 
automobile dealer in Philadel- 
phia, wrote: “In going over my 
scrapbook in which I keep your 
writings, I find that I have no cases 
which explain circumstances which 
make an insurance policy invalid. 
Do you have this information?” 

There are many reasons why 
an insurance policy may be void 
and have absolutely no value for 
protection against losses, 

A review of recent higher court 
law suits discloses that an insur- 
ance policy is void (1) if the in- 
sured secured the policy through 





“It’s about time for lunch, Pll 
introduce you to the sales man- 
ager.” 





erroneous, untruthful, fraudulent or 
deceitful statements made in the 
application; or, (2) if the loss re- 
sulted from gross negligence or 
unlawful acts of the insured or his 
employe; or, (3) if the testimony 
proves that the insured or his em- 
ploye violated any clause or term 
of the insurance policy; or (4) if 
the insured was performing an un- 
lawful act when the damage or loss 
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With more than 20 successful years in the business 
behind him, Pete Kelly knows what good service 
means to a truck dealer. It means a constant source of 
ideas and sales information. It means help in giving 
the customer a truck engineered to his specific require- 
ments. And it means immediate parts service at any 


time, day or night. 


Says Kelly: “I can strongly recommend the fine ser- 
vice and excellent equipment we get from our Gar 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan °« 


INTERNATIONAI "1 strongly recommend 
Gar Wood - St.Paul for both 


equipment and service !” 


—says Pete Kelly, President, Kelly Bros. Garage, Inc., 
Freeport, Long Island 






Pete Kelly (right), Freeport, Long Island International Truck 
dealer, and his Gar Wood -St. Paul Distributor, Russ Williams. 


_ 














Wood - St. Paul Distributor. He’s a man who knows our 
business well, and his help is of great value to us.” 

Service like this is standard throughout the nation- 
wide network of Gar Wood -St. Paul Distributors. 
They are some of the world’s top truck equipment 
specialists, factory-trained by the world’s top truck 
equipment manufacturer. There’s a Gar Wood -St. Paul 
Distributor headquartered in your area, ready to help 
you make more sales and repeat sales. Call him soon. 


Richmond, California 


Plants in Wayne and Ypsilanti, Mich. ¢ Findlay, Ohio ¢ Mattoon, Ill. ¢ Richmond, Calif. ¢ Exeter, Penna. 








Gar Wood - St. Paul 
Hi- Lifts 





Gar Wood - St. Paul 
Frate- 


Gar Wood 


Gates Winches 
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Gar Wood - St. Paul 
Hoists & Bodies 
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Gar Wood 
Load- Packers 


i. 
resulted; or (5) if the insureg jp. 
creased the insurance company’s | 
risk. 

* * * 


Zoning Law Is Void 


_ month a higher court helg 
void a city zoning law which 
prohibits public garages and auto. 
mobile repair shops within a radiys 
of 100 feet of public schools, Play. 
grounds, public libraries, churches 
hospitals and filling stations. 

For example, in Patton v, q 
of Springfield, 170 N. E. (2d) 874 
this higher court said: f 

“A search of the complete ree. 
ord in this case fails to disclose 
any reason whatsoever for 
restriction and classification.” 

The higher court went on to ex. 
plain that under certain circum. 
stances zoning ordinances may be 
valid which prohibit garages o; 
gasoline stations within reasonable 
distances from schools, churches 
and public places, on the theory 
that they are designed to protect 
school children and others from the 


hazards of fire, 
* a * 


Fla. Responsibility Law 
Is Valid, High Court Holds 


TALLAHASSEE, Fla.—The Flor. 
ida Supreme Court has reversed g 
ruling by Lake Circuit Judge w, 
Troy Hall that Florida’s automobile 
financial responsibility law was un. 
constitutional. 

The law had been attacked by 
two motorists in separate cases, 
Both were involved in traffic aggi. 
dents that came under the lay, 
Judge Hall had ruled for the motor. 
ists, but the Supreme Court re. | 
versed him on grounds there wag | 
no evidence to show the law wag 
an “unreasonable or arbitrary exer. 
cise of police power.” 





Chrysler Reports 
Valiants Strong in 


Speed, Fuel Tests 


DETROIT.—Two ’61 Valiant se- 
dans, selected at random, gave a 
remarkable demonstration of econ- 
omy, durability and performance in 
a special combined test at the 
Chrysler Engineering Proving 
Grounds at Chelsea, Mich., accord- 
ing to Chrysler-Plymouth Division. 

Running flat-out for four solid 
hours on the 4.7 mile proving 
grounds high-speed oval track, each 
of the Valiants covered more than 
380 miles in 240 minutes in the per- 
formance segment of the special 
test, travelling at averages of 95.25 
and 96.59 miles per hour, including 
necessary pit stops. 

The division said the same Val- 
iants then embarked on a 10%*hour 
economy test, making a single 
13-gallon tankful of gasoline take 
each of them 429.7 miles at steady 
40-mile-per-hour speeds, for econ- 
omy averages of 32.1 and 32.2 miles 
per gallon. They had averaged 11.58 
and 11.95 MPG during the perform- 
ance and durability runs, which en- 
gineers called “excellent mileage 
for high speed driving.” 

Both cars were regular produc- 
tion V-100 Valiants in every respect, 
with standard 170-cubic-inch inclin- 
ed six-cylinder engines and manual 
stickshift transmissions, and were 
piloted by regular proving grounds 
engineering road test drivers, the 
division said. While the cars were 
in good mechanical condition, no 
engineering modifications were 
made before the tests. 

Frank Walter, chief engineer and 
director of product for Valiant and 
Plymouth cars, said the special test 
was run at the close of the 1961 
model production schedule “to 
make certain that the performance 
and economy standards we had es- 
tablished for the first ’61 Valiant 
were maintained throughout the 
model year.” 


Schmidt Deal Is Sold 


At Auction in Memphis 


MEMPHIS. — Automobile Sales 
Co., which was founded by the late 
Iver Schmidt, has been liquidated 
as he requested at an auction sale, 
at which 40 autos, parts and tire 
inventory and office and shop 
equipment were put on the block. 

At the time of his death last Jan- 
uary, the firm was handling the 
Plymouth line. Mr. Schmidt was 
in the auto business in Memphis 
for nearly 50 years. 
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HIGH SUBSCRIPTION RENEWALS 
MEAN HIGH READER REACTION! 


Any publisher will tell you that high subscription 
renewal rates mean high reader interest—and high 
reader reaction to editorial matter as well as to ad- 
vertising messages. 


We'll tell you the same thing, plus some interesting 
facts about why AUTOMOTIVE NEWS’ 43,000 
subscribers insist on giving us the highest renewal 
loyalty rate of any publication serving the multi-mil- 
lion dollar automotive market. 


For the past 10 years, more than 85% of AUTO- 
MOTIVE NEWS Subscribers have renewed without 
pressure from a field sales force, without cut rates, 
premium offers or other special inducements. 


Last year alone, 87%* of subscribing automotive 
manufacturing executives, car and truck dealers, serv- 
ice managers, jobbers and other key influences re- 
newed at the regular $9 a year rate. Obviously, 
they're getting their money’s worth of news vital to 
their particular phase of the business, as well as com- 


plete, accurate reporting of other information about 
the nation’s bellwether industry. 


Our Representative in your area can support with 
facts what you’ve probably heard: That AUTOMO- 
TIVE NEWS is seen every Monday morning on the 
most important desks in the industry. If your sales 
story should be seen by the men behind those desks, 
call soon—and let AUTOMOTIVE NEWS start 
making the week’s first sales calls for you. 


*87.04 of the subscriptions that expired during the 


The Most Influential Publication 
In the Automotive Industry 
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12 months ending April 30, 1960 renewed. Source, 
ABC Publisher’s Statement. 


REPRESENTATIVES: : 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 

NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 

CHICAGO: Jj. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 

SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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GM Faces Shutdown 
As UAW Pay Target 


(Continued 


they will come to a conclusion, 
which will make it possible for 
work to be maintained and to 
make it possible for an agreement 
to be reached that will not pro- 
vide for an increase in the cost 
of cars. 


“This is a matter in which the 
public interest is involved. Obvi- 
ously it is a matter which should 
be left at this time to those on 
both sides of the bargaining table 
who are bargaining in a free econ- 


omy.” 

Meanwhile American Motors 
and the UAW last week reached 
an agreement “in principle” on a 
new three-year contract, high- 
lighted by the first profit-sharing 
and stock plan for hourly paid 
employes in the history of the 
auto industry. 

The AMC agreement, covering 
some 23,000 workers, also calls for 
the continuation of the annual im- 
provement factor pay increases and 
the cost-of-living pay adjustments. 

The Big Three auto makers and 
the union agreed to extend their 
contracts in answer to a request 
by William Simkin, director of the 
Federal Mediation and Conciliation 
Service. 

Simkin’s role in the auto negotia- 
tions was revealed last Thursday 
(Aug. 29) when, from a Detroit 
hotel room, he sent telegrams to 
the Big Three and the union re- 
questing that contracts be extend- 
ed until Sept. 6. 

The telegrams were sent shortly 
before the UAW’s 24-member ex- 
ecutive board met in the union’s 
Solidarity House headquarters to 
select GM as the target. company 
among the Big Three for a strike 
to enforce the union’s new contract 


demands. 
” 7 ” 


Approve Extension 
ALTER P. REUTHER, UAW 
president, announced the 

union’s decision following the 

board’s three-hour meeting. 

“We are willing to extend the 
GM contract for this additional 
period so that adequate time will 
be available for both parties to 
make every effort to resolve the 
issues in dispute and to arrive at 
a sound and satisfactory agree— 
ment without the necessity of a 
strike,” Reuther said. 

He said UAW members would 
strike GM if there was no settle- 
ment or real progress on Wednes- 
day morning. He also said the pro- 
posed day-to-day extension of the 
Ford and Chrysler contracts would 
be “subject to cancellation only by 
notification in advance by one or 
the other parties to each contract 
with negotiations continuing with 
each of these companies.” 

Louis G. Seaton, GM personnel 
vice-president, shrugged off the fact 
that GM had been made the union’s 
target for this year. 

“It really doesn’t matter too 
much to us,” he said. “For example, 
in 1958, when another company 
(Ford) was the target, we had a 
four-week strike anyway.” 

Seaton took an indirect slap at 
AMC’s plan to share profit with 
its employes. Seaton said anything 
given by GM would be paid for by 
the company and would “not be 
contingent on the future.” 

* * + 

EUTHER said he would do 

everything possible to avoid a 
strike, but was not impressed by 
GM’s money offer. He said GM. 
would have to offer more than 
AMC did. 

“There is a tremendous gap 
between the Big Three and what 
we have achieved at American 
Motors,” Reuther said. 


Reuther made some detailed 
comparisons of conditions at GM 
and AMC plants. For one thing, 
he said, AMC workers get 10- 
minute paid coffee breaks, and 
those at GM get none. 

“I say GM is a glorified sweat 
shop,” Reuther said. 

Benson Ford, chairman of the 
Ford Dealer Policy Board, told a 
press conference in Cincinnati last 
week that he was “totally opposed” 


from Page 1) 


to profit sharing for employes be- 
cause it is “too costly.” 

The Federal Mediation and Con- 
ciliation Service is an independent 
agency of the Federal government, 
not connected with the Department 
of Labor since 1947. 

Simkin said the decision to pro- 
pose the extension of the Big Three 
contracts was made by him, with- 
out consultation of Secretary of 
Labor Arthur J. Goldberg or Presi- 
dent Kennedy. 

Simkin said he decided to suggest 
the contract extensions after two 
days of individual conferences in 
Detroit with representatives of the 
auto companies and with Reuther. 

* Eg oe 
IMKIN said neither the union 
nor companies asked him to 
make the request. But he said he 
felt that the tone of the negotia- 
tions was such that an extension 
was needed to prevent a strike. 

Simkin said he felt that with in- 
tensified bargaining, agreements 
could be reached in the extended 
time. 

Reuther joined the GM bargain- 
ing last Wednesday “in an effort 
to write a new contract.” 

The extension of contracts in- 
sured the 500,000 UAW workers in 
the Big Three plants $10.9 million 
in holiday pay for Labor Day — 
something they would not have 
received if strikes were called last 
week. 

Key feature of the AMC-UAW 
agreement is the _ profit-sharing 
plan, originally proposed by the 
corporation. 










































* * 


Annual Funding 


DER ihe agreement, 10 percent 

of AMC’s pretax profit, after 
setting aside a reserve of 10 percent 
of the stockholders’ equity, will be 
contributed annually to a “prog- 
ress-sharing fund” to provide for 
hourly rated workers. 

In addition, another 5 percent 
of pretax profit will be used for 
the purchase of AMC stock for 
workers. During the first two 
years, the stock will be held in 
the name of each worker, voting 
rights will be vested in a board 
of trustees named by the com- 
pany’s board and dividends will 
go into the profit-sharing fund. 
After the two-year period, the 


Massey-Ferguson of England 


Signs Deal for Wankel 


NEW YORK. — Massey-Ferguson 
(Massey-Harris) of Great Britain 
has signed an agreement with NSU 
Motoren Werke A.G., Neckarsulm, 
Germany, to manufacture in Eng- 
land the NSU Wankel rotating 
combustion engine, under license. 

Actual manufacturing will be un- 
dertaken by F.. Perkins (England), 
subsidiary of Massey-Ferguson. 


Dodge Dealer Cited— 


Les Eversole, right, president, Eversole- 
Rogers, Inc. (Dodge), LaCrosse, Wis., re- 
ceives the Dodge Quality Dealer Award 
from Joe Thesing, Dodge Minneapolis re- 
gional manager. The plaque is the first 
one ever to be presented in the LaCrosse 
district to a Dodge dealer. Eversole is a 
past president of the LaCrosse Automo- 
bile Dealers Assn. Formerly chairman of 
the Minneapolis Region Dodge Dealer Ad- 
visory Conference, he currently is a mem- 
ber of the National Dodge Dealer Ad- 
visory Conference. 





Post Honors Kossman— 

5. E. Kossman sr., president, Kossman Buick Co., Cleveland, Miss., was presented 
the “Benjamin Franklin" award for ‘‘citizenship, community service and outstanding 
contribution to the automotive industry’. at a meeting of the Delta Automobile Dealers 
Assn. On hand were friends and associates of Kossman, many of whom were respon- 
sible for his nomination to the high honor, which was presented by James W. Gava- 
gan, vehicle marketing manager, Saturday Evening Post. A leader in such civic activi- 
ties as the Chamber of Commerce, Rotary Club, Red Cross, Boy Scouts, Delta Council 
and the American Humanics Foundation, Kossman is pictured above, receiving the 
award plaque. From left are W. D. Hemphill, association president; Gavagan; Koss- 
man, who is Mississippi's NADA director, and James E. Fowler, president, Mississippi 





Automobile Dealers Assn. 


worker either can take possession 
of the stock, with voting and divi- 
dend rights, or he can sell it. 

The profit-sharing plan goes into 
effect with the company’s fiscal 
year, which starts Oct. 1. The stock 
will be purchased from authorized 
but unused shares. The plan has 
to be approved by stockholders. 

= * * 


7 agreement also calls for 
continuation both of the annual 
improvement factor wage increase 
of six cents or 2% percent of base 
wages for each year of the con- 
tract, and of the cost-of-living 
wage formula, with 12 cents of the 
17-cent “float” factored into base 
wage rates. 

AMC also will increase the 
weekly guarantee of supplemental 
unemployment benefits, combined 
with unemployment compensation, 
to 62 percent of. gross pay plus $1.50 
for each dependent up to four de- 
pendents. The weekly maximum 
of SUB is raised from $30 to $40 
per week. 

The agreement also provides a 
65 percent benefit for short work 
weeks. Duration of the benefits is 
increased to a possible maximum 
of 52 weeks. SUB only will be 
paid after the expiration of un- 
employment compensation pay- 
ments. 

Special short work benefits also 
were included in the contract. 
Under this plan, workers get bene- 
fits equivalent to one-half the base 
hourly rate of pay for each hour 
by which the amount of work or 
pay available to the worker falls 
short of 40 hours. 

Other improvements of the con- 
tract include: 

A “clear unchangeable manage- 
ment rights” clause. 

* * * 

IBERALIZATION of pensions so 

that an employe retiring after 
Jan. 1, 1962, would receive retire- 
ment benefits computed on the 
basis of $2.80 for each year of serv- 
ice. 

Improved benefits for early re- 
tirement and permanent disabil- 
ity. 

Option for employes to convert 
their pension rights to enable a 
surviving husband or wife to re- 
ceive benefits on an actuarily re- 
duced basis. 

A better hospital-medical insur- 
ance program in which the portion 
of the costs now borne by the 
workers would be financed out of 
the profit-sharing fund. The plan 
also provides for one-half the cost 
of hospital-medical coverage for 
present and future retirees. 

* * * 
1 2 THE event there are no profits, 
the cost of the increased pension 
and hospital-medical benefits would 
be covered by part of the annual 
improvement factor. 

The new contract also calls for 
an increase from $5,000 to $9,000 
in the life insurance maximum, 
and in weekly benefits for acci- 
dents from $45 to $100. 

Moving allowances are provided 
for workers who are transferred, 
a jury duty benefits are improv- 
ven * * * 
qo tonce ROMNEY, AMC presi- 

dent, and Reuther appeared at 

a joint press conference last 
Wednesday (Aug. 30) to announce 
that the company and union have 
worked out a contract “subject to 


the development of ‘specific con- 
tract language, ratification by local 


unions and stockholder approval of 
the stock portion of the contract. 

“We are pleased that Walter 
Reuther and the UAW, including 
our local union committee, have 
agreed with the fundamental 
principles of progress sharing 
that we made in our original pro- 
posal,” Romney said. “Our agree- 
ment in principle is now com- 
plete, including local working 
agreements.” 

AMC was successful in getting a 
partial reduction in the “paid-time- 
not-worked” provisions of the cur- 
rent contract. Details were not an- 
nounced. 

Under the present contract, AMC 
workers at Kenosha are paid for 
44 minutes a day they don’t work, 
compared to 24 minutes at the Big 
Three plants. 

Romney complained that many 
“excessive statements are being 
made about possible costs of our 
proposed agreement because they 
do not reflect the offsets. 

“We were confronted with work- 
ing out a contract agreement in 
principle by last Friday (Aug. 25) 
based on American Motors’ facts, 
or a UAW threat to force us to ac- 
cept the Big Three settlement on 
a pattern basis,” Romney said. “Our 
original package proposal was 
based on these considerations: 

“Under our present contract that 
expires on Sept. 6, American Motors 
is still on a pattern-plus basis, de- 
spite certain contract postpone- 
ments made in the 1955 contract 
and reduced fringe benefits costs 
resulting from changes in work 
force since then. In 1958, in our au- 
tomotive operations, we were forced 
to accept the pattern. 

“These pattern-plus provisions 
still remaining in our local automo- 
tive working agreements are a se- 
vere cost penalty and competitive 
disadvantage. 

* * ok 


Called ‘Superior’ 


“We BELIEVE progress sharing 
is superior to collective bludg- 
eoning in the dark—especially when 
we have a smaller bludgeon than 
the union. 

“We considered built-in fixed 
escalation, particularly cos t-of- 
living increases, as potentially in- 
flationary. As a separate item, 
cost-of-living is a case of infla- 
tion feeding on inflation,” Rom- 
ney explained. 

“We favored a fresh, new ap- 
proach to collective bargaining, and 
prepared our original package pro- 
posal as one that would best serve 
the interests of everyone connected 
with American Motors. (Originally 
AMC offered profit-sharing if the 
union would give up the annual im- 
provement factor and cost-of-living 
clauses.) 

“We have not changed our minds, 
but events have caused us to 
change our position in four basic 
respects: ; 

“The Big Three proposal did not 
support our effort to eliminate an- 
nual improvement factor and cost- 
of-living, and the union made it 
clear these were strike issues. 
Alone, we could not win against the 
positions of both. 

“The Big Three made increased 
fringe benefits proposals. 

“We agreed to add the 5 percent 
stock payment part of the progress 
sharing program as part of the 
total package including the elimi- 


nation of our local working agreg. 
ment cost penalties. 

“We agreed to work out in aq. 
vance the application of some of 
the future progress sharing funds” 
Romney explained. : 

* * * 
oo. listed these advantages 
of the proposed contract, result. 
ing from progress sharing. 

1. It establishes a fresh, new 
approach in employe-union-man- 
agement relations that will in. 
crease future progress and bene. 
fits to customers, employes, 
stockholders, dealers and sup- 
pliers. 

2. It importantly eliminates dis. 
criminatory cost penalties now in 
AMC contracts. 

3. The present company peak 
commitments for SUB, pensions 
insurance and other fringe benefits 
are not increased by the proposeq 
contract, Romney said. It employs 
the results of progress sharing in 
meeting additional fringe costs 
arising from improvements over 
the present contract that expires on 
Sept. 6. 

4. If neither present contract 
commitments nor the progresgg 
sharing funds are adequate to meet 
the cost of certain improved fringe 
benefits, they will be paid out of 
the annual improvement factor. 

5. The direct increased fixed cost 
under the proposed contract is lim- 
ited to the annual improvement 
factor and cost-of-living. Recent 
AMC progress has exceeded these 
cost increases and thus will permit 
AMC to share its recent progress 
with customers in the form of 
greater product values in 1962. This 
should strengthen the company’s 
future competitive position and 
earnings outlook, Romney said. 

* * OK 


Aid to Profitability 


Ss Future cost increases during 
the contract period will be lim- 
ited to the fixed increases under 
the improvement factor and cost- 
of-living and the variable cost in- 
creases under progress sharing as 
determined by actual results 
achieved. 

Romney said progress sharing 
should stimulate the rate of com- 
Pany progress in cost reduction 
and permit greater progress shar- 
ing than would be possible other- 
wise with customers and stock- 
holders as well as employes be- 
cause employes will now have a 
specific and direct interest in the 
degree of profitability. 

“Without the elimination of pres- 
ent cost penalties peculiar to Amer- 
ican Motors and the adoption of 
progress sharing, the proposed set- 
tlement would be inflationary,” 
Romney said. “With them, it is 
non-inflationary, either from the 
standpoint of 1962 or the other two 
years of the proposed contract un- 
less cost-of-living increases rise 
sharply above the rate of increase 
in recent years. 

“The AMC proposed contract is 
not intended as a pattern for either 
GM or Ford or anyone else. Neither 
of those companies could offset 
similar fringe benefit cost increases 
through the same local working 
agreement cost reductions because 
they do not have the unduly re- 
strictive seniority clauses, paid- 
time-not-worked problem or other 
costly working agreement provis- 
ions,” Romney said. 

“We know our proposed contract 
is a tremendous step forward in our 
collective bargaining relationships, 
and we believe the results we will 
achieve under it with our employes 
and their union representatives will 
make this generally apparent in the 
years ahead,” Romney said. 

* * * 

ARLIER, Edward L. Cushman, 

AMC executive vice-president, 
said that since the new benefits 
are to be financed out of the profit- 
sharing plan, “they will not affect 
the determination of our prices.” 

He said the economic agree- 
ment “is clearly and demonstra- 
bly noninflationary despite the 
fact that it includes the most 
liberal benefits we have ever of- 
fered.” 

AMC also announced a new 
profit-sharing plan for nonrepre- 
sented salaried personnel. 

Effective last Friday (Sept. 1), 
the employes received an increase 
of 3 percent in their current pay. 
In addition, effective the same date, 
$20.80 per month from the present 
cost-of-living “float” was added to 
their base pay and a cost-of-living 
increase of $5.20 per quarter will 
become effective. 
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Task Force Meets GM Chiefs— 





AUTOMOTIVE NEWS, S£PTEMBER 4, 1961 


had given each of its dealers a/| Atlanta, NADA first vice-president, 
point-by-point analysis of what| and Moore. 





Details of General Motors’ new program of benefits for dealers were presented 
by top executives last week to members of the Task Force Committee of the National 
Automobile Dealers Assn. Seated, from left, are: Sam H. White (Oldsmobile), Houston; 
Frederic G. Donner, GM chairman; H. L. Galles jr. (Cadillac-Oldsmobile), Albuquerque, 


Tas 
are th 


k Force chairman, and James C. Moore, NADA executive vice-president. Standing 
e following from GM: Executive Vice-President Cyrus R. Osborn; Distribution 


Vice-President James M. Roche; Executive Vice-Presidents Sherrod E. Skinner, Louis 
C. Goad and George Russell, and President John F. Gordon. 


* * * 


* * * 


But Will Continue Work ... 
Task Force Acclaims 


New GM Benefits 


(Continued from Page 1) 


recognition of “proper dealer 
profit attainment as a m ajor 


goal.” 

Task Force members met last 
Tuesday and Wednesday with the 
Big Three auto makers in Detroit. 
It was not certain at AUTOMOTIVE 
News press time Thursday when 
Ford and Chrysler Corp. would 
match GM announcements cf 
15-day billing plus transit time; 2 
percent holdbacks on dealer dis- 
counts, and dealer net plus 20 per- 
cent on warranty parts. 

+” oe a 


ALLES made it plain in an 
G Automotive News interview that 
the Task Force was not disbanding 
in the light of the GM reforms, The 
committee plans early interviews 
with American Motors and Stude- 
baker, after which it will await 
further specific moves timed with 
'g2-car introductions next month. 

There were indications that 
Chrysler and Ford would disclose 
their intentions for ’62 dealer bene- 
fits by Sept. 15. 

Tentatively, the Task Force will 
reconvene as a six-man unit be- 
tween Oct. 1 and Oct. 15 to draft 
a report to the NADA board of di- 
rectors. Galles said he expected 
NADA President Thomas F. Ab- 
bott jr., to call a board meeting 
about Oct. 15 to receive the com- 
mittee’s recommendations. 

Galles noted that the GM con- 
cessions came close to Task 
Force recommendations in two 
instances and met the warranty 
parts suggestion of net plus 20 
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SELL 4x4 VEHICLES? 
Sell the best!... 
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HUSKY 
= HUB! 


Millions of customer proven miles have made Trade 
Winds the largest manufacturer of free-wheeling hubs. 
he Husky is self-engaging, never requires rocking 
Or rolling. Untike others, the Husky can’t bind through 

. Never requires tools, just a twist of the fingers 
+.. because its engineered with all operating condi- 
tions in mind. Model for any vehicle. Keep your 
Customers happy with his 4x4... sell the best! Write 
for literature and name of nearest representative to: 
TRADE WINDS, INC., Box 9764, Boulder, Colorado 





(instead of net plus 10) right on 
the nose. 

In the case of inventory relief, 
the Task Force had asked that 
floorplan costs be assumed by the 
factories after dealers held 45-day 
supplies. Instead, the corporation 
adopted the 15-day billing concept 
which adds up to a 45-day average 
when hitched to the 30-day “rule of 
thumb” level for inventories. 

Dealers, Galles advised, should 
not consider 15-day billing “as any 
excuse to expand current inventor- 
ies beyond the point of good man- 
agement — basically recognized as 
30 days.” 

* * of 

ALLES said the Task Force 

Committee did not encourage 
inventory relief as a means to allow 
factory representatives to exert 
more pressure on dealers to carry 
excessive stocks. Several dealer 
critics have voiced fear of this 
threat. 

The Task Force had called for a 
3 percent holdback, payable once a 
year, together with historic dis- 
counts on all cars. The 2 percent 
holdback granted by GM, Galles 
said, provides a “management aid 
in attaining better profit.” 

It was learned that Ford and 
Lincoln-Mercury dealers favored a 
higher holdback in a company sur- 
vey made in July. Not all dealers 
have replied to this Ford survey. 


Galles said the Task Force 
Committee was still advocating 
higher discounts on compacts 
and would take into consideration 
at its October review session the 
lower 21 percent levels retained 
for both established compacts 
and the new intermediate Chev- 
rolet in GM’s lines. 

As another welcome step by fac- 
tories, Galles reported one division 





No Profit-Sharing Plan 


For Rambler Dealers 


DETROIT. — George Romney, 
president of American Motors, 
last week indicated that the com- 
pany will not offer a profit-shar- 
ing plan—or “progress sharing” 
as he terms it—to its dealers. 

When asked about a _ profit- 
sharing plan for dealers, Rom- 
ney said, “We have already done 
many things for our dealers in 
the last several years. Our deal- 
ers have made more money per 
dollar of sale than their com- 
petitors in the last twe years.” 

Romney made the statement 
while explaining AMC’s new 
profit-sharing contract for hour- 
ly workers at a press conference 
here. 








true new-car costs should be. An- 
other factory is launching an ag- 


‘| gressive dealer management pro- 


gram designed to put all its dealers 
into the black in 1962, he said. 

“Some dealers,” he said, “already 
have dismissed the 2 percent hold- 
back as a bookkeeping procedure. 
It really is a savings account and 
provides a tool for better estab- 
lishing costs. 

* oe * 

—— Task Force still has a long 

way to go to attain all of its 
recommendations,” Galles said. 
Meantime, dealers must step up to 
their own improved opportunities, 
he declared, and take advantage of 
increased profit potential — not 
throw it away as a trading incen- 
tive. 

“Dealers and manufacturers are 
entering the ’62 model year in an 
atmosphere of improved dealer- 
profit opportunities, Inventories of 
’61 models are low, the economic 
picture is improved and there is 
better profit recognition by dealers 
and factories alike.” 

President W. A. Grawemeyer of 
the Automobile Dealers Assn. of 
Indiana, a Rambler dealer in In- 
dianapolis, wrote GM President 
John F. Gordon that the GM 
changes “make substantial con- 
tributions to your dealers’ oppor- 
tunities and their welfare and to 
the alleviation of this trade’s 
problems.” 

At GM, Galles (Cadillac-Oldsmo- 
bile), Albuquerque, and Sam H. 
White (Oldsmobile), Houston, re- 
viewed the new benefits with every 
top officer of the corporation Tues- 
day. Chairman Frederic G. Donner 
and GM’s four executive vice-presi- 
dents joined President John F.. Gor- 
don and Distribution Vice-Presi- 
dent James F. Roche for the meet- 
ing in Detroit’; General Motors 
Building. 

oa * * 
OCHE had carried out the de- 
tail work at GM, having con- 
ducted the second round of sessions 
with the Task Force in June. Let- 
ters from GM divisional sales man- 
agers, carrying word of the 
changes, went out to dealers over 

the Aug. 26 weekend. 

Galles stayed by in Detroit 
Wednesday as Task Force Member 
Robert F. Pulliam (Ford), Colum- 
bia, S. C., visited Ford Motor Co.’s 
Dearborn offices with NADA Ex- 
ecutive Vice-President James C. 
Moore. The Chrysler meeting 
Wednesday afternoon was handled 
by John H. Lander (Dodge-Simca), 


Schrank Becomes 


e e e 

Seiberling Chief 

AKRON.—J. P. Seiberling, chief 
executive officer of Seiberling Rub- 
ber Co. for more than half of its 
40-year history, retired as presi- 
dent last week. 
He will continue 
as chairman of 
the board of di- 
rectors. 

Executive Vice- 
President H. P. 
Schrank was ele- 
vated to the pres- 
idency in a unan- 
imous action of 
the board. 

Seiberling, 
63, had been pres- 
ident of the company since 1938. He 
succeeded his father, F. A., who 
founded the company in 1921. 
Schrank, 58, has been with the 
company 35 years and had been 
second in command since 1956. 


J. P. Seiberling 





Manhattan Service Shop 
Planned by Chrysler 


NEW YORK—Chrysler Corp. 
has acquired property on West 
Manhattan to build a 200-car serv- 
ice and parts facility. The property 
fronts on llth Ave., extends from 
50th to 51st St., and covers about 
30,000 square feet. 

Plans ca!! for construction of a 
three-level structure for servicing 
all Chrysler-built vehicles and 
Simca cars. It will open next spring 
as West Side Chrysler Products 
Service Center. 


Dealer Joins Bank’s Board 


PHOENIX. — Clifford W. Wad- 
doups sr. of Rudolph Chevrolet has 
been named a director of the Phoe- 
nix branch of the Southern Arizona 
Bank. 


At the same time Galles was re- 
porting to Automotive News, a 
press conference announcing 
American Motors’ historic profit- 
sharing contract with the United 
Auto Workers was being staged 
in the same hotel by AMC Presi- 
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dent George Romney and UAW 
President Walter P. Reuther. 

Galles said no factory had begged 
off dealer issues on the ground that 
UAW negotiations were in progress, 
although Task Forcers have been 
kidded in Detroit for a “one-two- 
squeeze play” timed with Reuther’s 
negotiations. 








TIRED— 


LOW GROSSES? 


EXCLUSIVE UNTIL SEPT. 15 
ALL U.S. AUTO DEALERS 


TO HAVE FIRST CHOICE 


For a lucrative franchise 


yielding 25% gross profit 


“POINTER” lightweight motorcycles and auto scooters 
retailing up to $695.00 F.O.B. . . . Features: Economy, 
up to 193 m.p.g. .. . Exclusive “Knight-Halt" suspension. 
(No road shock or bottoming) ... Direction lights front 
and rear... Electric starters on all models ... and 
many more Deluxe features, all STANDARD on the 
“POINTER,” World's finest lightweight motorcycles and 
auto scooters. We are holding up all dealer inquiries 


until SEPT. 15 to give all U. 


S. auto dealers first choice. 


Why? You have the buildings, service, sales, financing 
and after this past year—the need. It's automotive and 
fits in with your license. Write today and reserve your 
exclusive area. First come, first served. 


POINT 


SALES OF AMERICA 


5221 RIDGE ROAD 
CLEVELAND 29, 
OHIO 





DISTRIBUTORS - DEALERS 


Here’s a NEW PROFIT LINE for YOU! Economy Sells It! 


exclusive 
ONLY 


HYDRAULIC CYLINDER 
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does all jobs with only 1 operator. 


9-Second Dumping Cycle 


LOWER FIRST COST! 

FAST SALES & PROFITS! 
MAINTENANCE CAN BE 
HANDLED LOCALLY! 

A BRAND NEW ... ALL NEW IDEA! 


. » Costs far less to build, buy, to 
maintain! Sells fast, with short simple 


demonstration of 1-man_ operation! 
Simplicity is the big news! 
because simplicity means economy! 


. .+ You'll show 'em.., 


BIG ECONOMY LOADS, fewer packing 
cycles, fewer trips to the dumpl 
Simplified controll Tight, water proof 
all-welded steel bodies and _ high- 
density packing that reduces fire haz- 
ard! And a size to fit the need, in 
14-, 16- or 21-cu. yd. capacities! 





DOW PACKER MAKES 


ITS OWN MARKET! 

Greatly-reduced purchase price, 1-man 
operation and elimination of costly, 
special parts, puts this one within 
cost reach of towns, institutions and 
suburban groups that couldn't afford 
refuse equipment before. 


Senp Courow For Fult INFORMATION Topay! 


r Mail to: DOW PACKER CORR " 

| (115 S. Main, Fairview, Okla. } 
Ph: BA 7-4411 
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Late Personnel News... 








AUTOMOTIVE NEWS, SEPTEMBER 4, 1961 


Adams, 4 Others Rise 
In AMC Sales Shuffle 


American Motors last week an- 
nounced the promotion of five ex- 
ecutives to new automotive sales 
posts following a realignment of 
field sales opera- 
tions, and the ad- 
dition of a sixth 
region, the South- 
western. 

Fred W. Adams, 
51, was promoted 
from automotive 
sales manager to 
marketing direc- 
tor. He will con- 
tinue to be re- 

i sponsible for 
Fred W. Adams Rambler adver- 
tising and merchandising. Virgil E. 
Boyd, 49, remains director of sales 
operations and John W. Raisbeck 
vice-president of sales administra- 
tion. 

National sales operations now are 
aligned under two administrative 












Thomas A. Coupe Albert E. Tracy 


agers for East and West. Named 
to the newly created post of West- 
ern sales manager was Albert E. 
Tracy, 48, formerly assistant sales 
manager. Thomas A. Coupe, 46, who 
previously headed regional sales in 
the East, was promoted to Eastern 
sales manager. 

The two sales managers will have 








Mark Page Vincent J. Gillis 


direct responsibility for all field op- 
erations in their respective areas. 
Heading the new Southwestern 
region is Mark Page, formerly San 
Francisco zone manager. The re- 





gion covers the Dallas, Houston, 
Kansas City and St. Louis zones. 
Vincent J. Gillis has been elevat- 
ed from Chicago zone manager to 
Midwest regional manager. The re- 
gion takes in the Chicago, Milwau- 
kee, Minneapolis and Cincinnati 


zones. 


* * 


Eo 
GMC 
Appointment of C. V. Crockett as 


defense products director and H. O. 
Flynn as chief engineer has been 











H. O, Flynn 


C. V. Crockett 


announced by GMC Truck & Coach 
Division, General Motors Corp., 
Pontiac. 

Flynn, formerly Chevrolet assist- 
ant chief engineer, succeeds Crock- 
ett who served as chief engineer of 
GMC for six years before being 
named to the newly created defense 
products post. 

Crockett’s career dates back to 
1924 when he joined Cadillac as a 
lathe operator. Flynn has served 
Chevrolet continuously since 1932, 
when he started work as a drafts- 
man at the Detroit gear and axle 
plant. 

The promotion of J. C. Marek to 
general parts and service manager 
of GMC Truck & Coach also was 
announced. W. W. Edwards has 
been named truck service manager. 

Marek’s career with GMC dates 
back to 1935 when he joined the 
Division as head of the plant pro- 
tection. A General Motors Institute 
graduate, Edwards joined GMC in 
1940. 

* * * 
Hyatt Bearings 

Six changes in sales have been 
announced by the Hyatt Bearings 
Division, General Motors. They 
are: 

Charles C. Wardell, from adver- 
tising Manager to the newly cre- 
ated post of merchandising man- 
ager. He will continue to direct 
advertising and sales promotion 
activities, 

Henry J. Gilmartin, from Detroit 


Mote run for 
your Money! 


selling 


WARN 
HUBS 


for all 4-WHEEL DRIVES 



















The Original 
“Selective Drive” 


Everybody gets more of everything 
with Warn Hubs: more value, more 
dependability, more mileage, more 
satisfaction. And as a dealer, you 
also get more sales, more sales help, 
more satisfied customers, more net 
profits, more referrals. In fact, you 
sell more 4-wheel drives because of 





Warn Hubs, as well as more Warn 
Hubs. It’s a happy circle because of 
Warn’s overwhelming popularity 
with everybody concerned! 


Fastest selling accessery made 
for 4-wheel Drives! 


WARN MFG. CO., INC. 
Riverton Box 6064 AN2, Seattle 88, Wash. 


zone manager to service sales man- 
ager. 

Philip H. Hutchinson, from Pitts- 
burgh zone manager to Detroit 
zone manager. 

Joseph Lee, from sales engineer 
in the Detroit zone to Pittsburgh 
zone manager. 

John A. Philpott, from sales en- 
gineer to Chicago zone assistant 
Manager. 

James D. Marshall, from market 
analyst to manager of sales mar- 


keting and staff operations. 
* * * ; 


Ford Autolite 


H, G. Bleeker has been named 
Carlite glass sales manager for 
Autolite Division, Ford Motor Co. 
He will direct marketing of Car- 
lite automotive replacement glass 
and all flat glass produced in Ford 
Motor’s glass plants in Dearborn 
and Nashville. 

He joined Ford Motor in 1942 and 
in 1958 was transferred to the Glass 
Division, where he established a 
sales department for a portion of 
Ford’s industrial and automotive 


replacement glass production. 
* * * 


Studebaker-Packard 


Robert K. Robinson, 39, has been 
appointed assistant general sales 
manager of Studebaker-Packard. 

In his newly created position, 
Robinson will be 
responsible for 
the direction of 
zone and dealer 
field activities. He 
has been serving 
as Eastern man- 
ager of the cor- 
poration’s retail 
stores. Previous- 
ly, he served with 
Dodge and Pack- 
ard. 

James H. Bren- 
ner, also assistant general sales 
manager, continues with his pres- 
ent responsibilities in the home 
office for marketing services and 
dealer relations. 


R. K. Robinson 


Ryder Planning 
Supermarkets 


For Trucks 


HOLLYWOOD, Fila.—Plans for a 
series of truck supermarkets were 
revealed by James A. Ryder, presi- 
dent, Ryder System, Inc., at a con- 
vention of the truck leasing and 
rental firm’s 400 managers and rep- 
resentatives of suppliers here. 

The plans were outlined by Clyde 
Leslie, Ryder research and engi- 
neering vice-president. 

“We intend to construct two or 
three giant service stations in 
towns of 100,000 or more in which 
we do not now operate,” he said. 
“We will provide every service and 
maintenance facility for small fleet 
owners who can’t afford their own 
service operations.” 

In addition to leasing vehicles 
and providing service, Leslie con- 
tinued, the supermarkets would sell 
fuel, tires, other automotive equip- 
ment and insurance. 

Ryder said that under an expand- 
ed tire-recapping program, the firm 
would do much of the work itself 
and contract with tire companies 
to handle the remainder. He esti- 
mated it would save the firm $100,- 
000 a year. At present recapping 
problems are handled by area man- 
agers, he said. 


New Willys Unit 
Reported on Way 


TOLEDO.—A revolutionary type 
vehicle will be introduced by Willys 
Motors in about a year, the Toledo 
Blade reported. There were few de- 
tails on the vehicle and no com- 
ment from Willys. 

The company is reported to be 
negotiating for a loan of $20 million 
to finance the new vehicle program. 

The Blade also reported that 
Willys has made about 40 Jeeps 
with diesel engines in recent 
months. 








A model displays the ‘62 Dodge Polara 
"500" wheelcover which features Dodge's 


new triangular trademark, The emblem, 
which will be introduced with the new 
models, was selected by Dodge stylists 
after screening dozens of designs and 
hundreds of variations. The triangle is the 
Greek letter “‘D'' which symbolizes Dodge. 


Dealer Profits 
Stage Upturn 


Trend Shows in Midwest 
On Lower Volume 


(Continued from Page 2) 


raisers to rush their cattle to mar- 
ket before all the grass and water 
dries up, and this produced a short- 
age of cattle-hauling units in some 
areas. 

The upshot was that with slack 
times for some haulers and short- 
time emergency demands for 
other haulers, the truck business 
was generally below normal. 
Dealers in these units have high- 
er inventories than usual, A few 
units in this bracket can add up 
to a quarter of a million dollars 
in a hurry. 

Truck dealers, while optimistic 
about the future, generally reported 
subnormal] sales, financing troubles 
for trucks already sold and for 
prospective buyers. However, this 
is expected to adjust itself eventual- 
ly in favor of the dealer, since this 
area must have equipment that is 
in good shape for the long hauls. 

A surprising and unexplained 
twist to the market in the area 
covered was a drop in service vol- 
ume. Business had been good for 
the first six months, but most deal- 
ers reported it started slipping in 
June and is still below normal. 

There seems to be no visible rea- 
son for this since the service busi- 
ness usually continues strong 
throughout the last half of the year. 
It may represent efforts on part of 
the car and truck owners to curtail 
expenses until some of the cash 
crops are in and the money is ap- 
plied to outstanding obligations. 

The number of dealers closing 
up is definitely small, and it is 
thought that most dealers are 
now in a fairly strong position. 
Few if any distressed operations 
are expected in the present dealer 
groups in these states, so most of 
the weak dealers probably have 
been removed. 

The used-car situation in this 
area is best characterized as spotty, 
being good and bad throughout, de- 
pending on where you stop. Here 
again dealers have controlled their 
inventories probably better than 
any time in history, so that individ- 
ually each dealer is in pretty good 
shape. * 

This makes for a shortage of the 
cars most in demand, which seem 
to be ’59s, ’58s and ’57s but most 
inventories were definitely below 
normal. 

Summed up, it looks as if some 
dealers are going to come out of a 
hectic year with the best nets 
they’ve had in many years. This 
will be due chiefly to the fact that 
they have done more running of 
their own business according to 
local conditions than in many 
moons. 


Dealers to Tee Off 


BUFFALO.—The Buffalo Auto- 
mobile Dealers Assn. will hold a 
stag golf outing at Erie Downs 
on Sept. 11. 











Divestiture Bill 
OK’d, But Further 
Action Is Doubted 


WASHINGTON. — The auto 
finance-company divestiture bill 
has been reported favorably by the 
House Antitrust Subcommittee ty 
the House Judiciary Committee 
pending reconsideration by the 
subcommittee. 

This unusual parliamentary ac. 
tion on the measure sponsored by 
Rep. Emanuel Celler, New York 
Democrat, means that although the 
bill has been reported technically 
—a milestone for the measure—jt 
still remains within the jurisdiction 
of the subcommittee. 

In effect, this is like giving the 
bill to the full committee but keep- 
ing the right to pull it back in cage 
there are amendments not liked by 
the subcommittee. The subcommit. 
tee has kept its hands on the pil] 
—apparently for additional tight. 
ening or further amendments. 

Although Committee sources 
would not comment on the prog. 
pects for reconsideration by the 
subcommittee before adjournment, 
it is thought unlikely that any fur. 
ther action will be taken this year, 

The bill has undergone one 
change. It was amended to read 
“passenger automobiles, including 
station wagons.” This means the 
elimination of trucks and buses, 
which some manufacturers have 
argued are such big-ticket items 
that financing would be especially 
difficult to obtain. 





Cerullo Named to Board 


BUFFALO—Emil J. Cerullo, 
vice-president of Cerullo Motors, 
Ince. of Depew, N. Y., has been 
elected to represent Lincoln-Mer. 
cury-Comet dealer members on the 
board of the Buffalo Automobile 
Dealers Assn, He succeeds the late 
Edward G. Kirchmayer. 
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“The mechanic’s friend 
+ «+ works in seconds” 


YOUR JOBBER HAS IT! 
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ADIATOR SPECIALTY CO, 


CHARLOTTE, N.C. 








Our Bird Dog Plan 
Will Increase Your Car Sales 
At a Cost of Only 


$29.75 


Also Other Promotion Plans 
LICENSE PLATE HOLDERS 
PENNANTS 


Used Car tags with chains 
Used Car Guarantee Forms 
Collection Letter Systems 
Scotchlite Car Signs 
Many other needed forms for the 
Auto Dealers 
Write for Free Sample Kit 
SANZO SPECIALTIES 


Box 68-A Endicott, New York 
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Production Totals 89,779 Units ... 
Se ee eee 


Car Output Rises to 6- 


with 1,680; Valiant, 1,500, and Lan- 
cer, 900. 

Tops among the low-price stand- 
ards were Chevrolet with 22,300 as- 
semblies, followed by Ford with 
8,790; Plymouth, 1,300; Dart, 1,000, 
and Checker, 100. 

In the medium-price field, Olds- 
mobile had 5,330 assemblies; Pon- 
tiac, 5,000; Buick, 4,169; Mercury, 


(Continued from Page 1) 


jstering all cars produced after 
Sept. 1 as 1962 models. 

A breakdown of compact-car out- 
put last week showed Falcon on 
top with 9,400 assemblies, followed 
by Corvair with 6,600; Comet, 3,360; 
Rambler with 3,000; Lark, 2,300; 
Mempest, 2,250; Special, 1,798; F-85 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 

















Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 2, Week, Aug. 26, Output, Sept.3, Sept. 2, 
1961 1960* 1961* August 1960* 1961 

AMERICAN MOTORS 
BRAMDBMEE —...ns.ecescossccsssoeee 3,000 4,074 1,302 3,702 328,373 221,612 
CHRYSLER CORP.**.. 6,400 20,665 3,501 8,211 736,838 350,141 
Chrysler-Plym. Div... 4,500 11,697 2,620 5,950 425,331 237,269 
Chrysler ......0....scscce00 1,500 1,794 994 2,094 58,026 56,263 
Imperial .............000 200 498 116 266 9,296 4,399 
Plymouth Aghsaivenssions 1,300 5,802 721 1,701 173,930 104,523 
WORIBIRG. «..cvessrsarcecssesvess 1,500 3,603 7189 1,889 184,079 72,084 
Dodge Division ........ 1,900 8,878 881 2,261 294,739 112,872 
Dart-Polara. ............ 1,000 5,654 382 1,082 282,924 85,558 
NINE ic Sinagscecesneccascets 900 3,224 499 1,179 11,815 27,314 
FORD MOTOR .............. 26,020 24,836 16,868 86,931 1,238,920 1,065,355 
Ford Division. ............ 19,780 17,397 13,903 71,118 1,000,399 859,852 
EEN «. cgsansapetcravecvcssies 9,400 7,058 6,440 28,600 342,241 331,761 
ee 8,790 71,962 6,365 37,419 590,891 470,661 
Thunderbird ............ 1,590 2,377 1,098 5,099 67,267 57,430 
L-M Division. .............. 6,240 7,439 2,965 15,813 238,521 205,503 
SEMEL “Scsvopvinesennvisceces 680 93 435 1,731 13,194 18,790 
Mercury Comet ...... 3,360 3,781 1,779 10,476 119,878 120,702 
Mercury Monterey.. 2,200 3,565 751 3,606 105,449 66,011 
GENERAL MOTORS .. 51,959 _.......... 36,908 89,847 2,191,232 1,676,042 
Buick Division. ............ Dt. seen 4,360 11,339 183,975 164,651 
Buick (Std.) ............ | ae 2,862 7,837 182,510 110,078 
RNIN Socccscccssslencesecscss EQUINE © shpoacdase 1,498 3,502 1,465 54,573 
ee ae 1,659 4,524 109,938 94,470 
Chevrolet Division .... 28,900 _.......... 18,544 43,222 1,335,824 1,012,851 
NENT sibvisssevsccccaorneans 6,600 —.......... 5,340 10,947 170,646 221,535 
Chevrolet (Std.) .... 22,300 9 .......... 13,204 32,275 1,165,178 791,316 
Oldsmobile Div. .......... TA Seteiccnes 5,662 13,833 256,473 187,185 
I tis os atv enespssebiiws E> = -akivslave 1,503 3,434 1,441 40,251 
Oldsmobile (Std.) .. 5,330 __.......... 4,159 10,399 255,032 146,934 
Pontiac Division ........ Me.» degsvaiens 6,683 16,929 305,022 216,885 
Pontiac (Std.) ........ eS Seaecciess 4,511 11,358 305,022 142,116 
| ee EEE. Scztncsince 2,172 eT. ceetataaae 74,769 

S-P CORP. 

sk ssi nicaskorkisoetseets 2,300 1,815 2,067 5,609 72,266 35,596 
CHECKER. ........0..0..00000000 100 120 100 448 4,948 3,810 
Total Cars, U. S.**...... 89,779 51,510 60,746 194,748 4,572,927 3,352,556 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

































































Week Week Jan. 1 dan, 1 
Ended Same Ended Total To To 
Sept. 2, Week, Aug. 26, Output, Sept. 3, Sept, 2, 
1961 1960* 1961* August 1960* 1961 
CHEVROLET ................ GA > ktrecs 7,070 18,736 274,667 222,584 
DIAMOND T ................... 40 37 32 110 2,039 1,182 
EID cp cieiccvsissvvesesesvenessesee 60 76 59 246 2,484 1,545 
BMIEPGE © asceccccccscrcsesccsosccsens 1,500 1,102 1,524 3,820 50,168 44,230 
ES Eos cayces ipactcinovivessee 6,530 5,412 5,324 23,251 249,136 226,617 
ns cons icesskosigensvoigeseee 1,540 574 1,525 4,822 18,622 47,315 
INTERNATIONAL. ...... 2,288 2,483 2,736 7,320 88,342 95,319 
I occa cas scpleacsancosvessove 250 23 247 1,110 10,674 6,898 
STUDEBAKER .............. 280 374 155 558 9,588 4,497 
IN doco vis Cesn kivenscoctoes esp 300 266 326 1,292 11,910 11,365 
IEEE ED <5. sensncisssusersecores 2,550 2,373 2,666 7,770 93,751 75,463 
MISCELLANEOUS ....... 90 99 415 3,183 3,238 
Total Trucks, U. S..... 23,428 12,810 21,763 69,450 874,564 740,253 
Total Cars, 
Trucks, U. S. ............ 113,207 64,320 82,509 264,198 5,447,491 4,092,809 
CANADIAN PRODUCTION—CARS 
Week Week Jan, 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 2, Week, Aug. 26, Output, Sept.3, Sept. 2, 
1961 1960* 1961* August 1960* 1961 
CHRYSLER CORP. .... 500 598 kee 500 33,510 28,201 
FORD MOTOR .............. 300 » reer 230 §=©667,664 62,600. 
GENERAL MOTORS .. 1,800 96 1,321 2,958 126,066 108,133 
AMERICAN MOTORS oie, ceccceseseseesseeeee  ceneeesee 0 tavanaases 4,168 
WME TOMOEGET cs ccscscaccessocorecss Bie sievsssase: —_sagpasanes 24 3,660 3,317 
Total Cars, Canada.... 2,624 975 1,321 3,712 230,906 206,419 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 2, Week, Aug. 26, Output, Sept. 3, Sept. 2, 
1961 1960* 1961* August 1960* 1961 
CHRYSLER CORDP....... 178 re 194 3,881 4,457 
FORD MOTOR .............. 300 708 292 701 14,987 11,831 
GENERAL MOTORS .. 550 68 475 966 25,525 20,127 
INTERNATIONAL 210 218 206 441 8,216 7,990 
Total Trucks, Canada 1,238 1,080 973 2,302 52,609 44,405 
Total Cars, 
Trucks, Canada ...... 3,862 2,055 2,294 6,014 283,515 250,814 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....117,069 66,375 84,808 270,212 5,731,006 4,343,633 





*Revised. 








Week High 


2,200; Thunderbird, 1,590, and 
Chrysler, 1,500. 

Cadillac topped the highest-priced 
class with 2,832 assemblies, follow- 
ed by Lincoln with 680, and Impe- 
rial with 200. 

+ * ck 
STEPUP in new-model output 
by Chevrolet, Dodge, Ford and 
Studebaker helped increase com- 
mercial-car production from 21,763 
units a week earlier to an estimated 
23,428 units last week, 

A total of 12,810 trucks rolled 
from U. S. assembly lines during 
the week ended Sept. 2 a year 
ago. 

Both car and truck output in 
Canada moved upward last week 
as only American Motors had failed 
to get into production on 1962 mod- 
els. 

Car output for the week totalled 
an estimated 2,624 units, compared 
with 1,321 cars turned out a week 
earlier, and 975 units rolled from 
the assembly lines during the week 

ended Sept. 2 last year. 

In the commercial-car field, Ca- 
nadian makers turned out 1,238 
trucks last week, compared with 
973 a week earlier, and 1,080 dur- 
ing the week ended Sept. 2 a year 
ago. 
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At Soap Box Derby— 


A warm welcome to the All-American 
Soap Box Derby at Akron is extended by 
K. E. Staley, right, Chevrolet general sales 
manager, to Charles A. Willsea, Central 
Chevrolet Co., Grand Junction, Colo. Will- 
sea was among the more than 125 Chevro- 
let retailers attending the 24th boys’ coast- 
ing classic, sponsored nationally by Chev- 
rolet. Most of the dealers attending are 
sponsors of local derby eliminations in 
their own communities. They were part of 
a crowd of 65,000 spectators who watched 
13-year-old Richard Dawson, Wichita, 
Kans., win the All-American crown and 
the $5,000 college scholarship that goes 
with it. 


Sunday Sales Ban Stirs 
Court Fight in Illinois 


By William V. Humphrey 
Staff Correspondent 

CHICAGO.—Jim Moran, presi- 
dent, Courtesy Motor Sales, Ine. 
(Ford), has declared that he will 
lead six or more auto dealers in a 
court test of a new law, passed by 
the Illinois State Legislature and 
signed into effect by Gov. Otto Ker- 
ner as of Aug. 25, banning Sunday 
auto sales. 

Moran said he would release 
the names of the other dealers 
when firm commitments have 
been made. His place of business 
was open on Sunday, Aug. 27, de- 
Spite the Sunday law. Many other 
dealers here also defied the law. 

Cook County States Attorney 
Daniel P. Ward said enforcement 
would not begin until dealers had 
time to adjust to the ban. 

Moran said his lawyers will file 
suit for a court injunction against 
the law on the ground that it is un- 
constitutional. 

He said that, if necessary, he and 
the other dealers will take the case 
to the United States Supreme Court. 

Some auto dealers, however, 
said they were in favor of Sun- 
day closing. 

“I've been in this business 27 
years and it’s the best thing that 
ever happened,” declared Daniel 
Schweder, general manager of 
Klinger Motors. 

“We auto dealers have finally 


Warner Forecasts 
62 Cadillac Sales 
At Record Level 


DALLAS.—Harold G. Warner, 
general manager of Cadillac, ex- 
pects Cadillac sales in 1962 to hit 
record levels. 

He said the sales total will re- 
main in the. area 
of the record sale 
of 151,954 new 
Cadillacs sold in 
1960. Sales so far 
this year are run- 
ning slightly 
ahead of the 1960 
rate. 

Warner made 
the comment 
while touring the 

Southwest, pre- 
Harold G. Warner senting the 1962 
line to dealers and distributors. 

He said he looks for 1962 to be 
a good year for the nation’s econ- 
omy and reiterated the General 
Motors prediction that retail deliv- 
eries of new cars next year could 
run as high as 7% million. 

Concerning the 1962 Cadillac, he 
said it would be consistent with 
past models. “We never erase the 
slate and start all over on any new 
model,” he said. 








joined the ranks of the civilized 
modern working people,” said Tony 
Piet, owner of Tony Piet Motor 
Sales. 

Some other dealers — notably 
those dealing in volume sales—were 
against the law. : 

John L. Wathen, general man- 
ager of Nickey Chevrolet Sales, 
Inc., said: “We feel the customer 
has a right to shop for autos as 
he would for any other com- 
modity such as homes, appliances, 
furniture and clothing. The re- 
fore, we feel that a merchandiser 
of cars should be able to service 
the public’s demands.” 

Thomas Balas, general manager 
of Public Pontiac, said the law 
could cut into his sales by 50 per- 
cent. 

“We employ 120 people,” he said, 
“and when you knock out the day 
that accounts for half of our busi- 
ness, you knock out some employes. 
I am going to have to lay off at 
least 40 persons.” 

Downstate in Decatur, Pontiac 
Dealer Carl C. Barding said Sunday 
sales had produced most reposses- 
sions because of credit-checking 
difficulties. 

Meanwhile, taking advantage of 
the decision of Ward not to crack 
down on violators at this time, 
many dealers planned to continue 
to operate on Sundays. 
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Hard Sell Stays 
In Cleanup Ads 


Orderly Market 
Has Little Effect 


(Continued from Page 3) 


“smooth-cleanup” and “shor t-of- 
cars” stories. The dealership ad- 
vertised: 

“We're overstocked! Unlike most 
auto dealers—who are running, low 
on new cars—Palmer-Hooper has 
a large stock of Continentals, Mer- 
curys and Comets. We must do a 
higher volume, with even lower 
profit, to liquidate this inventory.” 

In Seattle, Bill Pierre Ford re- 
minded readers that “The ’62 cars 
are rolling off the assembly lines. 
‘These ’61s must be sold.” The ad 
listed 101 Fords, Falcons, Mercurys 
and Comets in Pierre’s inventory. 

Huling Bros. Buick, also in 

Seattle, said: “We are clearing 

out all ’61 Buicks at tremendous 

savings to you. We need room 
for ’62s arriving soon.” Wilson 

Motor Co. (Ford) urged buyers 
to hurry. “Only 75 cars left,’ the 

Seattle firm said. “Last week, 

there were 113.” 

The discount bug also infected 
imported-car dealers in Miami. 
Grentner Bros. advertised a Simca 
sedan for $1,298, including a year’s 
supply of gasoline. Grentner said 
the car’s sticker price was $1,759.50. 

Christopher Motors offered Mi- 
amians a ’61 NSU Prinz for $899 
and said the “regular price” was 
$1,510. Charles Stuart mentioned 
a new Vespa sunroof sedan with 
heater and whitewalls for $695. 

* * ok 


N THE institutional side, De- 

Van-Stallworth Motor Co. 
(Ford), Citronelle, Ala., observed 
its 33rd anniversary and used a 
full-page ad to thank customers 
for their patronage. 

The ad said in part: “Our good- 
will is not for sale... It is some- 
thing we have enjoyed for 33 
years, Keeping faith with the auto- 
buying public has built goodwill 
for us that money cannot buy. It 
is treasured too highly.” 

Along the same line, East Syra- 
cuse Chevrolet, East Syracuse, 
N. Y., used an ad titled “An Ap- 
peal to Reason” to assail the 
profit-no-object and name-your- 
own-price type of advertising. 
‘It is time that the dealers and 

the public clear the decks and 
establish a more normal, more 
stable condition,” the company 
said. 

“Hocus-pocus and mumble-jum- 
ble double talk must be replaced 
with common sense and integrity 
on the part of both the seller and 
the consumer. This is a two-way 
street and should be driven with 
consideration to both parties.” 


Flynn Joins Howell VW 


TAMPA, Fla—J. D. Flynn has 
been appointed general manager of 
Howell Motors, Inc. (Volkswagen). 
He formerly was a district sales 
manager for Ford Motor Co. 


Business Barometer 


Automotive News Economic 


126.7 Percent of Last Week 
110.3 Percent of Like Week Last Year 


Auto Production 
Truck Production 
Auto Registrations—Year to Date.. 
Truck Registrations—Year to Date. 
Steel Production—Tons 
Lumber Production—Board feet ... 
Paperboard Production—tTons ... 
Soft Coal Output—tons 
Oil Refinery Output—Barrels 
Electric Output—kilowatt hours ... 
Barometer Freight Car Loadings 
Department Store Sales Index . 
Stock Market Price Index 
U. S. Government Spending 

Fiscal year to date 
Commercial and Industrial Loans 
Savings Deposits 
Used-Car Prices—Average 
Business Failures 


Common 
Stocks 1961 Range 
2114-164, 
53 Yo -37 % 
95_-63%, 
49Y,-405% 
(Sept. 


Aug. 30 Aug. 23 
185% 
52, 
92%, 
46, 


Percent of 


Percent of Like Week 


Last Week Last Year 


356.4 
171.4 


155.5 
148.3 

85.5 

89.7 
130.6 
100.1 
108.3 
101.3 
103.6 


103.9 
102.5 
104.3 
99.9 
101.2 
98.9 
101.2 
108.4 
98.8 


15,491,000,000 
323,061 

142 

136.6 


$15,569,563,000 

$31,592,000,000 

$28,985,000,000 
$1,021 

352 


100.7 
100.1 
99.4 
96.2 


Common 


Stocks Aug. 30 Aug. 23 


535% 
51% 
10% 
544, 


1961 Range 
554-425 
523%,-32% 
1244-7 
60% -40%, 
4, 1961) 
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mission and high fashion interiors. 
All Lark models will be intro- 

duced to the public on Sept. 22. 
The highly restyled Hawk goes 


a 

are Carl Bartz, Denver; Russel] R 
Hart, Monroe, La., and Norman p 
Walter, Norton, Kans. , 
Members reelected for one-yeg 
terms include E. E. Chaires 
Tampa; John E. Farr, Bellow, 
Falls, Vt.; G. J. Jaffe, Kankakee 
Ill.: Forest R. Ripley, Springfield 
O.; W. M. Hale, Henderson, Tex. 
Dale R. Davis, Rochester, Mich. 
Lloyd S. Pearson, Pasadena, Calif: 
James Angeles, Minneapolis; Fran, 
E. Helms, Bayside, N. Y.; Joseph 
Katz, Pittsburgh, and C. H. Urnegs 
The Dalles, Ore. ; 
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Egbert Forecasts Profits for Dealers... 


40 Pct. Boost in Sales 
Is Foreseen by S-P 


lion, which is some 20 percent more 
than the company had at the same 
time a year ago. 

He also declared that S-P would 
be in the black in September on a 
corporate basis, and would show a 
profit for the fourth quarter. 

He would not forecast whether 
the corporation would show a 
profit for the year, but said “it 


el combinations, Studebaker has 

placed all four-door sedans on a 

113-inch wheelbase with overall 

length increased 13 inches to 188. | into production Oct. 2 and will be 
The longer wheelbase also is used | introduced publicly in late October. 

for the luxury-fitted Lark Cruiser * * #8 

and four-door station wagon. Brown Reelected Chief 


Longer, tapered grille and trunk ° 
lines have extended the Lark’s sil- Of S-P Dealer Council 
houet to 184 inches in other models. SOUTH BEND. — R. L. Brown, 

; Berwick, Pa., was reelected presi- 

New this year also is the sports-| gant of the Studebaker-Packard 
styled Daytona hardtop and con-| National Dealer Council for the 
vertible featuring front bucket | coming year. 
seats, four-speed floor-shift trans- Newly-elected council members 





By Martin L. Whitmyer 
Staff Writer 

SOUTH BEND.—With Sherwood 
H. Egbert, president, forecasting 
profits for its dealers, and Lewis E. 
Minkel, marketing vice-president, 
predicting a 40 percent increase in 
sales, Studebaker-Packard Corp. 
last week unveiled its 1962 line of 
cars to the nation’s automotive 








writers. 
Egbert told the newsmen that 
S-P had some 2,700 dealers when 


will be very, very close, one way 
or the other.” 
S-P, which has been accenting 


he took over in February. It now 

has only 2,100, but Egbert said 

“it is better to have good healthy 

dealérs than just numbers.” 

The S-P president said orders for 
autos total between $42 and $43 mil- 


advertising in national magazines, 
will go strong for newspaper adver- 
tising in the first quarter of the 
new model season. In the following 
quarter, Egbert said, the accent 
will return to magazines. 

Asked about the possibility of 
price increases, Egbert said that 
this would be determined Sept. 6 
(when the labor contracts expire), 
although he asserted that what 
happened in Detroit should not 
necessarily happen in South Bend. 

Discussing the inventory of ’61 
models, he said the number in 
dealers’ hands at ’62 model intro- 
duction time will be less than 5,000, 
or about 2 per dealer, compared 
with 19,810 ’60 models at the like 
time a year ago. 

Minkel described Studebaker’s 
role among the giant auto makers 
as a specialty rather than a volume 
manufacturer. 

“We are tailoring our cars to @ 
growing segment of the population 
that wants convenience, perform- 
ance and fine craftsmanship in one 
package,” Minkel said. « 

Total production for the ’61 cal- 
endar year will be between 95,000 
to 100,000 units. 

In a line featuring 19 Lark mod- 








New Hearing Set 


In Bergstrom Case 


DETROIT. — United States Dis- 
trict Judge John Feikens has 
scheduled a hearing for next Fri- 
day (Sept. 8) in Gilbert C. (Gib) 
Bergstrom’s suit against General 
Motors. Bergstrom’s attorneys are 
expected to call Neil Kelly, a for- 
mer Pontiac field man, as a wit- 
ness, 

Bergstrom is attempting to sue 
GM for $620,000 under the. good 
faith law. He contends that he was 
promised anothtr Pontiac fran- 
chise when GM bought out and 
closed his Detroit Pontiac dealer- 
ship in March, 1958. 

GM denies Bergstrom’s charges 
and has filed a motion for dis- 
missa] of the action. Friday’s ses- 
sion will be another in a series of 
hearings on the GM motion. 


Obituaries 


business known as Blue Sky Garage be- 
cause it had no roof. At that time, it was 
the only repair shop in Chicago’s north- 
western suburbs. Mr. Burkitt had been an 
Oldsmobile-Cadillac dealer since 1920. 


* * * 


Herman D, Marchman 
WAYNESBORO, Ga.—Herman D. March- 
man, 76, who established the first auto 
dealership and garage in Waynesboro in 


1907, died Aug. 21. 
* * Eg 


Frank F. Merville 
BINGHAMTON, N. Y.—Frank F, Mer- 
ville, 69, former automobile dealer in this 
area, died Aug. 25 while on a fishing trip 
in Canada, Mr. Merville formerly operated 
Merville Motors which later became Mer- 


ville-Deyo Motors, Inc. He was engaged in 
the auto trade here for 29 years. exceptional opportunity for a good man 
* cK to show real improvement in his own 


income as well as in our car sales. Salary 
Frank E. Davidson and participation, Write full particulars 
FLINT.—Frank E. Davidson, 43, opera- 


of experience and availability, Box 2731, 
tor of Davidson Auto Sales, died Aug. 22. a A 
* * * 





POSITION WANTED 


HELP WANTED 


GENERAL SALES MANAGER. Large 
single point Chrysler dealer, midwestern 
town of 350,000, offers salary $2,000 per 
month plus 10% of net profit of new and 
used-car department. This includes fi- 
nance reserves and factory bonuses. 5-7 
thousand net per month based on 30 new 
and 40 used sales, Total expense per 
month $15,000. Man hired for job will 
be expected to build and train sales force, 
double unit sales within one year. Only 
well qualified man with proven record 
that will stand rigid investigation will 
be considered. Write in full, Box 2775, 
c/o Automotive News, Detroit 7. 


HELP WANTED 














ATTENTION: 


Dealers, Zone Managers, 
Automotive Manufacturers 





Automotive 
Service Expert 
Wanted! 


Do you consider yourself an expert 
in the field of automotive service and 
repair? If so, and you have a flare 
for writing, here's your chance to use 
your skills to the best advantage with 
a top national automotive trade pub- 
lication, 







We have available a General Man- 
ager who has one of the most out. 
standing operational records we have 
had occasion to review. He is pres- 
ently employed by a large GM deal- 
er: P, O. 1,200, sales 1,581, $8,000,000 
gross, 97 employes. His reason for 
desiring change is excellent. College 
graduate, age 41, happily married. 
Conservative dresser, sober, active 
in church and civic affairs. Character 
and honesty above reproach. Will 
work long hours—is highly promo- 
tional. Handles own advertising, in- 
cluding layouts and copy, with excel- 
lent results. Has been nationally 
recognized for sales training pro- 
grams. Knows analysis of statements, 
trends — watches overhead constantly 
and is very profit-minded. Knows 
finance completely. Repossession losses 
less than 1% over long period. Con- 
sidered by past employers as a top 
organizer, Gets along well with other 
people. Will take directions well, but 
can make good decisions. Knows 
parts, service and office. This appli- 
cant is a rare find and ‘only unusual 
circumstances make him available. 
We have screened him at employer 
and factory level. Does not expect 
“blue sky" in earnings and will ac- 
cept opportunity as part compensa- 
tion. If you need an outstanding as- 
sistant you can trust, plus obtaining 
results, who can move into your or- 
ganization smoothly and maintain 
present good policies, then take a 
look at this man. Will consider gen- 
eral sales manager and assistant to 
dealer. Will relocate anywhere for 
opportunity — Must be permanent. 
Wire or write for complete history, 
resume, photo. All replies confiden- 
tial. He is available for interview and 
employment immediately. 


EXECUTIVE PLACEMENT 


7811 Carondelet, Room 301 
Clayton 5, Missouri 










Business 
Management 
Representatives 


Excellent opportunity with growing 
automobile company for experienced 
men with accounting and automotive 
background. 


REPLY BY LETTER ONLY stating age, 
experience, location preference and 
salary desired. Inquiries will be kept 
confidential. 


American Motors Corp. 
Business Management Department 
14250 Plymouth Road 
Detroit 32, Michigan 







We need a man having broad experi- 
ence in all phases of automotive serv- 
ice and repair. Duties will include 
technical research, writing, some edit- 
ing and limited travel. This is a full- 
time position. If you honestly think 
that you can make the grade, send 
resume including complete work his- 
tory, marital status, trade schools at- 
tended, age, salary requirements, etc. 
This is a real opportunity with a grow- 
ing publisher. Replies will be held 
strictly confidential. Write Box 2781, 
c/o Automotive News, Detroit 7. 

















Bennie Blaushild, 


Master Promoter 


CLEVELAND. — Benjamin W. 
Blaushild, 64, president of B. W. 
Blaushild Motors (Dodge), Shaker 
Heights, died Aug. 29 after suffer- 
ing a heart attack while attending 
a meeting of Dodge dealers here. 

Born in Latvia, he served in the 
Czarist, Menshevik, Bolshevik and 
Latvian armies and was sentenced 
to death in a Russian prison camp 
before coming to Cleveland in 1922. 
He sold cars for a brother for a 
time before launching his own 
Dodge-Plymouth dealership on 
borrowed money. 

Blaushild, a man of rare courage, 
also had a fine sense for promotion. 
During the reconstruction days of 
the early 1930s, NRA took away his 
Blue Eagle when he charged that 






















NEW AND USED CAR SALES MAN- 
AGER. Must be a real ‘‘take charge’’ 
man, with ability to train, and keep his 
staff at an enthusiastic high pitch, Won- 
derful opportunity with metropolitan 
New York Ford dealer, whose service 
absorption over the years exceeds 100%, 
but whose car sales are frankly way 
way below potential, This creates an 
















c/o Automotive News, Detroit 7. 


SERVICE MANAGER, CADILLAC, Long 
established Cadillac dual agency located 
in California wishes to employ a top 
notch service manager who has the nec- 
essary background and who is seeking 
a@ permanent position. Fine facilities and 





John E. Mackenna 
NIAGARA FALLS, N. Y.—John E, Mac- 
kenna, an auto dealer here for nearly forty 
years, died Aug. 18, He formerly owned 








GENERAL MANAGER, interested in well 


established volume deal, Have success- 


other auto dealers pretended to 
abide by the code but found ways 
to evade it. So Blaushild bought 
a live parrot and installed it in his 
showroom. 

When his showroom was pick- 
eted, he hired pickets of his own 
with signs: “Switch to Blaushild 
for the best deal in town.” 

He loved art, and filled his show- 
room with it to attract attention. 


* * * 
Charles W. Brooke 

DETROIT.—Charles W. Brooke, 82, who 
founded Brooke, Smith, French & Dor- 
rance, Inc., advertising agency, in 1922 
and headed the firm until his retirement 
in 1946, died Aug. 29. The agency recently 
was merged with Ross Roy, Inc., and the 
new firm is known as Ross Roy-BSF&D, 


Inc. 
* o * 


Albert J. Mouch 
TOLEDO. — Albert J. Mouch, 77, died 
Aug. 28 in a local hospital. He was an auto 


deaier here for much of his life, retiring 
17 years ago. 
+ * * 
Jack Dudrey 
BEND, Ore. — Jack Dudrey, 70, Bend 


auto dealer, died at his home of a heart 


attack. 
* * * 
Tom W. Van Dorn 
COLUMBUS, O.—Tom W. Van Dorn, 80, 
a former auto dealer here, died Aug. 21. 
* * 


John W. Burkitt 
PARK RIDGE, I1l.—John W. Burkitt, 
72, Burkitt’s Service Station (Oldsmobile- 













Mackenna Motors. 
* 


73, owner of Campbell 
Aug. 16 in a hospital at Lumberton, N. C. 
He had retired earlier this year. 

ok 


60, 
died Aug. 20. The dealership now is op- 
erated by his son, John Hires 


* * 


William F. Coatsworth 
BUFFALO.—William F. Coatsworth, 64, 


partner in the former Echo Motor Sales Co., 

died Aug. 21. He retired in 1949 after 23 

years in retailing here. 
* 


* * 


Rolfe S. Lowdon 
BAKERSFIELD, Calif.—Rolfe 8. Low- 


don, pioneer auto dealer, died Aug. 24. He 
operated a Lincoln-Mercury-Comet-English 
Ford deal in nearby Delano. 

* 


* * 


Louis I, Campbell 
FAIRMONT, N, C.—Louis I. Campbell, 
Motor Co., died 


* * 


Stanley E. Becker 
INDIANAPOLIS.—Stanley E. Becker, 62, 


Indiana factory branch manager for White 
Motor Co., died Aug. 19. He was a member 
of the Indiana Motor Truck Assn, and In- 
diana Motor Transportation Club. 

ok * 


~ 


Roscoe F. Savage 
ARKANSAS CITY, Kans, — Roscoe F. 


Savage, 62, a retired auto dealer, died Aug. 
10 in Wichita. 


es 


Ray S. Hires 
JACKSONVILLE, Fla.—Ray S. Hires, 
retired owner of Ray Hires Motors, 


* * * 


Charles C. Gates 
DENVER.—Charles C, Gates, 83, found- 


er and president of Gates Rubber Co., died 
Aug. 29. He was a mining engineer before 
the acquisition in 1911 of Colorado Tire & 


terrific potential is awaiting a man who 
desires to better himself and his earn- 
ings. Box 2768, c/o Automotive News, 
Detroit 7. 

USED CAR MANAGER, Volkswagen/ 
Porsche agency. Long established and 
growing fast. Need thoroughly experi- 
enced man to accept full responsibility 
for our used-car operation, Will’ pay for 
the right man. Phone or write: Mr. Pray, 
Blanchard-Pray Automobile Corp., 212 
W. Putnam Ave., Greenwich, Connecti- 
cut, TOwnsend 9-4600 or (in New York) 
CYpress 8-8628. 

SAL MANAGER—VW, Southern Con- 
necticut Volkswagen dealer has position 
available for top man with record of 
accomplishment to assume manager’s re- 
sponsibilities. Automotive management 
experience prerequisite. If your present 
job offers you limited opportunity, we will 
discuss the possibility of an excellent 
career in a progressive and well estab- 
lished business, Salary open—liberal for 
the right man, Good fringe benefits. All 
replies confidential. Blanchard-Pray Au- 
tomobile Corp., 212 W. Putnam Ave., 
Greenwich, Connecticut, 


SALES MANAGER—Well established Mas- 
sachusetts Plymouth dealer, 150 new cars 
annually, wants experienced man quali- 
fied to take charge. Must be good organ- 
izer and closer. Send résumé including 
compensation expected, Box 2776, c/o 
Automotive News, Detroit 7. 








FUTURE DEALER 


Lifetime opportunity for right man (about 
35). Make small investment and buy stock 
with earnings in Northwest Pacific Coast 
Chevrolet, 700 planning. Must have proven 
record of management and aggressive sell- 
ing in comparable deal. Send resume. Will 
contact only you. Box 2786, c/o Automotive 


fully managed a dealership selling more 
than 2,500 new cars, Sixteen years’ ex- 
Perience, have been an office manager, a 
new and used-car salesman, truck man- 
ager, sales manager and a general man- 
ager, with motor rebuilding and fleet 
leasing experience in conjunction with 
dealership operation. College graduate 
(Phi Beta Kappa) with excellent refer- 
ences available. Married, children, out- 
standing personality and veputable char- 
acter. Will relocate anywhere, Complete 
résumé upon request, Box 2763, c/o Au- 
tomotive News, Detroit 7. 


SERVICE MANAGER: 25 years’ experience 


General Motors servicing, past 15 years’ 
as service manager. 45 years of age, ex- 
cellent customer and factory relations, 
best of references. Will ,relocate, Box 
2762, c/o Automotive News, Detroit 7. 


GENERAL MANAGER OR SALES MAN- 
AGER—150 to 750 car deal—13 years’ 
experience, past three years GM dealer. 
Factory references, Married, three chil- 
dren, 38 years of age, Prefer salary— 
profit percentage—with buy-in option. 
Resident of New York, willing to re- 
locate. For complete résumé write Box 
2764, c/o Automotive News, Detroit 7. 


SALES MANAGER — VOLKSWAGEN. 
Family man, 41, relocating in the U. S., 
seeks permanent management opportunity 
with Volkswagen dealer, Fully experi- 
enced in all phases of sales management. 
At present and for past six years with 
Volkswagen distributor in Canada, Box 
2773, c/o Automotive News, Detroit 7. 


MANUFACTURERS’ REPRESENTATIVE 
desires additional lines in automotive 
accessories, parts and equipment for 
central and western New York and 
northern Pennsylvania. Have good fol- 
lowing and can furnish best of refer- 
ences. P.O. Box 183, Orchard Park, New 





USED-CAR MANAGER, 12 years’ experi- 
ence all phases of used-car management. 
Complete knowledge of appraisals, re- 
conditioning and training of new sales- 


men, Can buy at wholesale level and 
have many wholesale contacts. Proven 
record of greatly increased retail sales 
after employment, Have large ‘‘repeat”’ 
retail following for new and used cars, 
Presently employed, averaging $15,000 
per year. Married, two children, Educa- 
tional background includes majority in 
economics and business administration, 
Franchised dealer in metropolitan New 
York area or vicinity preferred. Will fur- 
nish excellent references as to ability, 
honesty and integrity. Box 2789, c/o Au- 
tomotive News, Detroit 7. 
SALES MANAGER—Above draft age— 
Make more sales, more profit, less man- 
power. Ranked in top 50 men in United 
States over twenty-five years—top posi- 
tion many years. Many firsts—Rambler, 
Oldsmobile, Fast closer, Successfully 
worked both men and women salesmen. 
Author ‘‘Peck’s Automobile Dealers 
Sales Manual.’’ Glenn Peck, 929 East 
Spurgeon, Fort Worth, Texas. WA 7-8398. 


NEW OR USED-CAR SALES MANAGER, 
20 years’ experience as owner and man- 
ager. Can handle complete operation, buy 
and sell wholesale and retail, Want to 
associate only with high calibre dealer- 
ship in radius 300 miles of Detroit. Want 
income potential $20,000-$30,000 per year. 
Box 2788, c/o Automotive News, De- 
troit 7. 








GENERAL SALES MANAGER available. § 


Proven ability, best references. Age 32, 
good family man, sober habits, aggres- 
sive. Prefer Canada but will move to 


U. 8. A. if necessary, Box 2777, c/o Au- 





Leather Co., a one-man shop which be- 
came Gates Rubber. 


Cadillac), died at his home here Aug. 18. News, Detroit 7. 


In 1914, he started an automotive repair tomotive News, Detroit 7. 





York, Gaylord P. Mead. 
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POSITION WANTED 


D USED CAR SALES MANAGER 

NEW ently employed 600 car GM dealer- 
ship) desires larger deal—well financed 
Chevrolet or Ford—where earning poten- 
based on ability to produce a prof- 


ot ; volume operation, Have ability to 
hire, train and supervise salesmen and 


keep them at an enthusiastic high pitch. 
Have experience and know-how to man- 
200-1,500 car deal at a profit, Can 


fern sh poth factory and past employer 
references on request, Available immedi- 
ately best deal offered. Write Box 
2778, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


FOR SALE: Dealership handling Ford, 
Mercury, Ford tractor—in business forty 
years. | ocated in Cumberland Park area 
jn Kentucky, city school area population 
14,000, county population 35,000. In 1960 
gold ¢128,560 Ford parts. Yearly service 
absorption 128%. Will rent or sell build- 
ing. Write Box 2790, c/o Automotive 
News, Detroit 7. 

DEALHRSHIP NOW HANDLING FORD. 
Potential 150 units, Sell on inventory, 

rts, appraisal of equipment. Northern 
Indiana. Retiring. Box 2771, c/o Auto- 
motive News, Detroit 7. 

OLD, SU CCESSFUL, PROFITABLE 
DEALERSHIP in New England college 
town for sale, Present franchise Chevro- 
Jet, Gross business over million dollars, 
Capital required $90,000, Box 2783, c/o 
Automotive News, Detroit 7. 


FOR SALE: Wonderful opportunity. One- 
half of corporate partnership in estab- 
lished dealership handling Rambler. Lo- 
cated in metropolitan New York area. I 
am forced to sell my share due to other 
pusiness pressures. Deal includes fifty 
percent interest in almost new, modern 
building and complete agency, Box 2784, 
c/o Automotive News, Detroit 7. 


ee 

DEALERSHIP HANDLING GMC TRUCK 
in northwestern Illinois. Good truck area, 
good service business, good chance for 
expansion on about three-acre tract. Box 
2785, c/o Automotive News, Detroit 7. 


oe 

ACTIVE PARTNER — Invest $10,000 to 
$25,000, Buick dealership, New Jersey. 
Profitable operation with excellent growth 
potential Box 2779, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS WANTED 
WANTED: CHEVROLET OR DUAL, 250- 
400 unit potential, 75 mile radius New 
York City. Cash waiting for right deal. 
Box 2671, c/o Automotive News, De- 
troit 7. 





initia intsincacinsi 
FLORIDA 


240-400 potential, Have cash available im- 
mediately. Factory approval assured, Your 
reply strictly confidential, Will deal through 
third party or broker. Expect to pay ‘'blue 
sky" for right deal. Box 2787, c/o Automotive 
News, Detroit 7. 





AUTOMOTIVE NEWS, SEPTEMBER 4, 1961 


DEALERSHIPS WANTED 


YOUNG, EXPERIENCED VW MAN wants 


to purchase authorized Volkswagen agen- 
cy—or opportunity to buy partnership in 
VW dealership. Cash available immedi- 
ately, Ready to do business at once. 
VOA approval assured. Box 2780, c/o 
Automotive News, Detroit 7, 


DEALER SERVICES 











SALES CONTEST 
FOR MECHANICS 


A terrific new idea that guarantees to in- 
crease work order “line items'' and boost 
service department gross profit. Being used 
7 32 dealers in Toronto alone. Write for 
= information on the "Shop Mechanic's 
jank.' 


Cc. R. BAILEY PROMOTIONS 
891 King Street East 
Hamilton, Ontario, Canada 


Used by over 100 dealers in New York State 





1962 CARS 


Will your salesmen be . . . "organized"... 
to capitalize on this new market? Give them 


“productivity"’ of your men with 
our "Self Management Work Plan" . . . 
for professional automobile salesmen. Send 
business card or letter for FREE information. 
C. R. Bailey Promotions, 891 King St. East, 
Hamilton, Ontario, Canada. 
Endorsed by five U.S.A. state 

dealer associations. 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machinery—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 





MAILING LISTS 


DEALERS MAILING LIST—Ford, Chevro- 
let, Plymouth, Dodge, Chrysler, Oldsmo- 
bile, Pontiac, Buick, Mercury, Stude- 
baker, etc. Complete national list. Sep- 
tember, 1961 checked, On addressed 
labels, 35M, $15 per M. Box 2782, c/o 
Automotive News, Detroit 7, 


AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally 


recognized diploma, Free catalog! Mis- 
souri Auction School, 1330 Linwood, Kan- 
sas City 9-X50, Missouri. 





CARS FOR SALE 


Got the customer? 


HERTZ 


has the used car! 


All are in fast-selling colors and fully equipped with 


power steering, R & H, 


automatic transmission, 


many with power brakes — the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts — you 
name it, we’ve got it! Low mileage, clean and sharp 


— real bell ringers! 


1959 and ’60 models are now available at Hertz offices 


across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


_or 
write: 


Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 





NSU PRINZ 
NSU 


U. S. IMPORTER 


SPORT PRINZ 


MORE TO COME 


TRANSCONTINENTAL MOTORS, INC. 


230 Park Avenue 
New York 17, N. Y. 


SPARE PARTS CENTER: 
421 East 


LUDWIG MOTOR CORP. 


91st Street 


New York 28, N. Y. 





CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


1960 
FORD TAXICABS 


6 cylinder Fordomatic—$325. 


Unlimited quantity—465 this lot. Dis- 
count lots of 12. Tires included. 
Cars drive anywhere. Will break up 
for parts in quantity for rebuilders. 


Milford Auto Wrecking 


70 S. WASHINGTON ST. 
MILFORD, CONN. 
Phone: TRinity 8-0645. 


1961 CADILLAC ‘75’? LIMOUSINE, 
chauffeur driven, exceptionally low mile- 
age. Black with black leather compart- 
ment, dark gray whipcord interior. Com- 
pletely equipped, air conditioner, rear 
radio and trunk lock, etc. For further 
details call: Ann Arbor, Michigan, NOr- 
mandy 3-4178. 


USED TAXICAB SALE 


1959 FORDS 


6 cyl. stick, well maintained, 
including 4 good tires 


“125 .. 


CALL, WRITE OR WIRE 


MARTIN'S MOTOR SALES 


1431 Bruckner Blvd. 


Bronx, N. Y. Tl 1-7300 


CARS WANTED 





NEW IMPORTS 
WANTED 


make, quantity, model. 
tite, wire or phone: 
Dan Schwartz or Larry Miller 
HOLIDAY MOTORS 
5015 Van Nuys Blvd., Van Nuys, Calif. 
Riangle 3-255! 
Factory authorized new-car dealer. 


An 


DISTRESSED IMPORTED CARS wanted 
from dealers, distributors, finance insti- 
tutions. Any quantity. Boozer Motor Co., 
1401 Greensboro Ave., Tuscaloosa, Ala- 
bama. PLaza 9-4233. 





PARTS FOR SALE 





LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 





LLOYD PARTS—complete stock, Prompt 
shipment. Greene County Motors, Cat- 
skill, New York, Phone: 2000. 





PARTS FOR VOLKSWAGEN 


Importer and Distributor 
Buy Direct 


Write for Free Catalog 
GLOBE AUTOMOTIVE IMPORTS, INC. 
MONTGOMERY, N. Y. 


Tel. Newburgh JO. 2-0847 
Cable address GLOIMP 





FRONT AND REAR FENDERS, hoods, 
front and rear bumper face bars for 1939 
through 1954 Chrysler Corporation cars. 
Standard Auto Co., 700 Walnut St., Mc- 
Keesport, Pennsylvania, 


COMPLETE $250,000 inventory of Chevro- 
let parts perpetually controlled, Bill 
White Chevrolet, Tulsa. 


TRUCKS FOR SALE 


ONE SEAGRAVES FIRE TRUCK, 750 gal. 
per minute pumper. Post war production 
fire truck for sale, A-1 condition. $5,000. 
Apply John R. Clark, jr., Clarks Auto 
Parts, 1409 W. Broad St., Savannah, 
Georgia. Phone: AD 6-1503. 





BUSES FOR SALE 





SCHOOL BUSES, Three 1961 Ford 60- 
passengers; 14 1955 Ford B700 60-pas- 
sengers; 1957, also 1958 Chevrolet 9 
and 12-passenger Airporters; 1957 Cadil- 
lac air-conditioned limousine; two Grey- 
hound 41-passenger Silverside diesel buses 
—$2,500 each, Write or wire: Box 2774, 
c/o Automotive News, Detroit 7. 





SCHOOL BUSES 
FORD — CHEVROLET —— DODGE 
54-Passenger 
1955, $1,350; 1956, $1,950; 1957, $2,750 
immediate Delivery—Reconditioned—Terms 


COUNTY SCHOOL SERVICE, INC. 
23 South St., Danbury, Conn. 
J. Egan — Tel. Pioneer 3-4437 











FOLLOWING EQUIPMENT USED LESS 

THAN A YEAR: Bishman electric tire 
$150; John Bean on-the-car 
wheel balancer, $200; John Bean Wee-Gee 
board, $35; AC headlite tester, $30. Salis- 
bury Motors, Inc., 31 Chariton St., Balls- 
ton Spa, New York, e 


ANTIQUE, CLASSIC CARS FOR SALE 

1926 CHEVROLET COUPE, mint condition, 
runs perfectly. Excellent promotion item 
for new model showing. Central Chevro- 
let, Box 1197, Columbia, South Carolina. 


PIERCE ARROW SEDAN, 1934. Extra fine 
condition, $1,000. Pase Motors, Inc., 7920 


SAVE MONEY! 








BUSES FOR SALE 


USED 
SCHOOL BUSES 


3—1957 
1—1957 
12—1956 
1—1956 


Chev. 
Chev. 


Chev. 
8—1955 Chev. 
2—1955 
10—1954 
1—1954 Int. 6 


1—1951 GMC 
Good condition. 
New contracts cal 
Phone: 
3-2414. 


Chev. 


Ford V8 


Ford V8 


Manchester, 


V8 —54-pass. 
v8 —60-pass. 
—54-pass. 
6 —54-pass. 
6 —54-pass. 
—460-pass. 
6 —54-pass. 

—460-pass. 
6 —48-pass. 


Used thr June. 


jacement. 


| for rep 
Mitchell 


Conn, 





SHOP EQUIPMENT FOR SALE 


changer, 


TUlip 5-5366, 


Queens Bivd., Elmhurst, New York. 
MISCELLANEOUS 


“ORIGINAL YELLOW BRAKE BAR” 


Automatic BrakinG 


ONLY BAR MANUFACTURED TODAY 
WITH THE UNIVERSAL 


“WRIST ACTION" $51* 
Incldg. BRAKE HOOK-UP 


NEW ROADKING 


Standard Four Point 
with R 
Universa' 


ABLE LONG 36” 
GUIDE CABLES 


lar Draw Beam 
Wrist Action Bar 
COMPLETE WITH ADJUST- 
DRAW 
BEAM BAR AND STEERING 


Hookup 


$3950 
$550 


TowKinG 422i, $45°° 


TRAIL KING 
BALL BAR 


Compac-Tow Intra- 


State Tri-Bar 
* SPECIAL, 3 


FOR $100.00 


NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 


COUPLER—CONVERTS 


Any Tow Bar to Fit 
All 2” Ball Hitches 
Carrying Bags 
SAFETY CHAINS, set 


OnLy °127° 


$2.00 & $2.95 
of 2, only......$2.95 


Our Dealers’ Net F.O.B. Factory Prices 
Include Federal Excise Tax 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 


Call Collect 


Nites: BA 1-8717 


We pay charges 
on $100.00 orders 


40 So. Clinton St., Chicago 6, Ill. 





Simulated engraved busi- 
ness cards—1 color $3.50; 2 color $4.50— 
1,000 postpaid. Free samples, Dealer Ad- 
Plates. Free catalog. Business Specialties, 


1422-A Rosemont, Chicago 26, Ill, 


SEE PAGE 28 


for the 
TOP AUTO 


nation's 
AUCTIONS 
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WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


= 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





@ 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount S00 cb 


Dealers’ Net with 4 $52.35 


hae aes — Fed. Tax. Inc. 
THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-U 


Dealers’ List F.0.B. Factory ... 
Dealers’ 25% Discount 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 





Fed. Tax. Inc. 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount .............:..:0000 12.75 
Dealers’ Net with 2 

Standard ius 2 Large $38.25 
Adapter Gangs Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 


Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


TO... 


Street Address............. 


Car Dealer [] 
Jobber [] 
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“Mr. INTERNATIONAL” 


proves it pays to go diesel for short hauls, too! 


The new INTERNATIONAL D-301 diesel engine 
opens up new profit possibilities in selling diesel economy 
to pickup and delivery operators in your area. 

Matched with the INTERNATIONAL compact-design 
BC-160 Truck Series or conventional B-160 Series with 
van, stake or platform bodies, it gives you a tremendous 
savings story to tell. The chart “Mr. INTERNATIONAL” is 
holding here also enables your salesmen to prove D-301 
fuel savings—savings up to 40-45% compared to gasoline 
V-8’s in identical service. 


“Best deal in the truck business...” 


The new, lightweight D-301 diesel engine is just another 
example of how INTERNATIONAL Dealers are always 
equipped— with exactly the right trucks for every general 
use, as well as for every specialized application. Truly, 
there’s no market left untouched, no prospect you can’t 
reach with “Mr. INTERNATIONAL” on your selling team. 
For complete information on INTERNATIONAL franchises 
that might be available in your part of the country, write: 
Divisional Sales Manager, Motor Truck Division, Interna- 
tional Harvester Co., 180 N. Michigan Ave., Chicago 1, Ill. 


INTERNATIONAL TRUCKS Hf. 
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